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When the trustees of Northwestern 





¢§ Mutual Life earlier this year elected as 
- president of the company Donald c. 
Ls Slichter who had been in the organiza- 
oY, tion since 1934 it elevated to that office a 
vs 4 man with broad and thorough knowledge 


> of the industrial and business side of 
/, America, the part which life insur- 


ance plays in the picture and what makes 
@ the country click. Mr. Slichter was de- 


fe 
$f. scribed to the writer by an associate as 
ri, being a combination of model business 
YF! man, scholar and researcher. 

His election meant that he had_ be- 


F come president of the fourteenth largest 
business enterprise in the United States, 
A of one whose assets of $3.7 billion at 
> end of 1957 also made it the sixth larg- 

est life insurance company in the nation. 

By December 31, 1957, it had invested 
| $3.47 billion in mortgages, real estate and 


— 


a 
=) securities. Its insurance in force was 
sai owt $8,859 billion, and its annual sales in 
ven #1957 were $7484 million. Its agents, 
y in operating from general and district agen- 
cles, numbered 3,561. With those agents 
soe EH he had long been a popular executive. 
a. me A bundle of energy and beaming with 
aco | 900d nature Mr. Slichter’s understand- 
ing of people has been reached by a 
~er"— lifetime of personal contact with a large 
variety of individuals engaged in the 
economy in one form or another and 
ranging from manual laborers in the 
utility field (where he was engaged at 
work with them during his University of 





Wisconsin days) to men of large stature 
in the world of operation and adminis- 
tration of some of the principal indus- 
tries throughout the country. In Mad- 
ison, Wis., as an executive, or working 
in some other capacity with two private 
investment concerns, he became inter- 
ested not only in the growth trends of 
industry, but also in the importance of 
raw materials to industry and the neces- 
sity for well-managed companies to plan 
for the development of raw materials 
(oil, minerals, forest products, etc.,) 
through formalized exploration and ac- 
quisition programs. 


Has Urge to Examine Alternatives 


= Mr. Slichter has a completely open 
mind in the exercise of which he 
follows an urge to examine alternatives. 

While apparently making decisions 

quickly he actually does not do so until 

he has made extensive research of a 

Situation, or selects some associate to do 

so and then reports to him. Speedily 

grasping the core of situations himself 

he likewise ‘thas been able to find men 
lm ‘apable of digging deep into factual 
® structures and both analyzing and apply- 
lm ng the facts divulged. New men being 
considered by him for assignment in the 
lB Sccurity department of the company 
lB (formerly the bond division), have been 
selected not so much on basis of their 
Past experience and achievements as on 
how their personality impresses him as 
revealed in interrogatory tests he has 
them undergo, An executive of the 
Northwestern Mutual said to the writer: 

“Once he has handed over responsi- 
ility he places such great confidence in 
a man’s judgment that he does not try to 
second guess him.” 

One of the most important roles Mr. 
Slichter played in the investment. pic- 
ture has been in helping guide the finance 
committee in investment fields where 
Industry had reached a low ebb and 








Donald C. Slichter— 


Northwestern Mutual’s President Began His Wide Personal Experience In 
Public Utility and Natural Resources Fields While University of Wisconsin 


Student; Joined Company in Securities Department. 





By CLARENCE AXMAN 


where he expressed confidence that 
through reorganization or sounder man- 
agement these businesses would make a 
strong comebzck. He early convinced 
the finance committee that he had a 
facility for looking pretty far ahead and 
making accurate forecasts. Thus, when 
the pulp and paper industry seemed 
shot and utilities had undergone dis- 
astrous experiences leading to a debacle 
with many of these corporations col- 
lapsing because of over-financing, pyra- 
miding and holding company abuses, he 
was convinced that the utility industry 
would rise to its feet again and so would 
the pulp and paper industries. This 
confidence he had because of his belief 
that the field was large in potentials 
and also he was convinced the nation’s 
economy, so shattered by the depression, 
would make a recovery. Marine financ- 
ing has also been one of the important 
innovations in Northwestern investing. 
“He seems able to look 25 years 
ahead.” one of the Northwestern trustees 
told the writer. “He has constantly de- 
tected new fields for invesments in the 
shipping and oil fields, to name a few, 
based on his observation of the expan- 
sion pattern of American industry.” 


Industry Committee Activity 


Mr. Slichter ‘has been one of the prin- 
cipal figures in the investment research 
program of the life insurance companies. 
He was chairman in 1954-56 of Life In- 
surance Association of America’s invest- 
ment research committee and was a 
member of these subcommittees of the 
Joint Committee of Life Insurance Asso- 
ciation of America and American Life 
Convention: monetary and debt manage- 
ment policy; fiscal and monetary policy; 
valuation of assets. 

The investment research committee 
engaged the National Bureau of Eco- 
nomic Research to conduct a study of 
the capital markets as it has functioned 
in the post war period—in brief, what 
has taken place in the past dozen years 
in real estate, mortgage, corporate Gov- 
ernment securities and other markets. 
Predecessors of Mr. Slichter as chairman 


of the investment research committee 
were Frederic W. Ecker, president, 


Metropolitan Life; Robert Patrick, vice 
president, Bankers Life Co.; and John 
S. Sinclair, president, National Industrial 
Conference Board and former executive 
vice president of New York Life. 


The Slichter Family 


Donald Slichter is a member of one of 
the most distinguished families which 
has lived in Madison. Wis., where Uni- 
versity of Wisconsin is located, and it is 
one of the happiest and most closely knit. 
His father was Charles S. Slichter, of 
Swiss descent, who taught in Madison, 
Wis. His mother, who taught school 
before their marriage, had Irish and 
Scotch ancestors. Four sons were born 
each of whom has been unusually suc- 
cessful. They are: 

Sumner H., Lamont University profes- 
sor of economics at Harvard University. 

Louis B.. director of Institute of Geo- 
physics, University of California with 
headquarters on the Los’ Angeles 
campus. 

Allen, president and principal owner of 
Pelton Steel Casting Co., whose foundry 
is in Milwaukee. 

Donald C., president, 
Mutual Life. 

Sumner is probably the most widely 


Northwestern 


DONALD C. SLICHTER 


He is 
aiso a trustee of Teachers Insurance and 
Annuity Association and of its affiliate, 
College Retirement Equities Fund, pop- 
ularly called CREF and pioneer of the 


quoted economist of America. 


variable annuity life insurance com- 
panies. He has been a staff member of 
Brookings Institute, Washington, and 
chairman of Advisory Council of Social 
Security. He has written a number of 
books. 

Louis B. became the first director of 
Institute of Geophysics, now one of the 
nation’s largest academic centers for 
research and instruction in geophysics, 
a subject which includes all aspects of 
the physics of the earth, the atmosphere, 
oceans and solid earth. He became inter- 
ested in the subject while working as a 
physicist for a submarine signal company 
in Boston when his major professor at 
Wisconsin, Max Mason, a warm friend 
of the Slichter family, asked him to join 
a small group he was heading for re- 
search on geophysical methods of finding 
ore bodies. The firm became Mason, 
Slichter & Gauld. 

Allen and the Pelton Steel Casting 
Co. are extremely well known in Mil- 
waukee. Several years ago he was 
awarded by the Steel Foundry Society of 
America the Lorenz Gold Medal for 
distinguished service. He is the posses- 
sor of superb sales ability, and, incident- 
ally, continues to play on his company’s 
baseball team, holding down the position 
of second base. 

All of the Slichter boys are grad- 
uates of University of Wisconsin, Mad- 
ison, most attractive college town and 
the state capital. It proved a stimulating 
and exciting city in which to raise a 
family of four lively boys. At Lake 
Mendota, Madison, the Slichters had a 
summer home. 

Among the most pleasant of Don 
Slichter’s memories of childhood was 
his trip to Europe with the family when 
he was 9 years old. He recalls distinctly 
all such important points of this trip 
as visits to the Tower of London, 
Edinburgh Castle, Deutsches Industrial 
Museum in Munich and the first balloon 
he had ever seen, It was used by Ger- 
man troops in extensive army maneuvers. 





But the highlight of the European visit 
was walking through Switzerland, a 
journey taking three weeks and covering 
200 miles. The family also greatly en- 
joyed spending the winter in Munich, 
particularly the Christmas season. Dis- 
cussing the trip in later years Mr. 
Slichter said: “I did my best to avoid 
art galleries, cathedrals and everything 
else that would not be interesting to a 
nine-year-old. However, I found the 
German toy shops fascinating.” 


Professor Charles S. Slichter 


Charles S. Slichter, father of the boys, 
was professor of applied mathematics 
at University of Wisconsin, his particu- 
lar field being study of the flow of 
underground waters. Underground water 
movement is of extreme importance in 
arid regions, frequently being an impor- 
tant source of supply. Land owners, 
which included the Federal government 
and a number of railroads in the south- 
west, were particularly interested in the 
determining of potential sources of 
water supply for irrigation, and Profes- 
sor Slichter spent several summers in 
the southwest carrying on field work. 
He was not a construction engineer, but 
did serve as a consultant on the Roose- 
velt Dam project in Arizona completed 
in 1911. 

Professor Slichter was author of a 
fascinating book, “Science in a Tavern” 
consisting of essays and diversions on 
science in the making. 

First published by University of Wis- 
consin Press in 1938 a paper back issue 
came out this year. 

Two chapters are devoted to the 
famous clubs of the seventeenth and 
eighteenth centuries when scientists. 
poets, dramatists, other literary men and 
painters met in coffee houses spending 
many hours in companionship and dis- 
cussion. These club members included 
Samuel Johnson, who single-handedly 
wrote a dictionary; Boswell, his biogra- 
pher; David Garrick, the actor: Oliver 
Goldsmith, Sir Joshua Reynolds, who 
painted many of these figures; Isaac 
Newton, who discovered law of gravity, 
Edward Gibbon, the historian, Charles 
Darwin, Lord Kelvin, Thomas Huxley. 
The first of those coffee house clubs was 
the Royal Philosophers which became 
the Royal Society. 

In discussing the personal traits of 
Professor and Mrs. Slichter, an old 
friend of the Madison days said to the 
writer: 

“The professor had a vivid personality, 
fine sense of humor, unlimited intellec- 
tual curiosity and great enthusiasm 
which quickly communicated themselves 
to those about him. With a keen zest 
for living he loved nature and the simnle 
life. He possessed an unusual dexteritv 
which made him do anything well 
whether it be plumbing, carpentry, in- 
vesting or writing. Had he chosen a 
business or industry career it would have 
been a success as he also conducted his 
business affairs with considerable skill. 

“Mrs. Slichter, born in Madison, taught 
in a country school when 16, attended 
the university and by the time she was 
18 was principal of the first ward ele- 
mentary school, an indication of her 
intellectual ability. She combined Scotch 
thrift and a sense of values with Irish 
loyalty, humor and charm, and first in 
her thoughts were her family. She ex- 
pected the children to give their best 
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efforts at all times. Her devotion to her 
husband was as great as it was for the 
children, but she recognized the pro- 
fessor as head of the family.” 

Experience With Power Company 

Donald earned his first pocket money 
delivering papers when a school boy. From 
grammar school he went to University 
high school (now Wisconsin High) and 
then to University of Wisconsin where 
he majored in chemical engineering, 
graduating in 1922. During his vacation 
periods in summer he worked for the 
Lake Superior District Power Co., Ash- 
land, Wis., with surveying companies 
and when he was graduated from the 
university he started full time. This 
utility,.serving northern Wisconsin coun- 
ties, was a pioneer in transmission of 
power. Some of the work which Don did 
in summer vacations was of a rugged 
and invigorating nature as it included 
digging post holes and stringing wires, 
but he found time to do some fishing on 
the South shore of Lake Superior, one 
of the coldest bodies of fresh water 
bordering on United States or Canada. 
Also during a summer vacation when a 
student of University of Wisconsin he 
hiked with his brother Louis, riding in 
the High Sierras, part of time also riding 
a burro, but he and his brother found it 
easier to knapsack and carry the hard- 
tack, raisins and pancake flour. Louis 
said to the writer: “Don is still a very 
fine outdoor cook and can produce won- 
derful steaks cooked over his own fire— 
and on very slight provocation.” 

Part of Don Slichter’s duties with the 
power company which he joined full 
time after leaving the university was to 
organize employes in the sale of pre- 
ferred stock which led to igniting what 
proved to be a lifelong interest in secur- 
ities and finance. In a talk with Helen 
Matheson, assistant managing editor of 
Wisconsin State Journal, at the time 
he was elected president of Northwestern 
Mutual, he said: 

“The subject just appealed to me, I 
never have tried to explain it.” 

Joins Geophysical and Engineering Firm 

In 1925 Don became a partner in and 
business manager of the geophysical and 
engineering firm of Mason, Slichter & 
Gauld which had offices in Madison and 
Toronto, and consisted of geologists and 
physicists who were retained by oil and 
mining companies in exploring and dis- 
covering natural resources. The opera- 
tions extended from the Arctic Circle to 
Peru. Don had many interesting exper- 
iences while searching for ore and oil 
fields in Canada and the Rockies. His 
prospecting journeys not only covered 
a wide area but evidenced that he had a 
desire to get at the bottom of things and 
one of his outstanding characteristics 
developed: an intense desire to make 
economic and industrial research. Dur- 
ing his exploratory trips in Canada and 
elsewhere he got a constant kick out of 
going to places where nobody had been 
before except Indians and a few natives, 
but which locales looked as if they 
could be profitably developed by indus- 
try. 

With Private Investment Office 

When the partnership of Mason, 
Slichter & Gauld disbanded in 1929, 
Mr. Slichter joined the private invest- 
ment office in Madison, run by Thomas 
E. Brittingham, Jr., who over the years 
exerted a large influence in his life and 
taught him much about investments. 
Owner of large properties he also had 
marked talent for successful investing 
in stocks and bonds. Now living in 
Wilmington, Del., Mr. Brittingham is 
currently president of board of trustees 
of Wisconsin Alumni Research Founda- 
tion. 

Asked for some comments on the 
Northwestern Mutual’s new president, 
Mr. Brittingham said to the writer: 
“Don and I attended college together, 
were in the same fraternity and actually 
it was Don who introduced me to my 
wife. Later, we worked together in my 
office in Madison for five years where 
we devoted a great amount of time to 
studying different industries and their 
connections with forecasting market 
trends. We not only studied intently 
the different industries which are cov- 


(Continued on Page 8) 


President Slichter Gives Some of His Views 


The Eastern Underwriter asked Mr. Slichter a number of questions on 
a wide range of subjects as views of new presidents of life insurance com- 
panies are always interesting to the industry. Questions and answers follow: 


What do you regard as your primary 
obligation in administering the affairs of 


the Northwestern Mutual—policyholders, 
field, inter-company cooperation, general 
public? 


Northwestern management’s first obliga- 
tion is to the policyholders of the com- 
pany who are the owners. Obviously, 
the policyholder group cannot be main- 
tained at a satisfactory level and in 
strong condition unless the company has 
an able and high-grade field force cap- 
able of bringing in a satisfactory number 
of new members. and at the same time 
giving high quality service to over one 
million existing policyholders. The field 
force and the home office must work 
closely and understandinglv together in 
order that the policyholder can have 
the benefit of efficient and effective life 
insurance protection. 

What is the role of the present policy- 
holder in operation of the insurance com- 
pany? 

Northwestern policyholders elect the 
trustees of the company and the trustees 
select from their number members to 
serve on the very important standing 
committees—the executive and ‘finance. 
The trustees* also annually appoint the 
executive officers. It is through the trus- 
tees and also the unique institution. the 
examining committee of policvholders, 
that the policyholders do have an im- 
portant impact on the management and 
policies of the company. I know of no 
other corporate institution that utilizes 
an arrangement such as the examining 
committee of nolicvholders. which con- 
sists of five policvholders selected annu- 
allv bv the trustees (one is usuallv a 
carrv-over) This committee meets late 
in October for several davs. then in 
December for two days, and again in 
late Tanuary after the annual audit has 
heen completed bv certified public ac- 
countants who make their report to the 
committee. The committee’s questions 
and suggestions over the vears have been 
highly stimulating and heneficial to mem- 
bers of the home office staff and the 
over-all efficiency of field and home 
office operations. 


Life Insurance Acceptance 


The growth of life insurance acceptance 
over the past century has been phenomenal. 
If life insurance is to continue to make 
similar progress, have you specific ideas 
as to how that may be accomplished? 

Life insurance growth has not been 
phenomenal. It has barely kept up with 
the growth in the economy. In fact, 
since the end of World War II life 
insurance has grown at a slower rate 
than savings banks, building and loan, 
and corporate pension funds. The record 
since 1947, and using this year as 100, 
has been as follows: 


prevent State regulation from losing its 
major supervisory position? 

The life insurance industry is struc- 
tured on a local, regional and national 
basis. In other words, there are some 
companies that are almost local in 
character. There are some that only 
serve a limited region, and then of 
course there are companies that operate 
throughout the United States and Can- 
ada as well. The growth in the number 
of companies, from 395 in 1940 to 1,246 
at. the end of 1957 has been amazing. In 
my opinion state regulation gives both 
the insurance and the investment phases 
of the business competent regulation on 
a decentralized basis. This permits the 
industry to respond to local and regional 
conditions more promptly and with 
greater flexibility. I don’t think it is 
desirable to centralize the regulation of 
an industry that is made up of so many 
units. To do so may produce rigidities 
that will make it difficult for companies 
to stimulate insurance sales, and thus 
create savings for regional capital in- 
vestment. 

Will the public continue to buy insur- 
ance because of its current urge for funda- 
mental protections? 

T believe the public will continue to 
buy life insurance, not only for protec- 
tion but also for its investment merits 
as well. Life insurance should he the 
basic investment for most individuals. 
and it has the unique characteristic of 
providing both protection and _ readily 
usable cash values. It is an excellent 
means for most individuals to create, 
through orderly savings, financial inde- 
pendence. 


Responsibility in Capital Market 


What is responsibility of life insurance 
in the capital market? 

Life insurance companies have the re- 
sponsibility of maintaining investment 
staffs of ability who can exercise good 
judgment in selecting sound investments 
in the capital market, and who act 
promptly. Life insurance investments 
must be safe, and they also must be pro- 
ductive both for the investor and the 
economy as well. 

What is the increasing participation of 
life insurance companies in ownership i- 
vestments as against the traditional mort- 
gage and bond investments? 

Life insurance investments have his- 
torically been primarily debt obligations 
and I believe this situation will con- 
tinue for the foreseeable future. Al- 
though the growth in common stock 
holdings may well increase, and also the 
ownership of real estate, I don’t believe, 
as measured in percentage of total assets, 
that life insurance companies will be 


Corporate 


Tote avings Mutual ! 

Al Life — Savings Commercial Pension 
Year Savings Companies Loan Banks Banks Funds 
1947 100 100 100 100 100 100 
1948 106 113 80 111 95 117 
1949 97 123 87 111 72 133 
1950 115 123 140 111 33 a4 
1951 108 123 133 89 133 23: 
1952 164 150 200 189 233 251 
1953 161 160 247 200 250 300 
1954 135 170 286 222 272 317 
1955 215 180 372 222 105 350 
1956 166 160 313 234 172 400 

189 ~160 307 211 334 418 


In what way can life insurance best 
protect itself from government invasion 
of the field? 

Life insurance can best retain and 
increase its public acceptance by doing 
the broadest job possible and carrying 
it out economically and efficiently. 


State Regulation 
Do you see anything ahead which will 


large scale owners of equities for some 
years to come. : 

Will you give some examples of Ameri- 
can industries which in a depression period 
dropped to an unusually low level—such 
as paper and utilities—but because of po- 
tential values eventually climbed into a 
strong comeback? : , 

A number of American industries 
operated at very low levels during the 


Great Depression of the early 1930s 
(steel, cement, paper), but most of them 
had started to regain their position prior 
to World War II. The country’s grea 
growth since the war has stimulated 
production in practically every segment 
of the economy with the result that in- 
vestment opportunities for life insurance 
companies in the past 15 years, too, have 
grown greatly. Witness life company in. 
vestments in ships, airplanes, aluminum 
plants, auto leasing, nickel mines and 
shopping centers, 

Is not one of the strong attractions in 
investing by life insurance companies the 
opportunity to finance new ventures which 
have their origin outside of _ financial 
circles? 

Northwestern and a number of other 
life companies, too, have aggresively 
sought investment opportunities which 
differ somewhat from those offered by 
publicly distributed securities in the 
capital market. The situations our in- 
vestment people work on are sometimes 
quite complicated and involve construe- 
tion projects, natural gas pipe lines, 
ships, shopping centers, etc., that are 
financially supported through long-term 
contractual arrangements. Financing of 
this character has usually been carried 
out by direct placement at relatively 
long - term commitment arrangements, 
and a number of life insurance companies 
are staffed to function efficiently in this 
sector of the capital market. This means 
that the savings dollars of policyholders 
have been promptly and_ effectively 
directed to meet unusual but important 
needs, 

Real Estate Mortgages 

I notice your company ts an active mort- 
gage lender. Have mortgages been a satis- 
factory type of investment for you? 

Northwestern historically and current- 
ly has been a very active real estate 
mortgage lender. At the present time 
real estate mortgages represent over 
35% of the company’s assets. Our in- 
vestment experience in this area has 
been excellent. 

Do you work with your life agency 
people on mortgage loan inquiries? 

We do not require residential mort- 
gage borrowers to purchase life insur- 
ance from Northwestern, but upon re- 
quest we do supply to our agents the 
names of individuals who have con- 
summated residential mortgage loans. 
This of course is after the borrower 
has received his money from North- 
western and insurance has not been made 
a condition of his obtaining the loan. 
On the other hand, a Northwestern 
agent is frequently able to be of service 
to the borrower in working out his mort- 
gage insurance protection program. 


Shopping Centers 


Do you make loans on shopping centers? 

Northwestern has made a number 0 
rather large shopping center loans. Most 
of the projects which the company has 
financed have been developed under the 
leadership of important department 
stores. We have not been interested in 
the highly promotional type shopping 
center. 

You have mentioned farm loans as part 
of your mortgage portfolio. Are you § 
actively seeking farm loans? 

Our farm mortgage loan account con- 
tinues to grow, and we are intereste 
in expanding the portfolio provided this 
can be done at satisfactory gross rates, 
and of course investment quality. The 
cost of handling farm loans is substan- 
tially greater than for residential loans, 
and very much greater than commetf- 
cial loans, which come in larger unt 
size. a 

What will be the effect of automation ™ 
life company office operation? 

I expect that automation with use of 
electronic data processing © equipment, 
etc., will revolutionize home office oper 


ations of life insurance companies 1 the 


(Continued on Page 8) 
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Changes at Northwestern Mutual Life 


G. L. Hill, Retiring May, 1959, Succeeded Next Month by 
R. E. Templin as Director of Sales; 
L. C. Jones Advanced 


Northwestern Mutual Life announced 
this week that Grant L. Hill, director of 
agencies since 1933 and vice president 
since 1945, will retire on May 31, 1959, 
but will continue to serve the company 
as vice president in charge of sales un- 
til his retirement. At the same time, the 


company announced that Robert E. 
Templin, superintendent of agencies 


since 1954, will succeed Mr. Hill as di- 
rector of agencies on November 1 on 
which date Laflin C. (Bob) Jones, since 
1954 director of insurance services and 





ROBERT E. TEMPLIN 


planning, will be advanced to the newly 
created post of director of market re- 
search. 

Mr. Hill’s Career 
Mr. Hill 
World 


enlisted in 


War I, and 


Jorn in Towa 
Marine Corps in 





LAFLIN C. JONES 


served as an officer in France. After the 
War he was a sales manager for a 
British firm in London, returned to the 
States in 1923 and entered life insurance 
becoming a million dollar writer. In 
1931 he was made production manager 
ot Northwestern Mutual’s largest agen- 
cy in Greater New York. In 1933 he went 
to the company’s home office as director 
of agencies and was elected a vice presi- 
dent in 1946, 

A former president of the Agency 
Management Association and its prede- 
cessor organizations—Life Agency Offi- 
cers Association and Sales Research Bu- 





GRANT Gb. HEHE 


reau—Mr. Hill is a trustee of American 
College of CLU and a director of YMCA 
and Better Business Bureau. He belongs 
to Milwaukee Club, University Club and 
Milwaukee Country Club. 
Career of Mr. Templin 

Born in Bluffton, Ind., Mr. Templin 
entered Indiana University in 1937 where 
he majored in business admin stration 
and advertising. Shortly after obtaining 
a B.S. degree in 1941 he enlisted in the 
Marine Corps attaining rank of major 








CAN YOU FILL THIS SPOT? 
We have an immediate need for a full-time supervisor for teaching 
only. The right man will be assigned to instruct the agents in our 
organization. If interested write or phone our General Manager, 


William Koster. Salary open. 


DAVID MARKS, Jr., General Agent 


New England Life Insurance Co. 


666 Fifth Avenue, New York 


PHONE: Circle 5-2300. 





at time of his discharge. 

Mr. Templin joined Northwestern Mu- 
tual in 1945 as an agent in Fort Wayne 
making good almost immediately. He 
was brought to home office in 1948, be- 
came an agency assistant and after being 
named assistant director of agencies he 
was advanced to. superintendent of 
agencies in 1954. Among community af- 
fairs in which he has been active are 
Red Cross, Community Fund, United 
Hospital Fund, YMCA and Boy Scouts. 


Mr. Jones’ Career 


Bob Jones, a native of Milwaukee and 
son of the late Evan D. Jones, who was 
with Northwestern 44 years in 12 of 
which he served as secretary, is a gradu- 
ate of Dartmouth. A World War II 
Navy veteran his overseas service in- 
cluded 10 months at Pearl Harbor on 
the COMAIRPAC staff and_ eight 
months as an air combat intelligence 
officer with a bomber squadron at Guam 
and Iwo Jima. 

His first job with Northeastern was 
as a part-time messenger in the actuarial 
department in 1927. Two years later he 
was full time in the agency deparment, 
became an agency assistant and in 1941 
was made assistant director of agencies. 
After other promotions he was appointed 
director of insurance services and plan- 
ning, helping investigate and develop 
ideas for improving the company’s serv- 
ice to policyholders. For many years 
he was in charge of the company’s edu- 
cational program for agents; edited two 


monthly magazines including “Field 
Notes,” taught insurance in Milwaukee 
business schools and wrote. dramatic 
playlets and skits which have had wide 
presentation. One was “Ordeal of Richard 
Roe” written for Northwestern Mutual 
Agents Convention and later performed 
before other company field men. In 1957 
he wrote a book-size brochure based on 
the company’s experience over a cen- 
tury. He was chairman of Milwaukee 
World Affairs Council, on financial sub- 
committee of Governor’s Study Commis- 
sion which reviewed Wisconsin’s state 
retirement systems. He is a corpora- 
tion member of Columbia Hospital and 
on board of Drama, Inc. 





Continental Assurance 


Field Appointments Made 


Continental Assurance has announced 
the establishment of three new general 
agencies, one new branch office, and one 
new agency manager. 

The Insurance Service was made a 
general agency of the company in Maho- 
pac, N. Y. Phillip Shatz is the owner of 
the agency and John W. Watterson is 
life department manager. A graduate of 
Fordham University Law School, Mr. 
Watterson entered the life insurance 
business in 1956 as an agent. 

Carmen F. De Vivo was appointed 
general agent in Syracuse, N. Y. Mr. 
De Vivo was formerly associated with 
Continental Assurance as a broker. He 
has been in the life insurance business 
for nine years. 

Charles A. Phillips is a newly ap- 
pointed general agent for Continental 
Assurance in Corpus Christi, Texas. A 
member of the Corpus Christi Life Un- 
derwriters Association and the Estate 
Planning Council, Mr. Phillips has five 
years experience in life insurance as a 
special agent. 

Continental Assurance established a 
new branch office in Portland, Oregon 
under the management of Scott Adams, 
CLU. Mr. Adams has had eight years 
experience as life department manager 
of a large general insurance agency in 
Portland. 

Herbert D. Freinberg was appointed 
agency manager for Continental Assur- 
ance in Albany, N. Y. Mr. Freinberg is 
president of the Albany Association of 
Life Underwriters and has been vice 
president, secretary, and chairman of 
the National Quality Award committee. 





Acacia Appoints Clausen 


Manager at Minneapolis 


Alvin C. Clausen, a veteran of six 
years of management and sales exper- 
ience with two life insurance companies, 
has been named manager of Acacia 
Mutual’s Minneapolis branch, according 
to an announcement by Agency Vice 
President Harry J. Shaffer. 

A native of Minnesota and a resident 
of Minneapolis for the past eight years, 
Mr. Clausen began his life insurance 
career in 1952 as an agent with the 
Minneapolis branch of Penn Mutual. 
He was promoted to supervisor two 
years later and in 1955 accepted an ap- 
pointment as assistant manager in the 
State Mutual agency. 

Mr. Clausen is a graduate of Hamline 
University, where he studied history 
and political science majors. During 
World War II, he served six and one- 
half years in the Navy. He holds the 
Bronze Star and several, other decora- 
tions. Prior to entering the life insur- 
ance business, he was employed by the 
Ford Motor Co. in St. Paul in the ac- 
counting department. 
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GUARANTEED RENEWABLE ACCI- 
DENT AND HEALTH is today consid- 
ered basic, personal protection. Your 
clients depend on you to see that their 
mantle of protection is complete. Let me 
tell you about our modern, flexible 
plans that may be CUSTOM-TAILORED 
to fit any need. Call me today! 


GERALD ROSNER 


JAFCO 
LIFE AGENCY, INC. 
MU. 4-5779 
General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY Jamestown, N.Y. 





MUTUAL TRUST SEMINAR 





Sponsored by General Agents of Com- 
pany in New York Area; Conducted 
by Roy Plaut 
General agents of Mutual Trust Life 
in the New York Metropolitan area, 
Bernard S. Bergen, Bergen-Eiber Agen- 
cy; Lester I. Lester, Arthur L. Tiede- 
mann, William N. Hesse, and Paul H. 
Jurnove, sponsored a seminar on pension 
trusts this week, which was conducted 
by Roy Plaut, New York attorney. 
Chairman was Mr. Lester, who was the 
first general agent of Mutual Trust in 
New York City, having been appointed 
more than 20 years ago. Mr. Lester 
discussed the future of Mutual Trust 

and its rapid growth. 

Mr. Bergen commented on the new 
Family Billing Procedure which the com- 
pany recently made available to its 
policyholders. This is a plan whereby 
all members of one family may be billed 
by the company under one billing on a 
monthly basis at a reduced rate. Mr. 
Bergen also covered the new dividend 
option, which enables a policyholder to 
use his dividend to buy life insurance 
in an amount equal to the cash value 
of the policy each year, thereby enabling 
him to use the cash value to pay the 
premium. 

Mr. Tiedemann stressed the fact that 
brokers overlook the value of the fam- 
ily policy. He feeis that it is not only 
for the small insurance buyer, but can 
be used universally, and suggested that 
even when a broker sells $10,000: he 
should sell $5,000 Ordinary life and at 
least one unit of family plan policy, 
pointing out that for a few additional 
dollars the insured was not only getting 


an additional $5,000 but that he was 
providing protection for his wife and 
all of his present children and any 


future ones. He emphasized that bro- 
kers owe this service to their policy- 
hoiders, especially in view of the fact 
that so few wives are insured. Also 
the children would have life insurance 
that could be converted at a later age 
without a medical examination. 

Mr. Plaut, who is a member of the 
law firm of Lipkowitz & Plaut, New 
York, has written and lectured for many 
years on legal subjects related to life 
insurance. He was graduated from City 
College and Columbia University Law 
School. 





HEARD on the WAY 





Malvin E. Davis, vice president and 
chief actuary, Metropolitan Life, has 
been appointed chairman of the newly 
formed subcommittee of the industry’s 
Joint Committee on Federal Income 
Taxation of Life Insurance Companies. 
Other members of the subcommittee are 
Edwin W. Craig, chairman of the board, 
National Life & Accident; Walter O. 
Menge, president, Lincoln National Life; 
and Edmund Fitzgerald, chairman, 
Northwestern Mutual ‘Life. Chairman of 
the Joint committee is Judge Deane C. 
Davis whose name was erroneously given 
last week in The Eastern Underwriter 
as also being on the new subcommittee. 

The new subcommittee will explore a 
new proposal suggested by Malvin E. 
Davis under which an aggregate tax 
for the entire industry would be com- 
puted each year on an adjusted total in- 
come tax basis, but the distribution of 
such aggregate tax among companies 
would be on an excise tax applicable to 
both premiums and investment income. 

Malvin Davis is a former president of 
Society of Actuaries. 


Dr. Bertrand Fox, director of re- 
search at the Harvard Graduate School 





of Business Administration, has been 
named director of research for the 
national Commission on Money and 
Credit. Frazar B. Wilde, chairman of 
the commission and president of the 
Connecticut General Life, made _ the 
announcement. 


The appointee is the first Edsel Bryant 
Ford Professor of Business Administra- 
tion, as well as heading research at the 
Harvard Business School. He is 50 years 
old. 


Stockholm—The Group Life branch of 
the Thule Life Insurance Co. of Sweden 
celebrated its 10th anniversary Septem- 
ber 17. This branch has expanded quickly 
the last few years in Sweden. 

When Group Life was introduced in 
that country it was modelled on its 
American forerunner but somewhat ad- 
justed to meet Swedish demands. In- 
terest was low at the beginning but 





Fidelity Mutual Holds 
Meeting: in Colorado 

MARKS ITS 80TH ANNIVERSARY 

President E. A. Roberts Headed Group 


of Executives Heard in Full Program; 
Report 7.2% Business Gain 








Fidelity Mutual Life of Philadelphia 
held a field convention at the Broad. 
moor Hotel, Colorado Springs, Colorado, 
this week with about 400 leading pro. 
ducers and guests attending from 2 
states and the District of Columbia, 

The convention program, marking the 
company’s 80th anniversary, featured 
talks by President E. A. Roberts and 
the company’s leading producers of 195% 

Glenn A. Stearns, second vice presi- 
dent-manager of agencies, was general 
program chairman and chairman of the 
first day’s session. Robert L. Mayes, 
supervisor of agencies, presided over 
Wednesday’s meeting, and Lawrence J. 
Doolin, vice president- agency, was in 
charge on the last day’s session. 

Calvin L. Pontius, CLU, senior vice 
president-insurance, discussed “New > 
velopments.” Ralph W. Ervin, Jr., 
ond vice president, addressed the stop 
on “Company Highlights.” Martin L. 
Zeffert, assistant actuary, discussed the 
Group life insurance market. 

In addition to panel discussions by 





MALVIN E. DAVIS leading salesmen of the company, the 

program included discussions On pros- 

since 1953 expansion has been very Pecting, programming and life insuramee 
rapid. Employes in industry, trade, bank- for business and estate purposes. 

ing and shipping, members of trade The convention met from October 


to 23 and in number attending was one 
of the largest in the Fidelity Mutual's 
79 years of operation. At the end of 
September the company had more than 
$1,135,000,000 in force and assets of more 
than $335 million. 

Paid business results for the first nine 
months of 1958 show a 7.2% gain over 
the equivalent period of last year and 
a 15.6% gain over the same period in 19%, 


unions and other associations, personnel 
at governmental and municipal institu- 
tions are including Group Life plans, 
number of lives covered exceeding 
1,500,000. 





The installation of IBM data proc- 
essing machinery at LUTC headquarters 
in Washington, D. C. has been completed 
and the equipment is now in full opera- 
tion. The first components of the instal- 
lation arrived last June and operation 
began at that time on a limited basis. 

The complete installation now consists 
of a 403 accounting machine; two key 
punch machines; a verifying machine; an 
interpreter; a card sorter and a collating 
machine. 

Specifically tailored to streamline LU- 





TC operation, the new equipment wil 
provide the means to process all phases 
of LUTC procedure at greater speed 
and efficiency. The result will be greater 
range of service for the Council. 


Uncle Francis 





GEORGE ROSS, GENERAL 
AGENT IN MippLetown, N. Y., 
“These two policies are loaded 
with selling features—that 
sell!” 


5TH IN A SERIES INTRODUCING PosTAL’s 
LEADING GENERAL AGENTS. 


POSTAL . 


511 FIFTH AVENUE NEW YORK 17, NEw y YORK 


GEORGE KOLODNY, President 





"Here ate two real money-makers 


NEW “EQUITY BUILDER” — specially designed for split- 
dollar, corporation owned insurance, loan financed 
plans and similar sales. 


$40,000 minimum 
High first year Cash or Loan values! 
Endowment at 90 


NEW “EXECUTIVE SPECIAL” — our low net cost special. 
$15,000 minimum — Whole Life at 90 








Both policies have these features: 





Full range of liberal Settlement Options! 
Written Sub-standard to 500%! 

Low premium—participating! 

Family Income and Term Riders can be added! 
Issue ages 10-70! Competitive net costs! 


Renewals are fully vested! No minimums, no penalties. You can 
qualify for free Group Insurance and continuous service fees! 
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‘ado +V-P. Equitable Society 
SARY gALSO MADE SOCIETY DIRECTOR 
Group Resigns as Executive Vice President of 
ram; First National City Bank 

ae of New York 

lelphig gf Grant Keehn, an executive vice presi- 
sroad. fy dent of First National City Bank of 
lorado,@ New York, has been elected a_ senior 
x pro. M vice president of Equitable Society in 

















charge of investment operations, it is 
announced by James F. Oates, Jr., the 
Society president. He has also been 
nominated to fill an existing vacancy on 
the board. To have general supervision 


ms by 
y, the 

pros- 
urance 
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n over 
ar and 


“e+ GRANT KEEHN 
in 1956. 





over all investment activities of the 
Society, Mr. Keehn took over his new 
responsibilities on Monday. 

Mr. Keehn, a graduate of Hamilton 
College (1921), and Harvard Graduate 
School of Business Administration (1923), 
has spent his entire business career in 
Trancis the field of finance beginning in invest- 
ment banking with Goldman, Sachs & 
Co, of which he became a partner. Dur- 
ing World War II he rose from major 
to colonel in the Army, serving from 
1942 until 1945. He then joined the First 
National Bank of New York as a vice 
president. He was elected executive vice 
president in 1950. Since 1955, when the 
First National Bank was merged with 
the National City Bank, he has been 
an executive vice president of the First 


nt will 
phases 

speed 
greater 


. National City Bank of New York from 
1 which he has resigned to take his new 
post. 


Mr. Keehn is a director of Great 
Northern Railway, Kelsey-Hayes Co. and 
G. D. Searle & Co. He is a trustee of 
Hamilton College and of the New York 
Public Library and also serves on the 
board of the American Heart Association 
and the Boys Clubs of America. 





Worldwide Underwriters 
Appointed by U. S. Life 


United States Life has announced the 
ointment of Insurance Worldwide 
nderwriters, Inc., headed by W. Ed- 
ward Fritsche, as a general agency at 
Agana, Guam. During his 38 years in 
the insurance field, Mr. Fritsche has 
traveled extensively throughout Central 
and South America, the West Indies, 
the Philippines and Guam handling for- 
tign business for various large compa- 
les. His most recent position was as 
‘ice president and general manager for 
acific Insurance Associates in Guam. 
n addition to heading Insurance 
Worldwide Underwriters, Mr. Fritsche 
'S vice president of the Rotary Club 
an of Guam, a director of the Guam Cham- 
na! ve of Commerce, a life member of the 
‘tmy-Navy club of Manila, P.I., and a 
member of the Elks, Propeller Club and 
‘avy League of Guam. 









Plumley Chairman of 
Worcester Mutual Fire 

IRVING RING GENERAL COUNSEL 

Othzrs Added te Fie Company’s Board 


Following “Affiliation” for “One- 
Stop” Selling 





Worcester—H. Ladd Plumley, presi- 
dent, State Mutual Life, has been elected 
chairman of the board of Worcester Mu- 
tual Fire Insurance Co., and Irving T. 
F, Ring was named vice president and 
general counsel. Mr. Ring is senior vice 
president and general counsel of State 
Mutual. Mr. Plumley as chairman of 
the board becomes chief executive officer 
of the fire insurance company. Five new 
directors for the 135 year-old Worcester 
firm were also named. 

Mr. Plumley is also a director and 
chairman of the finance committee of 
State Mutual. Both he and Mr. Ring 
were elected to the Worcester Mutual 
Fire board in August when the "two 
insurance companies announced an “af- 
filiation” which was to “take the form 
of shared management of unified ‘one- 
stop’ selling.” It was the first corporate 
affiliation between a mutual life insur- 
ance company and a mutual fire insur- 
ance company. 

Also named to the Worcester Mutual 


Joins West Coast Life 


Harry J. Stewart, president of West 
Coast Life of San Francisco, has an- 
nounced the appointment of Frank T. 
Culp, Jr. to the company’s home office 
agency department staff. Before joining 
West Coast Life, Mr. Culp was director 
of sales promotion and advertising for 
the Guarantee Mutual Life of Omaha. 

Mr. Culp was associated with Guaran- 
tee Mutual for 6% years, and according 


to President Stewart, prior to joining 
that company he established a success- 
ful record in the field. He is also a 
graduate of the College of Emporia, 
Emporia, Kansas, and holds a Master 
degree in business administration from 
Harvard University. 





Fire board were: F. Harold Daniels, 
Philip M. Morgan, Joe B. Long, Robert 
A. Miller, and Arthur A, Dunn. 

Mr. Daniels, chairman and vice presi- 
dent of Riley Stoker Corp., Worcester, 
and Mr. Morgan, president of Morgan 
Construction Co., Worcester, are both 
members of State Mutual board of di- 
rectors, Messrs. Long, Miller, and Dunn 
are all State Mutual officers — Long 
as vice president, Miller as controller, 
and Dunn as assistant to the president. 
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Pardonable 


Pride... 


... every once ina 
while a fellow just 
has to “pop his 
buttons” because 

he knows he has 
something great! 
For the man 
interested in 

agency management, 
we've got... 


6 The Top agency build- 
ing contract! For the man 
who is looking ahead to a 
profitable, secure future in his 
own agency, our contract can’t be 


beat. 


Oa personal producer’s contract second to 
none! It helps make recruiting a pleasure 
4 instead of a chore. The Home Office training 
4 program aids the new agent in making a rapid 
4 climb to a top producer. 


GA complete portfolio of life and S&A insurance plans, 


’) designed to fit every prospect and his particular needs. They 

/ include a low-cost whole life plan, Family (family group 

¢__ plan), Major Medical Catastrophe Insurance plans, and the most 
/ versatile decreasing term riders ever devised. 


8 Some excellent territories still open (including a few major cities) in 


the United States and Canada. 


If you want to “pop your buttons” in your own agency with a rapidly 
growing organization, contact The Maccabees, a Life Insurance 


Society, Detroit 2, Michigan. 





THE 


MACCABEES 
a Life Intirance Society 


Founded in 1878 


Home Office 
Detroit 2, Michigan 











LIFE EXECUTIVE ASSISTANT 
$ 00 


This position is with a Midwestern Multiple 
Line Company expanding their Life opera- 
tion. We can recommend this Company as 
one of highest caliber, financial backing, 
management, etc. For this opening they 
visualize a man in the 28-38 age category, 
college graduate with at least eight years 
Life experience. Ideally, he will have a 
basic background in Home Office Life Un- 
derwriting and meaningful Production ex- 
perience acquired in the Agency Division. 
This client would be particularly attracted 
by a man with experience acquired with 
large Direct Writing Mu'tiple Line Company. 


Employer pays service charge and all 
moving expenses. Very comprehensive selec- 
tion of positions availab!e in ali areas of 
country for men with Fire-Casualty-A. & H.- 
Life experience. Write for HOW WE OPER- 
ATE. No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ili. 
Harrison 7-9040 














Leon L. Tracy Named to 
Bankers L. & C. Directorate 





LEON L. TRACY 


John D. MacArthur, president of 
Bankers Life & Casualty, Chicago, an- 
nounces the election of Vice President 
Leon L. Tracy to the board of directors. 

Mr. Tracy, who is in charge of sales 
for all of the MacArthur insurance com- 
panies, has spent the past 20 years in the 
insurance industry. Prior to his execu- 
tive post with Bankcrs Life & Casualty, 
he was sales director for the sickness 
and accident Insurance Program with 
the Prudential. 

A native of Hartford, he attended 
Wilbraham Academy in Wilbraham, 
Mass. and Brown University. 





Equitable Unit Managers 

Expanding its agency ~force, Equitable 
Life Assurance Society has named 11 
new unit managers in the east, midwest 
and west coast. The appointees, their 
headquarters and agency affiliations are: 


Clarence M. Buxton and Robert F. 
Williamson, both Hempstead, N.Y. 
(both Edwin J. Debus, CLU, Hemp- 


stead); Julius Donner, New York (H. S. 
Angstreich, New York); Edward J. 
Ryan, New York (E. W. Rejaunier, New 
York); Michael Neborak, Poughkeepsie 
(John W. Neuhs, Albany); Richard L. 
Worcester, Jr., Schenectady (Dona'd J. 
Mooney, Albany); Robert Crosby, Mil- 
waukee (Lee Wandling, Milwaukee) ; 
Samuel A. Katz, Chicago (Murray R. 


Riskin, Chicago); James M. Taylor and 
John E. Gaschen, both Kansas City, Mo. 
(both Ben T. Embry, Kansas City, Mo.); 
and Kenneth G. Hughes, Riverside, Calif. 
(A. I. Dickman, San Diego). 
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Continental Assur. Meeting 


Continental Assurance held another 
in its regular series of brokerage_ de- 
velopment conferences October 6-17, at 
the Continental-National Institute, the 
company’s educational headquarters in 
Chicago. Thirteen of Continental Assur- 
ance’s brokerage specialists hailing from 
all sections of the country attended the 
conference, where company experts ex- 
plained technique of brokerage develop- 
ment and discussed the company’s speci- 
ally adapted forms for the use of general 
lines men in selling life insurance. 


Life of N. A. Appoints 
W. M. Siegel in Milwaukee 


Appointment of William M. Siegel as 
manager of the Milwaukee service office 
of Life Insurance Co. of North America 
has been announced by Leland T. Wag- 
goner, vice president. 
~ A native of Milwaukee, Mr. Siegel 
attended Milwaukee State Teachers Col- 
lege. He served with the Air Force from 
1950 to 1954 in Okinawa, Japan and 
Korea. 

He is past president and area governor 
of Toastmasters Club of Milwaukee and 
is active in YMCA work. 


Donald C. Slichter 


(Continued from Page 4) 








ered by American business, but the stock 
market in general. I had started in 1923 
working only for myself in security 
analysis. As I look back on the early 
days in Madison I now think that one 
of the real advantages we had was that 
ve started out there where no one in the 
locale knew anything about stock mar- 
ket. Thus, Don and I were spared many 
of the misconceptions which have always 
abounded in Wall Street.” 


Joined Northwestern in 1934 


Mr. Slichter joined Northwestern Mu- 
tual Life in July, 1934, in the bond 
(now securities) department and a few 
months later became director of public 
utility and bond research, It was one of 
the most difficult periods confronting 
the life insurance companies of America. 
The country had gone through a dis- 
astrous depression, the recovery not 
beginning until late in 1935. 

President of the company was Michael 
J. Cleary who was also chairman of the 
finance committee. He had joined the 
company in 1919 and before going with 
it was Insurance Commissioner of Wis- 
consin. One of the first tasks under- 
taken by Mr. Cleary was to enlarge the 
staff and strengthen the personnel in the 
bond and mortgage loan departments. 
This resulted in a series of appointments 
of men brought into the company, all of 
whom later became among its most 
prominent executives. 

Beginning with July, 1933, and contin- 
uing for a year, the following persons 
were brought into the company in the 
order in which they entered North- 
western: William W. Cary, G. M. Swan- 
strom, Philip K. Robinson, Edmund 
Fitzgerald, Grant L. Hill, Philip N. 
Cristal, Donald C. Slichter and Howard 
a: Tobin. 

One of the first things Mr. Cleary did 
was to persuade Mr. Fitzgerald to leave 
his position as vice president of the 
First Wisconsin National Bank and come 
to Northwestern as a vice president. 

Philip K. Robinson and Philip N. 
Cristal were added to the bond depart- 
ment staff. Mr. Robinson took the newly 
created position of director of municipal 
bond research. Mr. Cristal was chosen 
to handle the company’s research in the 
field of railroad bonds. Mr. Slichter was 
made director of public utility and indus- 
trial bond research. Mr. Tobin was made 
assistant manager of city loans, later 
becoming manager of those loans. He 
has been a vice president of the company 
since 1945, and is a Northwestern’ Mu- 
tual trustee. 

Gerald Swanstrom of the company’s 
legal department was assigned to work 
closely with the securities department 
in developing loan agreements covering 
complicated direct placement security 





purchases. Grant L. Hill became super- 
intendent of agencies. Mr. Cary came 
in to be secretary to President Cleary, a 
post he held for nine years. 

At the present time Mr. Fitzgerald 
is chairman of the board, Mr. Swan- 
strom general counsel, Mr. Tobin is vice 
president and a trustee of the company, 
Mr. Hill, vice president and director of 
agencies, and Mr. Cary, secretary of the 
board of trustees. Mr. Cristal is man- 
ager of transportation and municipal in- 
vestments. Mr. Robinson, who recently 
retired, became one of the leading vice 
presidents of the company. 


Direct Placement Financing 

When Mr. Slichter joined the bond 
department of the Northwestern in 1934, 
direct placement financing had seldom 
been used prior to the Securities Act 
of 1933. The Northwestern, through Mr. 
Slichter, was one of the few pioneers in 
the first of the private placement deals 
occuring in 1934 and 1935. The registra- 
tion requirements of the Securities Act 
were complicated and expensive and a 
number of companies, particularly those 
not possessing well known market names 
and whose operations and_ inherent 
soundness were apparent only after a 
thorough study and investigation, turned 
to direct placement of their securities. 
These investments came to Northwestern 
Mutual through investment bankers as 
finders and also through commercial 
banks as partners in the deal. 

Mr. Slichter’s engineering and invest- 
ment background and ability were a de- 
cided asset*to the company in investiga- 
ting and evaluating the soundness of the 
securities offered to the company, There 
were few precedents to follow. The 
present patterns of direct placements are 
the result of evolution from the begin- 
nings back in 1934 and 1935. The original 
investments generally involved a sale of 
the securities to two or more of the 
larger insurance companies or an insur- 
ance company with a commercial bank 
as a partner. Mr. Slichter soon became 
known in investment circles and_ his 
judgment and flexibility, so necessary in 
deals of this kind, were recognized early 
in the game. 

In order to operate profitably and 
competitively in the direct placement 
field, basic policies must be adopted and 
adhered to. These policies involve the 
type of industries in which investments 
are to be made, the maximum and min- 
imum amounts of the issues, earnings 
records, position in the industry, man- 
agement, etc. These policies were 
adopted and amended from time to time 
and adapted to Northwestern’s opera- 
tions largely through the activities and 
experience gained by Mr. Slichter in the 
development of this type of financing. 
His early contacts in the investment field 
have proved fruitful and have developed 
into an invaluable asset to the company 

Marine Financing 

Northwestern Mutual’s entrance into 
marine financing and particularly the 
first oil tanker ship mortgage bonds 
acquired, was an interesting step in the 
securities division. 

The acquisition of preferred ship 
mortgages on three oil tankers of Na- 
tional Bulk Carriers, Inc. is a good ex- 
ample of the value of direct placements 
both to the borrower and to the investor 
and the effective means this affords in 
entering a new field. Prior to 1938 
Northwestern had not participated in any 
marine financing. At that time, an in- 
vestment banker sought to place priv- 
ately $1,600,000 first preferred ship mort- 
gage bonds of National Bulk Carriers, 
Inc. The issuing company was then 
relatively unknown and without a long 
and strong financial record. From the 
standpoint of past earning record, the 
proposed loan might~appear to be mar- 
ginal, but after extensive investigation 
of the issuing company, the charterer, 
the area in which operations were to be 
carried on, and the marine field, the loan 
appeared to be sound. 

Ship financing is quite different than 
conventional loans and was certainly new 
to the bond and law departments of 
Northwestern. The tankers were re- 
converted hulls, originally built in 1917 
and it is interesting that it took the 
lawyers longer to complete the legal 
documents and technicalities than it did 


to convert the hulls into tankers. The 
transaction was not fully closed until 
early 1939, some six or eight months 
after it was first offered to North- 
western. This was an unusual case, but 
it was worth the effort, for it paved the 
way for future substantial investment in 
ocean going, Great Lakes and inland 
waterway vessels and furnished an at- 
tractive and profitable outlet for funds 
of the company. This program was orig- 
inated and carried on by Mr. Slichter. 

D. K. Ludwig is the president and prin- 
cipal owner of National Bulk Carriers, 
and since the modest financing carried 
out by Northwestern in 1938 his com- 
pany has grown into one of the three 
or four largest independent tank ship 
operators in the world and has achieved 
in international reputation, both as a 
ship opertor and a ship builder. 

The important role direct placement 
financing has played in Northwestern is 
demonstrated by the fact that at the end 
of 1957 more than $75 million of the 
water transportation securities then 
owned had been acquired by direct place- 
ment as had $473 million of public utility 
securities and $749 million of industrials. 

Mr. Slichter was appointed vice pres- 
ident of Northwestern Mutual Life in 
charge of its securities department in 
1949. This portfolio at end of April, 
1958 stood at more than $2.11 billion 
and represents 58% of the total assets 
of the company. He was elected presi- 
dent in April of this year. 


On Board of Colleges, Hospital and 


Foundation 


Mr. Slichter is on the finance commit- 
tee of Lawrence College, Appleton, Wis., 
of the top ten co-educational colleges 
in the country. Founded 111 years ago, 
Lawrence has a student body of 900 and 
its curriculum is made up of time-revered 
liberal studies in the humanities, arts, 
social and physical sciences. Heaviest 
staffing is in English with psychology, 
economics and science not far behind. 
In recent years its professors have won 
nine Ford Foundation, eight Rocke- 
feller grants and numerous other hon- 
ors. Two Ivy League colleges owe their 
top executives to the Lawrence campus. 
They are Nathan Marsh Pusey, president 
of Harvard; and Victor I. Butterfield, 
president of Connecticut Wesleyan. 
Brown University acquired its recently- 
retired president, Henry M. Wriston, 
from Lawrence. Now active in ‘his 
emeritus years and serving as president 
of the American Assembly Mr. Wriston 
is a trustee of Northwestern Mutual 
Life. Current president of Lawrence is 
Douglas Knight, formerly of Yale 
faculty. 

Mr. Slichter has been a member of 
the board of trustees of Milwaukee- 
Downer College since 1936 and was re- 
elected this past June for another four- 
year term. He is on finance committee; 
was a member of the library committee 
and served as chairman from 1940 to 
1944. He was a member of the executive 
committee of the board of trustees from 
1946 to 1953. Milwaukee-Downer College, 
now in its 108th year, is one of the 
oldest women’s colleges in the United 
States. It is located on a beautiful 40- 
acre woodland tract just inside the north- 
ern boundary of Milwaukee and only a 
few blocks west of Lake Michigan. 

For some years Mr. Slichter has been 
on board of Milwaukee’s Children’s Hos- 
pital, founded in 1894. Current president 
of the hospital is Catharine Cleary, vice 
president of Wisconsin Trust Co., and 
also a trustee of Northwestern Mutual 
Life. Its out-patient department con- 
sists of 21 specialty clinics to which there 
were 30,000 visits last year. 

Mr, Slichter is a vice president, trustee 
and member of finance committee of 
Wisconsin Alumni Research Foundation 
which has provided millions of dollars 
for university research and_ buildings. 
Its president is Thomas E. Brittingham, 
Jr. The Foundation began in 1925 when 
nine alumni, contributing $100 each, or- 
ganized WAREF to develop valuable pa- 
tents of Henry Steenbock who dis- 
covered means of producing vitamin D 
by eradiation. Instead of holding the 
patents to enrich himself he turned it 
over to WARF for development. 

As is the case with all officers and em- 
ployes of Northwestern Mutual, Presi- 





dent Slichter arrives at the home office 
at 8:10 o’clock. He generally remains 
until about 5:30. The home office is |p. 
cated on Wisconsin Avenue, principal 
business center of Milwaukee, and only , 
block or so from a park locale which 
borders Lake Michigan. 

Asked by Helen Matheson what are 
his principal recreational hobbies, hj 
response: “Well, I don’t play golf. Trie/ 
it and discovered I couldn’t get excite; 
about it.” He does less sailing than he 
did, his chief leisure activity being ff. 
modeling the family cottage at Lake 
Mendota where he is fond of spending 
weekends. Like nearly everything els 
in or near Madison this lake recall 
pleasurable memories of boyhood anj 
other early days. 

Has Two Daughters 

Mr. Slichter married the forme 
Dorothy Doyon of Madison who is als 
a graduate of University of Wisconsin, 
Their home is in Sherwood near Mj. 
waukee, One daughter, graduate of Uni. 
versity of North Carolina, recently took 
a job as a trainee in the San Francisco 
municipal bonds division of Merril 
Lynch, Pierce, Fenner and Smith. The 
other daughter, a graduate of University 
of Wisconsin, is employed in the public 
relations department of the Milwaukee 
County Medical Society. 





Slichter Answers Questions 


(Continued from Page 4) 








next decade. Our IBM 705 installatioy 
is Just going into operation and it will 
be two years at least before complet 
conversion of many home office pro- 
cedures is accomplished. 

Why ts it of growing importance thai 
college and unwersity education, with en- 
phasis upon high-grade and well-paid pn- 
fessors and other instructors, be given 
every encouragement? 

If our standard of living is to continug 
to increase, and a high proportion of ou 
population is to enjoy the good life, ani 
if we are ultimately to obtain peace i 
this world, an important proportion o/ 
our population must have (and it wil 
desire to have) the benefit of a colleg 
education. Able, well-trained and edi 
cated people are of course our greatest 
national resource. 


Wisconsin Alumni Research 





How did Wisconsin Alumni Research 
Foundation come into being and what hui 
it accomplished to win its present hig 
prestige? 

The Wisconsin Alumni Researc! 
Foundation was founded in 1925 at th 
instigation of the University by a small 
group of Wisconsin alumni. It was the 
purpose of the Foundation to receiv 
patentable inventions from faculty mem: 
bers and to aggressively seek to patent 
such inventions and work out commer 
cial licensing arrangements. All of the 
net income of the Foundation is ded: 
cated to the support of research in the 
natural sciences at the University. Th 
first patent given to the University, th 
Steenbock Vitamin D invention, turne! 
out to be very successful under the tru 
tees’ able administration. The Founds 
tion’s aggressive investment policy, te 
gether with its rigid policy of non-inter 
ference with the University in its admit 
istration of research, has been resp0t 
sible for the Foundation’s growth. Tht 
income from the Foundation is  turnel 
over to the University for research i 
the natural sciences, and the trustee 
do not participate directly or indirect!) 
in formulating the research budget, wil 
the result that the University has 4 
completely free hand to utilize the funé 
for basic research. : 

The affairs of the Foundation requtt 
frequent meetings of the Board, and ct" 
rently the Foundation is giving the Ut 
versity about $1% million a year from 
its investment income. 

Does Northwestern Mutual intend 
enter the fields of Group imsurance 9 
accident and health? 

No, we do not propose to enter thest 
fields. We do plan to write accident 
death in connection with our regtlt 
life insurance policies starting in 199? 
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LIFE 


BEGINS AT 40 


(give or take 20 years) 


and it’s guaranteed 





Learn about the rewards in life insurance 
and ten-to-one you'll say life begins today. No 
matter how long you’ve been in business, it’s 
never too late to start selling Travelers 
guaranteed cost contracts. 


Your files are cram-full of good prospects and 
the dollars are there to buy. Sure, a lot of 

life insurance has been bought (The Travelers 
has $21.7 billion in force) but we’re nowhere 
near the saturation point. Consider: the life 
industry’s share of the consumer dollar is only 
3.8% today, yet 20 years ago it was 5.7%. 

And though 75% of property is covered less 
than 15% of human life is protected by 
insurance. 


Yes the need and the money are there. And a 
Travelers brokerage man will help you get 
your share. He’s specially trained, has plenty 
of field experience, and he offers his services 
free. (Ask him about the guaranteed cost 
principle and Travelers exclusive contracts. ) 


A Travelers brokerage man is as near as your 
phone. Call the nearest branch office or general 
agency. Or send the coupon for information. 
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ONE OF THE LEADING LIFE INSURANCE COMPANIES ] The Travelers, Life Agency Department, Hartford 15, Connecticut 

I I’m interested in writing Life Insurance with The Travelers. Please 

! have your nearest brokerage manager get in touch with me. 
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Life Insurance 


Advertisers 


Association At 


Montreal 





E. P. Leader President 
Of Life Advertisers 


LONG ACTIVE IN ASSN. AFFAIRS 





Former Agency Account Executive, He 
Has Had Wide Advertising Experi- 
ence; Civic Leader 





Edwin P. Leader joined Bankers Life 
Co., Des Moines, as advertising manager 
in April, 1945. He had previously been 
an account executive with William Hoff- 
man & Associates, Chicago advertising 
agency. 

Mr. Leader is a graduate of Mon- 
mouth College where he started his ad- 
vertising and publicity work as director 
of the Monmouth College News Bureau. 
After graduation in 1930 he became a 
classified advertising salesman for the 
Chicago Daily News and spent the next 
six years in advertising departments of 
the Daily News and the Chicago Herald- 
Examiner. 

He entered advertising agency work 
in Chicago where he worked for eight 
years on accounts varying from indus- 
trial products to consumer goods. 

He has participated widely in com- 
munity activities since he moved to Des 
Moines. He is a board member of the 
Des Moines Better Business Bureau 
which he served two years as president. 
He also has served as chairman of the 
public relations committee of the Com- 
munity Chest for two years, is a past 
president of the Polk County Tubercu- 
losis & Health Association, has served 
as chairman of the publicity and program 
committees of the Greater Des Moines 
Chamber of Commerce and as a member 
of the board of the Babe Ruth League 
of Des Moines. 

Mr. Leader has been active in Life 
Advertisers Association ever since join- 
ing Bankers Life Co. He served on the 
executive committee in 1950-51 and 


EDWIN P. LEADER 


1954-55, was North-Central Round Table 
chairman in* 1949, chairman of the sales 
promotion committee in 1952-53, chair- 
man of the annual meeting committee 
in 1953-54, secretary in 1955-56, member- 
ship chairman in 1956-57 and vice presi- 
dent in 1957-58. He has served on numer- 
ous other committees and has appeared 
on a number of annual meeting and 
Round Table programs. 

A member of Theta Chi social fra- 
ternity, Sigma Omicron Mu scholarship 
fraternity and a professional member of 
Alpha Delta Sigma advertising fra- 
ternity. Mr. Leader is married and he 
and Mrs. Leader have a son 16 and a 
daughter 8. 


Irving Gilman of Research Institute 
Sees Insurance Marketing Changing 


Montreal—The most important single 
fact for the life insurance advertiser 
today is that life insurance—like every 
other product—exists in a changing cul- 
ture; advertising must change to meet 
the changing needs of potential pur- 
chasers; it is no more static than life 
itself and wherever it remains static, 
it will prove ineffective. 

These statements were made before 
the Life Insurance Advertisers Assn. at 
Queen Elizabeth Hotel here by Irving 
Gilman, vice president of Institute for 
Motivational Research. 

“Actually, advertising approaches in 
the life insurance field have changed 
drastically”, said Mr. Gilman. “As a 
recent issue of Printer’s Ink points out, 
‘Changing times have resulted in some 
campaigns being abandoned and new 
ones adopted .. . to achieve many dif- 
ferent purposes for the life insurance 
companies.’ ; 

“Tt is also true that no single formula 
can guarantee success for every adver- 
tiser. In fact, one of the problems which 
life insurance advertisers today face is 
that of tearing off the gray curtain of 
sameness which covers so much adver- 
tising. For however valuable a theme 
may be, the fact that two or three com- 
paines ars using it in a similar way is 
bound to cause consumer confusion. 

“Moreover, when the reader of the 
Saturday Evening Post, for example, 
comes across an insurance ad on every 
other page, he tends to come away with 
the impression of having seen a lot of 
insurance ads but without a very clear 
picture of what any of them had to offer 


or what company was advertising. 

“These factors represent the general 
climate of advertising, in which the con- 
sumer sees your ad. It is a general 
climate which you need to know and 
understand in order to make your ad 
stand out—to illuminate it by giving it 
distinction from all other ads of its kind. 

“It is not enough to be different. The 
life insurance ad that strays too far 
from the needs of the consumer will not 
sell life insurance—even if it is different. 
It must be closely related to goals which 
the consumer sees as his goals.” 


The 


Mr. Gilman went on to look at the 
new consumer as he sees himself and 
try to understand his needs. 

“Life insurance can be a symbol, a 
proof of adulthood”, he said. “The pur- 
chase of a life insurance policy is, in 
fact, a signal to friends and relatives 
that a young man is on his own. Ad- 
vertising which utilizes the marriage or 
engagement occasion as an appropriate 
time to purchase life insurance, could 
prove effective with the young adult. 

“Adulthood, as we know, is not al- 
Ways accompanied by™maturity; but it 
is significant that today’s consumer is 
increasingly a mature adult. One of 
the surest signs of his maturity is his 
relationship to others. The child’s love 
is self-centered and he seeks for proof 
that he is loved. The mature adult, on 
the other hand, has a tendency to iden- 
tify the family with himself, rather than 
himself with the family. The act of 
purchasing life insurance cuts through 
the childhood pattern of love and estab- 
lishes a love based on giving, caring for 
others, a love whose reward is measured 


New Consumer 








Broader PR Viewpoint Needed, Says 
Retiring President M. S. Crockford 


Montreal—Some revolutionary changes 
are imminent in the marketing concept 
of the life insurance business and many 
individual advertisers will find them- 
selves lost in the shuffle unless they 
are alert to these rapidly approaching 
changes and are willing to become a 
partner in the revolution. 

Morgan S. Crockford, president of Life 
Insurance Advertisers Association and 
secretary of Excelsior Life of Toronto, 
issued this warning to the 400 delegates 
attending the Association’s 25th anni- 
versary annual meeting at the Queen 
Elizabeth Hotel. 

“During the last ten years we have 
been lulled into a sense of false security 
in an era of easy selling and mounting 
production and ‘in force’ figures,” said 
Mr. Crockford “but we have remained 
relatively unmoved by the fact that the 
percentage of disposable national in- 
come going into life insurance has de- 
clined. While coverage for the average 
family is higher than ever before it is 
still totally inadequate in relation to 
average family needs in event of the 
death of the family wage earner.” 

In pointing out that in Canada at the 
present time 3.54% of the disposable 
national income goes into life insurance 
and annuities, he emphasized that “this 
might seem commendable, but it does not 
compare very favorably with the 7.84% 
of 1933 or even the 4.69% of 1929 nor 
the 5.08% of 1939. 

“However, in seeking to get a higher 
percentage of this disposable income, to 
do an adequate job ‘of securing the 
future of Canadians’, we employ only 
about one-half of 1% of all the adver- 
tising dollars used by Canadian industry 
and commerce in competing for Mr. 
Canada’s disposable dollars,” said Mr. 
Crockford, “I am sometimes surprised 
that we do as well as we do in separa- 
ting 3.45% from the purchase of goods 
and more tangible services.” 

Mr. Crockford charged that too often 
senior executives of life insurance com- 
paines assume that the advertising and 
public relations activities of the business 
are inexplicably tied into the agency op- 
erations of their companies, with the 
result that almost all activity in the use 
of mass communication contains a short- 
term selling slant rather than a long- 
range basic educational motif. 

Serves Many Publics 

_ “Now there is a growing awareness 
in top management circles,” he said, 
“that there are many other publics of 
the insurance business which should be 
reached more vigorously than has been 
done in the past, yet where the. sales 
message is the last thing that should 
be used. More and more we find the 
mass communication problem coming 
into the orbit of the public relations 
people rather than having it tied too 
closely to sales.” 

Mr. Crockford warned that the life 
business can either grow into fuller 
maturity or have the ball stolen from 
it by other purveyors of financial secur- 
ity during the next ten or 25 years by 
its unwillingness to grow in its over- 





CROCKFORD 


MORGAN S. 


all marketing concept. He pointed out 
that “there is a growing danger that we 
may be contracting mass myopia of the 
business scene and have failed to recog- 
nize that there is a swing in the cycle 
as a whole new generation of families 
come into being. These changing pat- 
terns, centered around a fresh approach 
to living values, can have a_ profound 
effect not only on the life insurance 
business but upon the character and 
content of the jobs of those in the As- 
sociation. So we cannot remain aloof 
or be ostrich-like in our approach to 
what is going on in the industrial, mer- 
chantile, financial and reactional world.” 
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Crockford’s Suggestions 

In emphasizing the need for a broader 
viewpoint, the speaker warned __ those 
within the life insurance business have 
become so inbred that they think their 
problems are always peculiar to their 
own industry, and that they can neither 
learn from nor contribute to the com- 
mon experience of today’s business. 

To participate actively in the ap- 
proaching revolutionary movement, Mr. 
Crockford advised his fellow delegates 
to% 

—get back to the basic fundamentals 
of marketing life insurance to cover the 








not in proofs of affection, but in fuller, 
warmer, deeper relationships. 
Family-Oriented Attitudes 
“Life insurance ads which convey the 
family-oriented attitudes of so many 
of today’s consumers will have more 
meaning for your potential purchasers 
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Big Insurance Growth 
Seen In Next Decade 


EDWIN C. McDONALD OPTIMISTIC 





Metropolitan Life Vice President Tells 
of Expanding Opportunities for 
Business Growth 





Montreal—The increase in population, 
number of business firms and rising dis- 
posable income of individuals in the next 
ten years were cited as assuring a vast 
growth of demand and possibilities for 
life insurance by Edwin C. McDonald, 
vice president of Metropolitan Life and 
head of its Group insurance operations 
before LAA this week. 

“I predict that the future helpfulness 
of Social Security and Group insurance 
to the sale of our individual lines will 
be as great as they have been in the 
last 10 years,” he said. “The total indi- 
vidual life insurance in force in the 
United States and Canada has slightly 
more than doubled in the last 10 years, 
from $162 billion in 1947 to $330 billion 
latt year. The agency system has in- 
creased from 150,000 to almost 250,000 
full-time agents. With continuing in- 
crease in the understanding of insurance 
by the population and in the education 
and training of salesmen, I see no reason 
why the next 10 years should not bring 
at least a similar increase—to $660 billion 
of individual life insurance in force and 
an Agency System of at least 400,000 
full-time agents in 1968. 


Looking a Decade Ahead 


“In the next 10 years the combined 
population of our two great countries 
is expected to increase from 190 mil- 
lion to 235 million. In the United States 
alone there is a normal population 
growth in business firms. In the last ten 
years the number of firms (excluding 
farming, forestry, fishing to the pro- 
fessions) having four or more employes 
increased by over 16,000 a year. I pre- 
dict that the number of such firms will 
increase by over 160,000 in the next ten 
years. 

“What an opportunity, and responsi- 





Companies are contemplating establish- 


bility, faces us in only the next ten 
years, let alone the indefinite future, for 
the retail and wholesale marketing and 
servicing of our product. 

‘Tl feel that in the next decade senior 


management in our industry must make 
its plans to— 

“Face increasing competition for the 
public’s dollar. 

“Face increasing competition, with 
outside industry .as well as ‘inde- 
pendent’ insurance consulting firms, 
for the employment of quality home 
office and field people. 

“Establish a genuine crusade for 
the wholesaling as well as retailing of 
our products and against the discrimi- 
nating and inequitable taxes against 
our products as compared to non-in- 
sured plans. The public ‘whipping’ of 
Group insurance by NALU helps no 
one. 

“Include in the senior councils of 
our business the men who are versed 
in persuading the public to buy our 
products whether through advertising 
or face-to-face sales methods.” 


Irving Gilman Talk 


(Continued from Page 10) 





here is the need for exploring and 
utilizing new facts of the theme, in 
order to make your ads stand out. 

“In a complex and changing world, 
even the mature adult is uncertain of 
what he should or should not purchase. 
He is constantly looking for someone 
who will relieve him of this worry, 
some authority who will say, “Let us 
handle it for you.” The insurance agent, 
in the past, has been a symbol of the 
nagging conscience rather than the 
friendly advisor. He must become, in- 
stead, the knowing authority who wants 
to help. Now is the time to win the 
customer with knowledge ad information 
—through your agents und through your 
advertising. 

“In all its advertising, the life in- 
surance companies musts do more than 
recognize superficially the changes which 
are taking place in our society. Life in- 
surance advertising must constantly em- 
phasize in its sales approaches and in 
its advertising, that this company, this 
agent is interested in humanitv tables, 
not mortality tables, that the foremost 
concern is with the consumer as an 
individual and not as a mere statistic. 
Their advertising today is intelligent, its 
approach has meaning. It is the depth 
and breadth of meaning which needs 
our attention now.” 


Company Officers Should Know Aims 
Of Public Relations, Says Don Lynch 


Montreal—Company officers in all de- 
partments should familarize themselves 
with the techniques of public relations 
and with the current PR problems fac- 
ing the life insurance business, Donald 
E. Lynch, director of public relations 
of Mutual Benefit Life, said before Life 
Advertisers Association annual meeting. 

Mr. Lynch presented to the member- 
ship a new volume, “Public Relations 
for Life Insurance Companies,” pub- 
lished by the LAA and its public rela- 
lions research committee. Mr. Lynch 
ls editor of the new book which will 
be distributed to all LAA members and 
their companies and will be available to 
usinesses and consultants outside the 
life insurance business. 

_ in the orginal planning of the out- 
line for ‘Public Relation for Life In- 
surance Companies’ there was laid down 
the Principle that the book would not 
attempt to be a mere argument for 
public relations,” Mr. Lynch said, “PR 
needs no apoligist; it has stood on its 
own two feet and earned its own way. 
The public relations research committee 
elt that a volume such as this should 
© helpful to those now engaged in 
public relations work, to those whose 





ment of a public relations department 
and to individuals who will enter the 
practice of public relations in the future. 


PR and Management 


“But this volume serves still another 
purpose. It can give company officers 
whose departments deal directly or in- 
directly with one or more publics a better 
understanding of public relations and 
how it fits into the management scheme 
of things. It can help to sharpen the 
communications skills so necessary in 
modern management adminstration. 

“T have the feeling that managements 
sometimes are willing to approve ex- 
penditures for public relations without 
fully understanding the program they 
the buying. To make any program fully 
effective there must be understanding 
and cooperation on the part of all seg- 
ments of management. 

“The commnicating of ideas and the 
measurement of the attitudes and opin- 
ions of the various publics of a company 
is a never-ending job, and one that 
changes gradually but inevitably,” he 
continued. “This is so because every day 
we sow the seeds from which will spring 
the attitudes and opinions of tomorrow.” 
A company can never sit back and view 





Life Advertising Awards Winners 


Montreal—Life Insurance 


Advertising 


Association members submitted 433 


entries for display and judging at the annual meeting in Montreal this week. Judges 
representing advertising art and copy, public relations, direct mail, life insurance 
associations and insurance field representatives evaluated the displays and honored 


64 companies with awards of excellence. 


The panel of 17 judges included: P. R. Bartello, CLU, branch manager, North 
American Life; W. R. Craib, CLU, supervisor, Manufacturers Life; D. A. Decker, 
CLU, sales representative, Imperial Life; P. C. Finn, CLU, supervisor, Great-West 
Life; R. H. Freeman, CLU, branch manager, London Life; R. L. Gough, public 
relations manager, General Motors of Canada; W. A. Hand, CLU, branch manager, 
Confederation Life; A. G. Mackie, manager of public relations, Provincial Paper 


Ltd.; J. L. McCaul, general manager, R. G. McLean Ltd.; G. Ross, vice 


president, 


Planned Sales Limited; C. Russell, CLU, sales representative, Canada Life; E. T. 
Saunders, vice president, J. J. Gibbons Ltd.; C. Stewart, art director, Rolph, Clark, 
Stone, Ltd.; S. Stockwell, vice president, MacLarent Advertising Co. Ltd.; L. Trevor, 
art director, Rous & Mann Press Ltd.; W. E. Trevett, president, Cooper & Beatty 
Ltd., and F. A. Wade, CLU, vice president for Canada, New York Life. 


Key to Classification of Exhibit Material 


9. Company Field Magazines or 
Newspapers Addressed to Agents. 

10. Employe Relations. 

11. National Printed Advertising. 

12. Local or Regional Printed 
Advertising. 

13. Insurance Journal Advertising. 

14. Public Relations. 

15. Group Coverage. 

16. Personal Accident and Health. 


Award Winners 


1. Material to Motivate Agents. 

2. Sales Aids. 

3. Prestige and Good-will Builders. 

4. Recruiting Material. 

5. Direct Mail. 

6. Wall Calendars. 

7. Annual Report and Policyholder 

Material. 

8. Brokerage Material. 

Company Classification 
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with complacency its current high de- 
gree of approval by its public relation- 
ships. 

It is true, Mr. Lynch declared, that 
the life insurance business enjoys at 
the present time a high degree of public 
approval on many phases of its opera- 
tions. For example, people believe in 
the inherent honesty of the life insur- 
ance contract and in the certitude of 
its terms being carried out. Yet there 
are some aspects of the business which 
should concern all officers of all com- 
panies regardless of what division they 
may head. 

“There are a few basic problems,” he 
said, “some of which are old, and some 
of which are new ones that are spring- 
ing out of the old. Nevertheless, these 
are questions which the underwriting 
officer, personal director, the legal and 
investment men—the heads of all com- 
pany operations—should know about and 
try to understand. 


Who The Authors Are 
The major credit for the success. of 





the new book, Mr. Lynch emphasized, 
should go to the authors whose “sound 
research and clear writing” resulted in 
15 outstanding chapters. They cover all 
of the audiences of a company and also 
deal with the many tools of communica- 
tions, such as advertising, publicity, tele- 
vision and special events. The authors, 
prominent figures in the business and 
specialists in public relations were: Clif- 
ford B. Reeves, vice president for public 
relations, Mutual Of N. Y.; Clarence J. 
Myers, president, New York Life; Hol- 
gar J. Johnson, president, Institute of 
Life Insurance; Stanley M. Richman, 
vice president, General American Life; 
C. Russell Noyes, secretary and adver- 
tising manager, Phoenix Mutual Life; 
Henry E. Arnsdorf, associate director 
public relations and advertising, The 
Prudential; John Moyler, Jr., second 
vice president and director of public 
relations, Life Insurance Co. of Virginia; 
John L. Lobingier, Jr., director of public 
relations, Life Insurance Agency Man- 
agement Association ; Robert B. Mitchell, 


(Continued on Page 14) 
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Role of the Supervisor 
In Estate Planning 


TALK BY BERNARD M. EIBER 





New York Attorney Addresses Opening 
Meeting of Life Supervisors 





Associations 
Just as there are almost as many 
definitions of estate planning as there 
are estate planners, so too are there 


almost as many definitions of a super- 


visor as there are agents, supervisors, 
managers, general agents and home of- 
fice agency men, Bernard M. Eiber said 


in a talk last week before the Life Super- 


visors Association of New York. Mr. 
Eiber, a former general agent for Mu- 
tual Trust Life and now a practicing 


attorney specializing in estate planning, 
said that regardless of what a supervisor 
feels his activities entail, whether he is 
charged primarily with the responsibility 
of contacting brokers to ask for business, 
or if his responsibility is the building 
and maintaining of a unit of full time 
agents, the job of supervisor is a chal- 
Ienge. “It is a challenge to your wit, 
vour ability, your perseverance, and your 
ingenuity,” he said. “Two strong legs 
to keep vou on the go, and a strong 
right hand to knock on doors is not 
enough today to offer to an agent or 
a prospective recruit. Your legs will 
eventually grow weak, and your hand 
will ultimately become calloused. But if 
you have enthusiasm, coupled with ideas 
and an understanding of people, and an 
understanding of people’s problems, you 
can so inspire your agents, your wards, 
so that your work will not only be satis- 
fying, but your efforts will produce an 
excellent monetary return.” 

Mr. Eiber pointed out that there has 
been a widespread adoption of new 
techniques in estate planning and there 
have been many ramifications of old 
techniques, “but the final analysis, one 
criterion of a good estate planner is 
whether or not he has a human under- 
standing of the processes of our mod- 
ern economy, and another criterion is 
whether or not he has a compassionate 
understanding of human beings, an un- 
derstanding of their needs and desires, 
an understanding of their behavior in 
our society.” 

These are hut a few of the many 
things, Mr. Eiber remarked, of which 
supervisors must be aware, and which 
supervisors must teach to their agents, 
the life underwriters for whom they 
are responsible. “The life underwriter 
must be made conscious of his respon- 
sibility which goes beyond the writing 
of the application. The entire theory of 
competent estate planning is based on 
the team concept, the lawyer, the ac- 
countant, the trust officer, and the life 
underwriter, and/or his supervisor. 
Therefore, you as a supervisor, and I 
as a lawyer, must think of ourselves as 
members of the estate planning team 
and as such we must recognize our 
responsibilities to our present and future 
clients, as well as to their dependents. 
We must not find ourselves in a position 
where we have reason to be disturbed 
because one of our clients died before 
making adequate plans for the security, 
protection, and the continuity of his 
surviving family. We must not find our- 
selves in the position of the lawyer who 
prepared a will for a client only to 
learn that the client had died before 
the will was executed. Nor must we find 
ourselves in the position of the life 
underwriter who has submitted an ap- 
plication to his company without collect- 
ing a binding payment, only to have the 
client die before the company issued the 
policy.” 

Clients are men and women, young 
and old, who accept our advice and 
counseling, Mr. Eiber said, “and whether 
we are run-of-the-mill advisors, or very 
good professional advisors depends on 
how well we keep in mind the thought 
that we are dealing with human beings, 
men and women whose aims and aspira- 
tions change. And while we must always 


attempt to take care of today, we must 
not lose sight of tomorrow, and it is 
here that we must make allowances for 
the human factor, and our abilities as 
estate planners can best be reflected in 
how well we make projections for our 
clients. 

“The professional advisor must be im- 
bued with an understanding of the con- 
cept of flexibility in estate planning, 
and the undeniable importance of fre- 
quent periodic review of the estate plans 
that have been credited for his client. 
This is the nub of the human equation 
in estate planning. Figures alone may 
look good and may be comforting to 
behold, but it is the task of the pro- 
fessional advisor to remember that while 
figures may remain the same, the needs 
and desires of men and women will 
change and our primary responsibility 
must always be consideration of our 
client as a human being. 

Mr. Eiber was the speaker in the first 
of a series of meetings of the super- 
visors featuring a new program format, 
developed by Murray Waldman, asso- 
ciate general agent, Burton J. Book- 
taver agency, Security Mutual Life, and 
president of the supervisors. The new 
format is designed to tap talent from 
within the association in providing the 
membership with new programs on the 
role of the supervisor in various impor- 
tant phases of supervision. 





R. A. Rosenthal General 
Agent at Cape Girardeau 


Robert A. Rosenthal has been ap- 
pointed general agent for the Cape 
Girardeau, Mo. area for General Ameri- 
can Life. He was formerly associated 
in Cape Girardeau with Northwestern 
Mutual and Metropolitan Life. 

Mr. Rosenthal is a graduate of South- 
east Missouri State College, is secretary- 
treasurer and a board member of the 
Cape Girardeau Life Underwriters Asso- 
ciation, and a member of the Junior 
Chamber of Commerce and Veterans of 
Foreign Wars. He is the fourth member 
of his family to become associated with 
General American Life. He is a nephew 
of Adam Rosenthal, who as_ general 
agent, heads an agency for the com- 
pany in St. Louis. His father, Harold 
Rosenthal, is associated with the St. 
Louis Rosenthal Agency, as is another 
uncle, Elmer Rosenthal. 





J. J. LONGLEY’S NEW POST 

Continental Assurance has announced 
the appointment of J. J. Longley as 
supervisor of new business development 
in its eastern department. Mr. Longley 
has been in the insurance business since 
1953, and is experienced in all phases 
of home office work as well as estate 
analysis. 
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premium is reduced. 





THEY'RE TAKING 
THEIR HATS OFF 


TO OUR 


EXECUTIVE 
PROTECTOR 


¢ Death benefit paid is the face 
value PLUS the C.S.V.—up to 


age 70 
¢ High first year cash values 


When used in Split Dollar, Minimum Deposit and Busi- 
ness Insurance cases, this plan insures a guaranteed level 


of protection for the assured until age 70, when the 


Call us for illustrations. And don't forget to ask for 
our 8-page booklet, "The Split Dollar Plan." 


Phone: MArket 2-5990 


LIFE AGENCY OF NEW JERSEY, INC. 
10 Commerce Court, Newark 2, N. J. 








METHODS 











ANALYST 


Medium sized Life Insurance Co., with 
assets of over half a billion dollars seeks 
a man for its expanding planning depart. 
ment. Must be a college to gt with a 
minimum of 4-5 years methods experience 
in a life insurance co. Good growth 
tial, fine staff benefits. Salary to 
depending on experience. 











oten- 
10,000 


Apply in person or send resume 
Teachers Ins & Annuity Assn. 
522 5th Ave. (43rd St.) N.Y.C., Room 702 











American Life of N. Y. 


Names Boklan Associates 





ALBERT A. BOKLAN 


New 


The Boklan Associates, Inc., 
York City, have been appointed as the 
first general agency of the American 
Life Insurance Co. of New York, Wil- 
liam E, McKell, president, announces. 
American Life of New York is an af- 
filiate of American Surety. 

Headed by Albert A. Boklan, this 
agency has a large brokerage following 
and maintains two centrally located of- 
fices at 50 East 42nd Street, New York, 
and 800 McCarter Highway, Newark, 


In making the announcement at 4 
special luncheon for officers of the 
agency and the company, Mr. McKell 
stated: “This appointment is the first 
result of our recently expanded plans 
for the development of life, accident and 
sickness lines through life agencies a 
well as property insurance producers.” 





Occidental of California 


Doubles Its Capital Stock 


Capitalization of Occidental Life 0 
California has been increased from $12; 
500,000 to $25,000,000, president Horace 
W. Brower announced. 

Authorized capital stock ($12.50 pat 
value) has been increased from 1,000, 
to 4,000,000 shares. Occidental’s boar 
of directors has voted a stock dividend 
of 1,000,000 shares, bringing the number 
of shares outstanding to 2,000,000. Al 
outstanding shares are owned by Trans 
america Corp. of San Francisco. 

The change was accomplished by ‘ 
transfer of funds from the company‘ 
surplus account to the capital accout! 
and was made to keep the capital strut 
ture in line with the company’s increase! 
assets and volume of business, as well 
as to provide additional safety margit' 
for the benefit of policyowners. 

Total surplus as regards policyholder 
was $68,607,393 at the beginning of 1958 
Total assets were $624,925,270. 
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Foundation and Intermediate Training Courses 


- « » KEEPING OUR Advanced Training and Education in: 

TRAINING COURSES Pension and Profit Sharing Plans 
Business Insurance 

AND MATERIALS Estate Planning 

FULLY UP TO DATE! Home Office Career School 


Field Seminars in Intermediate and Advanced Underwriting 





All designed for Career Underwriters to whom success is more important than leisure. 





Massachusetts Mutual 


LIFE INSURANCE COMPANY 


ORGANIZED 1851 SPRINGFIELD, MASSACHUSETTS 
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PIERCE A. GALE 


The appointment of Pierce A. Gale as 
claim manager at the Syracuse branch 
office of The Travelers has been an- 
nounced. Mr. Gale replaces Clifford W. 
3aumbach who has been granted a sick 
leave upon the advice of his physician. 

Mr. Gale joined The Travelers in 
1926 as an adjuster at Syracuse and in 
1929 went to Watertown, N. Y., as a 
resident adjuster. He was appointed su- 
pervising adjuster at Syracuse in 1946 


CLIFFORD A. BAUMBACH 


and named assistant claim manager there 
in 1951. 

Mr. Baumbach became associated with 
The Travelers in 1921 as an adjuster at 
Syracuse and in 1926 was transferred to 
Binghamton as_ supervising adjuster. 
Two years later, he became claim man- 
ager at Scranton and in 1934 went to 
Reading in the same capacity. In 1946, 
he returned to Syracuse, where he has 
served as claim manager until his recent 
illness. 





Conferment Luncheon of 


N. Y. CLU Chapter, Oct. 29 


Dr. Henry T. Heald, president of the 
Ford Foundation, will be the speaker at 
the conferment luncheon of the New 
York CLU Chapter, next Wednesday, 
October 29, in the Waldorf-Astoria Ho- 
tel. He will discuss education and the 





Acacia Business Up 4% 

Third quarter placed production fig- 
ures, released recently by Acacia Mu- 
tual Life, show a 4% increase over the 
total for the same three months in 1957. 
Paid-for business for the months of July, 
August and September amounted to 
$48,285,000. 
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THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
ewark, J.) 


Headquarters for top grade executive 
class business. 


Ideas! 


Ist Year Cash Values 
Extremely high early cash values! 
Dividends Ist Year (contingent on pay- 
ment of at least 4 of 2nd year premium). 


One Year incontestable—not two! 
Ideas! Ideas! Ideas! 
“We are easy to do business with." 


Ideas! Ideas! 








LEE 


NASHEM AGENCY 


110 East 42nd Street 
New York 17, N. Y. 





Mass. Mutual Reports Gain 
Of 32% For Third Quarter 


Massachusetts Mutual Life widened 
its business gains during the third quar- 
ter of 1958, as sales of Ordinary insur- 
ance increased 47.9% in September, 
53.7% in August, and 33.6% in July. 

President Leland J. Kalmbach reported 
that the company’s sales of Ordinary 
insurance during the first three quarters 
totalled $705,743,311. This amount rep- 
resents a gain of $172,540,904, or 32.4%, 
over the same period of 1957. 

As reported by the 102 general agen- 
cies of the Massachusetts Mutual $81,- 
463,854 of new Ordinary insurance was 
delivered during September, an increase 
of $26,380,318, or 47.9% over the same 
month of 1957. Mr. Kalmbach added 
that September was the fourth largest 
sales month in the company’s history, 
while two other months of 1958, Jan- 
uary and August, hold first and second 
place and January of 1957 ranks third. 

September was the 47th consecutive 
month in which an all-time record was 
set for that particular month and the 
73rd consecutive month during which 
the production of the corresponding 
month of the previous year has been 
surpassed. The strong third-quarter 
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FREE Desk Space Available 
FOR FIVE BROKERS 


in Beautiful Air-Conditioned Life 


Agency in exchange for noming| 
amount of Life Production. 


Ca 





" 
l. ARTHUR YANOFF 
202 W. 40th St., N. Y. C. 18 
LAckawanna 4-4469 











O'TOOLE ASSOCIATES | 


Incorporated 


Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 














Bankers of Iowa Gains 
New Ordinary business issued and 
paid-for in Bankers Life of Des Moines 
for September totaled $17,657,358, an in- M: 


crease of more than $3%4 million over a 
the same month last year. Combined ot 

: ; ‘ tend 
with a Group insurance total of $12,266- 
053, the amount of new business for the ff is a 


month reached $29,923,411. and 


Total production for the first nine vag 
months of the year totaled $318,754,003. and 


Of this total, $187,876,578 was Ordinary § joine 
insurance and §$130,878,025, Group in-§ year: 
surance. ence. 


Total insurance in force in Bankers 
Life has reached a new high by the end 
of September of $3,173,353,458. Of this E 
amount $1,809,066,327 was Ordinary and T 
$1,364,287,131, Group insurance. ve 
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PRUDENTIAL MANAGER the 1 
Paul A. Schleicher, CLU, has been Ins 
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Asst. Supt. of Agencies 











ed and ERNEST H. WIEDEMANN 

Moines 

, an in- Massachusetts Mutual Life has ap- 

on over pointed Ernest H. Wiedemann, formerly 

bined of Dayton, Ohio, as assistant superin- 

mpined B tendent of agencies. 

5 12,266,- A native of Cincinnati, Mr. Wiedemann 

for the} is a graduate of University of Dayton 
and a former member of the Dayton 

« Association of Life Underwriters, Gen- 

st nine i. RAC. 

ee eral Agents and Managers Association, 

TAME and Junior Chamber of Commerce. He 

rdinary f joined Massachusetts Mutual with seven 

sup in-§ years of sales and management experi- 
ence. 

3ankers 

the end : : 

Of this! BMA Production Gains 

ary and Total insurance in force of Business 
Men’s Assurance increased more than 
120 million dollars in the first nine 
months of 1958 and the total approached 

R the 1%4 billion dollar mark. 

as been Insurance in force September 30 was 

dential’s§ $1,458,987,851, compared with $1,338,833,- 

He suc-§ 646 at the start of the year and $1,286,- 

retired 966,080 a year earlier. 





he com- “At the present rate of sales, insur- 
ance in force should top the 1% bil- 
nal su-f lion dollar figure during the fourth quar- 
land re-R ter,” J. Higdon, president, said. 
ined the New paid-for business in the nine 
*hiladel-f months exceeded a year ago by nearly 
9% million dollars. The volume was 
$257,533,208, compared with $248,185,033 
a year ago, an increase of 3.8%. 

Total mcome of the company set a 
new high of $43,676,482, a gain of 9% 
over the $40,100,497 reported in the first 








William Highfield Joins 
Western & Southern Life 


Paul Hill, Research & Review Service, 
has been named secretary of the In- 
dianapolis and Indiana A. & S. Asso- 
ciations to replace William Highfield, 
CLU, who is joining Western & South- 
ern Life in charge of A. & S. sales 
development. 

Mr. Highfield, who has been A. & S. 
editor of R. & R., is a past president of 
both the city and state associations and 


a current member of the board and 
treasurer of the Disability Insurance 
Training Council. He was awarded an 
engraved plaque in recognition of his 
services at the regular monthly meeting 
of the Indianapolis Association on Octo- 
ber 13 

Speaker at the meeting, at which Jules 
Hill, manager, Inter-Ocean, Indianapolis, 
was presented with his gold Leading 
Producers Round Table Certificate, Dar- 
rell Smith, vice president, Central Stand- 
ard Life, Chicago, told members that 
A. & S. is primary insurance meeting 
human needs, “and you can be proud 
to be its dispensers.” 


Patriot Life Expanding 


Patriot Life Insurance Co., with $1 
billion of life insurance in force and 
$40 million in assets, is accelerating its 
appointments of general agencies, ac- 
cording to Arthur W. Theiss, vice presi- 
dent. Patriot, formed in 1953 as a sub- 
sidiary of C.L.T. Financial Corp., one of 
the nation’s largest financing institu- 
tions, has until recently concentrated its 
Ordinary life sales activities in the mail 
order field. 

Patriot Life headquarters are in the 
C.LT. Financial Building at 650 Madison 
Avenue, New York. 








Methuselah lived 
969 years... 


... and under Occidental’s new GH-2 plan he could have 
had hospital coverage for every minute of it. (And with 
proper coverage, he might still be around.) 


Just look at the protection he would have had: Renewable 
for life at his option .. . No premium change except on a 
Class basis . . . Lower cost, thanks to the $50 deductible 
clause . . . As much as $20 per day hospital protection 
... And many other benefits. 


But the most important benefit would have been Peace 
of Mind — knowing that he had a hospital plan guaran- 
teed renewable. (Even after he reached 65 he could have 
renewed it 904 years!) 


Your clients may not live as long as Methuselah but they 
should know about our GH-2 plan — just in case. 








) nine months of 1957. Premium income 
stot reached $36,712,793 for the period, up 
ae ‘@ from $34,040,770. Investment income was 
% om $4,642,969, against $4,306,244. 
\¢ re" =BMA’s disbursements for the nine 
ga | months were $34,533,417, against $31,862,- 
Ch ae 445 a year ago. Claim paid to policy- 
Oe owners were $16,844,752 and dividends, 
t, Eq B annuities and surrenders brought the fig- 
n, Mar A ure to $21,177,024, compared with $19,- 


opolitat 
ctor 1! 

North: 
Taggarl, 
Life. 
ons fe 







205,061 a year before. 





Medical Research 


Lynch (Continued from Page 1) 

Rey nature. This is not the case. Relatively 
vert Eg few applications are received for aid in 
rife: P non-basic programs, and as a rule they 
Wit ate poor by any criteria. 

ener Basic research is specially supported 
Life dim @@ accordance with the strongest recom- 
Lite mendations of the best advisors known 
1€ to us. It is only through such research 


that we can hope to acquire the knowl- 
edge needed to make a plan for the con- 
trol of arteriosclerosis or hypertension. 
he policy plays a large role in our 
aving the respect of outstanding in- 
vestigators in most of our research cen- 
ters. The most cogent criticism of our 
National support of research is that too 
arge a fraction goes into development 
and applied research.” 






: OF CALIFORNIA . : 


eanard Vice President 








We pay Lifetime Renewals... they last as long as you do! 
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Zalinski Discusses 
Mass Marketing Trend 


TALKS TO NEW YORK MANAGERS 





Life of N. A. Executive Views Subject 
as Most Controversial Issue Before 
Industry Today 





Edmund L. Zalinski, executive vice 
president of Life Insurance Company 
of North America, discussing the trend 
of fire and casualty companies entering 
the life insurance business, at a meeting 
of the Life Managers Association of 
Greater New York last week, stated that 
fire and casualty companies have been 
attracted to the life field by its relative 
stability and profitability compared with 
the underwriting fluctuations of fire and 
casualty business, by the extent of the 
market for life insurance, and the desire 
to offer their agents a complete line of 
insurance products. Whether fire and 
casualty agents should sell life insurance 
and whether full-time life agents should 
sell fire and casualty insurance, Mr. 
Zalinski said represents one of the most 
controversial subjects before us today. 
“Yet, it is not something brand new,” 
he said, “because for years the life in- 
surance companies have been endeavor- 
ing to develop what they refer to as 
‘brokerage business’ from fire and casu- 
alty producers. Therefore, they should 
hardly be surprised at the number of 
fire and casualty companies which have 
one into the life insurance business in 
the last few years, or the increased em- 
phasis upon life production by independ- 
ent agents. 

“But regardless of whether we like it 
or not,” Mr. Zalinski stated, “low mar- 
gin mass marketing is here to stay in 
almost every line of business. The cor- 
ner grocery store has all but been elimi- 
nated by giant chains of supermarkets, 
which use mass purchasing and mar- 
keting methods to enable the housewife 
to do all of her shopping at one nearby 
suburban store with convenient parking 
facilities. The frequency with which the 
housewives visit supermarkets has also 
made it possible for them to outsell drug 
stores in at least ten drug items and 
to make a dent in the market for other 
products all the way from cooking uten- 
sils to children’s clothes.” 

Mr. Zalinski feels that because all 
kinds of competition for the public’s 
discretionary buying dollar has to be 
met, the insurance business is finding 
it necessary to reduce its costs of dis- 
tribution and at the same time to offer 
the client a more complete insurance 
service. Despite the tremendous mar- 
ket for life insurance, “we must never 
forget that we are competing for the 
same dollars as every other form of 
enterprise. In the personal lines we 
are in competition with the grocer, the 
clothier, the home builder, and all other 
consumer products. In the business field, 
we vie with many other suppliers for 
the manufacturer’s dollar and can only 
succeed by being as dynamic in our 
methods as the competition.” 


Many Changes Ahead 


There will be many changes in the 
years ahead, Mr. Zalinski remarked, and 
some of them will be in the direction 
of multiple-line account selling. “But 
regardless of what changes may occur,” 
he said, “we are always going to need 
agents to distribute our product. And 
as long as we have agents, we will be 
concerned with the functions of agency 
management, because the keystone of 
the success of any life insurance com- 
pany is the manager or general agent, 
for it is he who is responsible for the 
implementation of company policies for 
the recruitment, training, and supervi- 
sion of field representatives, and for the 
sales results on which the company’s 
ultimate success depends. 

“Also, marketing life insurance has 
become a complex enterprise. To meet 
the demands of a better-informed pub- 
lic, to successfully sell life insurance 
to satisfy a growing list of needs in a 
world of changing tax laws and sales 
conditions, the life underwriter must 
be better trained and better led than 
ever before. Agency management, there- 


Correction 


In the October 10 issue of The Eastern 
Underwriter the White Plains Agency 
of Mutual Of New York, which is un- 
der the managership of Peter A. Peyser, 
was inadvertently referred to as The 
Peyser Agency. The Peyser Agency is 
a registered service mark belonging to 
the Percy A. Peyser Agency of Man- 
hattan Life in New York. 

Percy A. Peyser, head of The Peyser 
Agency, one of the company’s leading 
production units, has been in the per- 
sonal insurance field for more than 30 
years. 





Columbian National Holds 
Field Management Seminar 


Columbian National Life, Boston, re- 
cently held a four day management 
seminar at the Somerset Hotel, Boston, 
for general agents and managers who 
are devoted to full-time agency building. 

Under the direction of Russell E. 
Dexter, manager, field training, an in- 
tensive series of daytime sessions and 
evening workshops combined lectures, 
case studies, panel and roundtable dis- 
cussions covering recruiting methods, 
training and supervision. Members of 
the home office sales department staff 
participated in each day’s meeting after 
the first session opened with talks by 
Julian D. Anthony, president, and Fred 


S. Sibley, vice president and director 
of sales. 

General agents and managers attend- 
ing the meeting were: Robert O. 
3ierly, manager, Pittsburgh; John H. 
Blessing, Jr. manager, Cleveland; 
George F. Burns, manager, Portland 
(Maine); John Davis, CLU, manager, 
Abington (Pennsylvania); Alvern A. 


Engwall, manager, Des Moines; Leo J. 
Golash, manager, Springfield (Massa- 
chusetts); Martin L. Horn, manager, 
New York City; Warren Ingalls, man- 
ager, Washington, D. C.; J. Touchstone 
Jones, general agent, Baltimore; John 
G. Khouri, CLU, manager, Boston; 
Michael J. McIntosh, CLU, manager, 
White Plains; Francis N. Mulchy, man- 
ager, Westwood (Massachusetts) ; How- 
ard L. Nations, manager, Cincinnati; 
Walter E. Schneider, manager, Buffalo; 
William C. Vought, manager, Bingham- 
ton; Milton I. Weiss, general agent, 
Syracuse; Frank A. Wickham, manager, 
Rochester. 

The 1958 management conference 
closed with a luncheon at which LIAMA 
certificates were awarded to Michael 


J. McIntosh, CLU, Leo J. Golash, How- 





ard L. Nations, George F. Burns and 
Frank A. Wickham. 

fore, must be equipped to meet this 
challenge of development in the life 


underwriter. They should be able to sup- 
ply market research techniques so as to 
anticipate consumer desires and to take 
full advantage of territorial potentials. 
Agency leaders must be human rela- 
tions experts and adept at handling the 
complex requirements of successful 
agent financing. They must be able to 
train and effectively supervise a corps 
of assistants, for the day of the one- 


manager agency is progressively be- 
coming a thing of the past. 
“Fortunately, a growing body of 


knowledge in management principles has 
become available through the efforts of 
faculty members in collegiate schools 
of business administration and other 
educational and business leaders. The 
Life Insurance Agency Management As- 
sociation and the American College have 
also been diligently adapting this infor- 
mation to agency management needs and 
are conducting independent research of 
their own.” 

Concluding, Mr. Zalinski said that re- 
gardless of the changes which occur 
in the years ahead, the manager who is 
effectively organized and provides his 
agents with creative leadership will al- 
ways be well compensated for his serv- 
ices. 






Program of Institute 
Of H. O. Underwriters 


HOLLYWOOD MEETING NOV. 19-21 








President Charles A. Will Announces 
Full Schedule of Events; Room 
Hopping, Panels 





The Institute of Home Office Under- 
writers, which will hold its annual con- 
vention November 19, 20 and 21 at the 
Hollywood Beach Hotel, Hollywood, 
Florida, has completed its convention 
program, it is announced by Charles A. 
Will, president of the Institute. Follow- 
ing Mr. Will’s presidential address at 
the first morning session, J. Edwin 
Larson, Florida Insurance Commissioner 
will address the group. 

The Wednesday afternoon session will 
consist of room hopping meetings, four 
to be run simultaneously covering four 
different topics. Walter K. Fritz, second 
vice president, Northwestern National 
Life, will moderate a session on “Agency 
Relationships.” Dr. Eugene V. Higgins, 
medical director, North American Re- 
assurance, will moderate a session on 
“Practical Problems in Underwriting 
Hypertension.” William A. Sims, chief 
underwriter, Business Men’s Assurance, 
will moderate “Miscellaneous Subjects,” 
and A. O. Konigson, vice president, 
Lutheran Brotherhood, will moderate the 
fourth topic “Underwriting Procedures 
and Cost.” 

The third session, Thursday morning, 
will include a paper by Malcolm D. 
Thomas, assistant vice president, Re- 
public National, on “Modern Trends in 
Underwriting Females,” and a paper by 
Dr. E. B. Williams, vice president and 
medical director, Wisconsin National 
Life on “Mental Disorders.” In addi- 
tion there will be a panel discussion on 
the “Family Life Policy” on which 
William W. Black, Jr., manager under- 
writing department, Commonwealth Life; 

. S. Wagner, vice president, United 
Benefit; W. Philip Underwood, under- 
writing vice president, Monarch Life; 
and Alan Carmichael, underwriting 
supervisor, Great-West Life, will partici- 
pate. 

Weekly Premium Session 


Thursday afternoon is the weekly 
premium session. First on the program 
will be a paper by J. H. McCary, III, 
vice president, Southern Life and Health, 
covering “The Weldon Case.” This will 
be followed by a panel discussion and 
case clinic in which the participants will 
be Joseph B. Corbett, underwriting 
secretary, Colonial Life; Arthur B. 
Langley, II, assistant secretary, Carolina 
Life; Essie McGuffey, chief underwriter 
and assistant secretary, National Stand- 
ard Life; and Harold F. Pennington, 
manager, weekly premium underwriting, 
Life and Casualty of Tennessee. 

The Friday morning session will be 
the Ordinary case clinic conducted by 
W. Ronald Marshall, superintendent life 
department, Paul Revere Life, and 
panelists will be Floyd N. Bailey, chief 
underwriter, Shenandoah Life; J. J. 
Canty, senior underwriter, Southland 
Life; Frank P. Hannan, secretary, United 
Benefit; Dr. John K. Ruggles, associate 
medical director, Paul Revere Life; 
George L. Clark, underwriting executive, 
Philadelphia Life; Ralph W. Hicks, vice 
president and_ secretary, Southeastern 
Life; James D. Ratliff, assistant vice 
president, American United; and Russell 
L. Wagner, vice president and actuary, 
National Life and Accident. 

In addition to the informal reception 
for all convention delegates on Wednes- 
day evening, an interesting and enter- 
taining ladies program has been pro- 
vided for wives accompanying their hus- 
bands to the convention. 





OCCIDENTAL BROKERAGE MGR. 

Occidental Life of California has 
named James A. Lee, Jr., brokerage man- 
ager in its Westlake branch office, Daly 
City, Cal. Mr, Lee has been an agent 
in the office since early in 1957, prior to 
which he spent a number of years in 
other sales work, 





Great-West Supervisor 




































RICHARD C. BLACKWELL 







Richard C. Blackwell has been ap- 
pointed a_ supervisor of the Chicago 
Agency of Great-West Life. Agency 


Manager Earl M. Schwemm, CLU, said 
that Mr. Blackwell will concentrate on 
the agency’s brokerage operation, work- 
ing in association with R. C. Frasier, 
CLU, associate agency manager. 
Mr. Blackwell, an experienced life 
underwriter prior to joining the Great- 
West Life, 1s a graduate of the Uni- 
versity of Virginia. The Chicago agency 
of Great-West Life is at: 1035 Field 
Building, 135 S. LaSalle Street. 





State Mutual Third Quarter 
Sales at All-Time High 


Third quarter sales of State Mutual 
Life of America reached new highs dur- 
ing the third quarter of 1958. New rec- 
ords were reached by all three lines— 
Ordinary life, Group, and individual sick- 
ness and accident—at the end of Sep- 
tember. 

Annual new paid premiums for indi- 
vidual sickness and accident policies set 
an all-time high at $51,377 in September. 
This was the tenth consecutive record 
month in S. & A. production. 

State Mutual’s total annualized Group 
permium production for the nine months 
ending September 30 was 68% ahead of 
the same period last year. New pre- 
totaled $4,457,940 as compared 





miums 
with $2,658,285 in the corresponding pe- 
riod in 1957. Group life insurance in 


force approached the billion dollar mark 
at $942,429,052. 

Paid production of Ordinary life insur- 
ance during September exceeded $14, 
653,000—the best September in _ State 
Mutual’s history. Ordinary sales during 
the first three quarters of 1958 were 
11.6% ahead of the corresponding 1957 
period. 

A total of 301 full-time agents have 
been added to the company’s national 
agency force since the first of this year. 





First Colony Appoints 
Hrubik to Training Post 


Joseph Hrubik has been appointed 
director of agents training for First 
Colony Life, Lynchburg, Va. Meade 
McMillen, CLU, executive vice president 
and director of agencies, announced. 

Mr. Hrubik has been in the life i- 
surance business for the past six years, 
formerly with Mutual Benefit Life 1 
Richmond. He was auditor for the 
Bureau of Internal Revenue and later 
held a position in the insurance depart 
ment of Reynolds Metal Company, both 
in Richmond. : 

Mr. Hrubik was graduated from Unt- 
versity of Akron in 1949 after four years 
military service with the Army. 
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Why do diabetic doctors 


live longer 
than other diabetics? 


Anyone who develops diabetes can take hope 
from the personal experiences of doctors who have 
the disease. They have proved that by strict ad- 
herence to treatment, they can live almost as long 
and as actively with the disease as without it. 


When mild diabetes is discovered early, it can 
often be controlled by diet alone, or by diet and 
exercise. In other cases, a combination of insulin, 
diet and exercise may be required. 


New compounds, taken by mouth, appear to 
be beneficial in selected cases, usually those who 
have mild diabetes which developed after age 40. 
Their use, however, requires strict medical super- 
vision . . . and their true place in diabetes treat- 
ment awaits further study. 


Anyone at any age can develop diabetes, but 
your chances of doing so are increased .. . if you 
are overweight; if diabetes has occurred in your 
family; if you are between the ages of 40 and 65. 


Today, about one million people in our country 
have diabetes and are getting treatment. Another 
million Americans have the disease, but are com- 
pletely unaware of it. This is because diabetes, 
early in its course, causes no noticeable symptoms, 
and may not until it is well advanced. 


So, everyone should have periodic health ex- 
aminations, including simple tests for diabetes. 
And no one should delay seeing the doctor if any 
of the following common symptoms of diabetes 
should occur . . . weight loss despite constant hunger 
and excessive eating, increased fatigue during nor- 
mal activities, excessive thirst and frequent urination. 





DIET 


PLUS 


INSULIN 
PLUS 


EXERCISE 
EQUALS 


DIABETES 
ONTROL 











If diabetes is found, the usual reward for obedi- 
ence to the doctor’s orders is added years of com- 
fort and of life. Doctors know this. . . and that is 
why those of them who have diabetes live longer 
than other diabetics. 
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Metropolitan Life Insurance Company 


This advertisement is one of a continuing 
series sponsored by Metropolitan in the interest 
of our national health and welfare. It is appear- 
ing in two colors in magazines with a total 
circulation in excess of 35,500,000 including 
Time, Newsweek, Saturday Evening Post, 
Ladies’ Home Journal, Good Housekeeping, 
Redbook, Reader’s Digest, National Geo- 
graphic, U. S. News. 















































of those discussions. 


Discussing the problem of random 
access to policy information on magnetic 
tape records, Mr. Lutz described pro- 
cedures developed in his company to 
cut down the time required to determine 
the status of individual policies. A. D. 
Murch, Prudential, said a storage com- 
puter of the Ramac type was being used 
for jobs where random access to a fairly 
large table of data is needed or where 
accumulations must be made in a lage 
number of categories. 

P. W. Plumley, Travelers, and Ger- 
trude Schlachter, Colonial Life, described 
their companies’ successful use of desk 
size computers. 

J. A. Bevan, Connecticut General, sug- 
gested that the Society of Actuaries 
might well serve as a central clearing 
point for computer programs to be used 
for intercompany studies. 


Employe Benefit Plans 


E. A. Green, John Hancock, was chair- 
man of the session devoted to a dis- 
cussion of Employe Benefit Plans. Miss 
J. W. Beers, Occidental, R. G. Pearson, 
Massachusetts Mutual, B. N. Pike, John 
Hancock, G. N. Watson, Crown Life, 
R. J. Mellman, Prudential, and H. J. 
Stark, Metropolitan Life, discussed their 
companies’ underwriting and dividend 
practices for Group plans which provide 
relatively large amounts of insurance for 
individual lives. All stressed the im- 
portance of limiting higher amounts of 
insurance to the same percentage of 
earnings as for lower income employes. 
Several companies require medical ex- 
aminations or health statements, or more 
restrictive actively at-work provisions. 
All of the speakers reported that their 
companies use some form of pooling of 
claim experience on excess amounts. 

Miss Beers reported that mortality 
experience on excess amounts. of insur- 
ance is worse than normal Group experi- 
ence, and Mr. Pike stated that mortality 
was over 150% of normal for cases with 
a large volume of excess amounts. How- 


ever, Mr. Mellman reported that the 
Prudential’s experience on excess a- 
mounts is better than normal. 


In discussing the underwriting of 
small Groups, Mr. Watson emphasized 
the importance of careful review of all 
available information on employes in 
the top amount class. Miss Beers re- 
ported that mortality experience for 
small Groups is about 120% of normal 
Group experience, but D. M. Irwin, 
Aetna Life, reported that an extensive 
analysis of experience showed no varia- 
tion by size of Group. 

In discussing the underwriting of pro- 
fessional association Groups, Mr. Pear- 
son and J. W. Moran, New York Life, 
stressed the use of schedules of insur- 
ance with amounts decreasing by age. 
Mr. Moran cited a large association case 
on which actual claims were 75% of 
normal at ages below 47 and 150% of 
normal above that age. 

Relative to the market for new Group 
life insurance, C. A. Siegfried, Metro- 
politan Life, noted that the tremendous 
growth in sales in recent years was due 
in large part to the importance of 
Group insurance in labor negotiations. 
He deplored the transfer of coverage 
to obtain more favorable and often in- 
adequate rates for medical expense cov- 
erage. 

G. W. Pickering, Home Life, noted 
increased interest of professional asso- 


ciation and municipal and state em- 
ployes in Group life insurance. He 
emphasized the importance of good 


service in keeping schedules of benefit 
up to date to avoid transfer. 

A. G. Weaver, John Hancock, re- 
ported that the medical profession gen- 
erally likes major medical insurance 
because of the broad coverage and the 
absence of features which might disrupt 
the doctor-patient relationship. How- 
ever, some doctors feel that major medi- 
cal may jeopardize Blue Cross-Blue 





Discussion By Society Of Actuaries 


In the Eastern Underwrter of October 17 appeared part of the discussion at the 
recent meeting of the Society of Actuaries 


in Cincinnati. Following is a continuation 


Shield programs and others feel that 
it will not be successful. 

Mr. Weaver and W. W. Keffer, Con- 
necticut General, pointed out that the 
provisions of major medical contracts 
relating to “necessary and reasonable 
charges” impose an increased burden on 
claim administrators. S. W. Gingery, 
Prudential, reported use of a new pro- 
vision to recognize as “customary” only 
those charges that would be made in 
the absence of insurance. Mr. Keffer 
recommended the development of re- 
gional “relative value” fee schedules. Mr. 
Gingery discussed the administration of 
non-duplication benefits and the need 
to establish priorities for payment of 
claims ‘where there is multiple coverage. 

Mr. Weaver and M. D. Miller, Equit- 
able Society, commented on the im- 
portant work of the Health Insurance 
Council in improving communications 
and liaison between the insurance in- 
dustry and the medical professions and 
hospitals. 

In the discussion of major medical 
premium rate-making, W. A. Milliman 
of Milliman & Robertson, pointed out 
that companies may have relied too 
heavily on-the right to change rates 
annually in developing premium rates. 
C. H. Wain. Prudential. stated that the 
larger liabilities in major medical cov- 
erage impose greater responsibilities on 
the actuary. H. J. Saffeir, Travelers, de- 
scribed a method of developing basic 
cost factors from which rates for various 
types of plans may be derived. 

L. C. Cocheu, Continental Assurance, 
R. D. Albright, Provident Life & Acci- 
dent. H. F. Harrigan. Metropolitan Life, 
and R. M. Duncan, Teachers Insurance, 
discussed the activities of their com- 
panies in the Group long-term disability 
field. To date, the interest in such 
coverage is principally for high-salaried 
employes, but a gradual spread of in- 
terest to encompass employes at all 
levels is anticipated. The policv pro- 
visions used include a strict definition 
of disability and restrictions on the 
amount and duration of henefits: prac- 
tices on integration with Social Security 
and other coverages are not uniform. 
Premium rates are on a one-year fre- 
newable term basis and varv according 
to age and sex, with each company 
using several sources of experience data 
for their derivation. 

Dr. D. M. McGill of the University of 
Pennsylvania described some of the 
projects to be undertaken bv task forces 
of the Pension Research Council. Dr. 
C. H. Fischer, University of Michigan, 
outlined some of the problems which his 
task force would have to face. D. C. 
Bronson, Wyatt Co., discussed some 
additional thoughts concerning actuarial 
soundness which he did not cover in his 
recent book on this subject. G. N. Cal- 
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vert, Alexander & Alexander, pointed 
out that there are no new actuarial 
problems in a variable annuity plan of 
the equity unit type. S. J. Kingston, 
National Life of Vermont, suggested 
using the term probability in defining 
actuarial soundness. William Lumsden 
of Seefurth-McGiveran gave some ex- 
amples of problems which have arisen 
in trusteed plans that were not actuarially 
sound. J. L. Clare of UAW-CIO said 
that his union was quite convinced of 
the necessity of a plan’s being actuari- 
ally sound. W. C. Prouty, Aetna Life, 
feels that present legislation gives suffi- 
cieut protection for pension plans guar- 
anteed by an insurance company. G. A. 
Cooke, Canada Life, explained the Cana- 
dian Income Tax Act provisions in con- 
nection with pension fund contributions. 
J. K. Dyer, Towers, Perrin, Forster & 
Crosby, described the characteristic 
differences between insured and unin- 
sured pension plans. J. A. Hamilton, 
Wyatt Co., discussed the three types of 
pension plans which gear the pension 
benefit to the purchasing power of the 
dollar. 

J. R. Williams, Lincoln National, set 
out the long term Group objectives of 
his company. R. J. Learson, Mutual Of 
New York, suggested that a company 
planning to enter the Group insurance 
field should not waste time on elaborate 
actuarial analysis of surplus margins but 
should study the results of those com- 
panies that have entered this field since 


World War II. 
Individual Ordinary Insurance 


The session on individual Ordinary 
life insurance was conducted by L. M. 
Dorn, New York Life. E. A. Lew, Metro- 
politan Life, reported little improvement 
in male mortality and saw little chance 
for future substantial improvement. F. E. 
Rooke, Canada Life, presented the re- 
sults of a Canadian mortality investiga- 
tion which indicated continuing improve- 
ment in mortality except at younger 
ages. A. C. Webster, Mutual Of New 
York, questioned whether we are main- 
taining selection standards in the light 
of the relatively smaller mortality im- 
provements being reported. 

A. T. Bunyan, Phoenix Mutual, re- 
ported over half of their paid business 
on policies with high early cash values. 
He indicated that first year lapse rates 
were running at double normal rates, and 
this result was confirmed by E. A. 
Dougherty, Union Central. Although 
N. L. Campbell, National Life of Ver- 
mont, reported great popularity for high 
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MORGAN O. DOOLITTLE, 
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A FAMILY INCOME RIDER TO 65 
($20.00 per Thousand) 


THE EXECUTIVE POLICY 
($15,000 Minimum—First year cash value) 


GUARANTEED RENEWABLE 
(Health & Accident—Hospitalization) 
We Welcome Your Inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


An All New== 


DOUGLAS S. FELT 
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A UNIQUE SERVICE 
IS YOURS — 


for the asking! No obligation, and your 
present position protected. More than 20 
years of Insurance Recruiting experience 
gives us the EDGE on the BETTER openings 
with the TOP Companies—most of them on 
the East Coast. Your inquiry is invited. We 
urgently need: 


LIFE ACTUARY $12,500 
ASSOC. LIFE ACTUARY 10,000 + 
ASST. MGR. BONDING ETC. 10,000 + 
ATTORNEY—INS. EXP. 9,000 
ASST. ACTUARY 7,500 


LIFE ACCOUNTING DEPT. MGR. OPEN 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER. 
320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 


“FROM TRAINEE TO EXECUTIVE” 
i, Mi, Ll, Ml, Ml, Ml, Ml, Mi, Mn, Mn, Ms, Mt, 








early cash value policies, W. J. Novem- 
ber, Equitable Society, indicated a rela- 
tively poor reception of a recently in- 
troduced plan. 

C. M. Sternhell, New York Life, J. R. 
Hanson, Massachusetts Mutual, and W. 
K. Nicol, Commonwealth, all reported 
great popularity with agents and policy- 
holders for pre-authorized bank check 
plans, along with excellent acceptance 
by banks. 

W. A. Merriam, Metropolitan Life and 
R. P. Walker, Wisconsin National, 
stated that banks were requiring special 
wording in indemnification agreements 
and felt that a standard agreement was 
desirable. W. A. Merriam, Metropolitan 
Life, remarked that over 35% of their 
Ordinary business was being issued with 
monthly premium payments. 

Paul Rotter, Mutual Benefit, stated 
that they had a substantial increase in 
their average size of policy after the 
introduction of premiums graded by size. 
S. P. Adams, Lincoln National, reported 
a gradual decrease in sales per agent 
along with an overall increase in the 
volume of production per agent. 


(To Be Continued) 








Nationwide Sales Promotion 


For Lane, Hodson, Bennett 


The appointment of three to new sales 
positions in the Group department of 
Nationwide Insurance has _ been an- 
nounced by Walter T. Bradley, Group 
sales manager. 

Robert F, Lane, Group manager of 
the Columbus region since 1955, becomes 
special accounts sales manager. He will 
be succeeded in his regional position by 
Harold C, Hodson, now on the specia 
accounts staff. Joseph L. Bennett, of 
Binghamton, N. Y., who joined Nation- 
wide two months ago, will fill the newly- 
created position of supervisor of Group 
promotion and training. 








Continental Assur. Opens 


New Branch in Omaha 


Continental Assurance has announced 
the establishment of a new branch office 
for the development of brokerage bust- 
ness in Omaha, Neb. Managing the new 
office will be Ralph Steffa, Jr., a vet 
eran Omaha life underwriter who fe 
cently completed a specialized brokerage 
training conference at Continental AS 
surance’s educational headquarters ™ 
Chicago, 
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When a cabinetmaker’s dream took to the rails... 


More than a century ago, a Chicago cabinet- 
maker had a dream-—a bedroom on wheels! 

In the face of much scoffing from his contem- 
poraries, George Pullman went to work on an old 
railroad car, and by 1859 had developed the 
sleeping car that was to revolutionize the travel 
habits of the nation. 

That same year a young man in New York 
launched a new business venture. He, too, was 
the target of skeptical comments from many busi- 
ness leaders. With the threat of a domestic war 
mounting daily, they said, the time was not ripe 
for creating a new life insurance firm. 

Nevertheless, Henry B. Hyde secured a charter. 
On July 28, 1859, The Equitable Life Assurance 
Society of the United States opened for business 
in a one-room, second-floor office in lower New 
York. And like the Pullman Company, The 
Equitable prospered rapidly. 


By the first year’s end, it had one million dol- 
lars’ life insurance in force; the following year, 
this amount trebled. Today, The Equitable has 
become an enduring American institution. Its pre- 
eminent position is based on a superior, well- 
trained agency force. 

For nearly a century, The Man from Equitable 
has been looked upon as a wise and competent 
insurance counselor in his community. Today, 
The Man from Equitable can look forward to 
even greater opportunities for sales and can do 
his work with the confidence that comes from 
knowing he has an agent’s pension plan second 
to none in the industry. 

In his lasting and rewarding association with 
The Equitable, he is bearing out the prophecy 
made by one of the Society’s first underwriters 
who said that the Society was founded “not for 
a day, but for all time.” 


¢ 
THE Equitable LIFE ASSURANCE SOCIETY OF THE U.S. 


393 Seventh Avenue, New York 1, N. Y. 
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Public Relations As 
Service Dept. of Co. 

VIEWS OF JOHN M. K. ABBOTT 

2nd Vice President of New York Life 


Addresses American Mutual Insur- 
ance Alliance 








The public relations office of an insur- 
ance company is primarily a service de- 
partment, available to every other de- 
partment of the company, John M. K. 
Abbott, 2nd vice president of New York 
Life, told a meeting of the American 
Mutual Insurance Alliance at Atlantic 
City recently. 

Mr. Abbott said that like the public 
relations counseling firm which has its 
various clients, the public relations of- 
fice has its clients within the company 
itself. These internal clients have a 
right to expect the technical skills, the 
know-how, of experienced specialists in 
the field of communication, he said, there 
is also the “special viewpoint, a special 
way of looking at things, which a com- 
petent public relations man brings to his 
work.” 

“For example,” said Mr. Abbott, “a 
good public relations man tends to look 
at things from an over-all company 
viewpoint. His is a staff function. His 
activities cut across departmental lines. 
His natural tendency is to think rather 


broadly in terms of the corporate whole 
rather than any of its parts. 


Viewpoint of Public Relations Man 


“A good public relations man is in- 
clined to be very much aware of the 
other fellow’s point of view. It’s his 
job to be. He is inquisitive. Often his 
background is that of a newspaper man. 
He has a tendency to be pretty objective 
and independent in his thinking. 

“A good public relations man is 
strongly inclined to take a long range 
viewpoint. He knows that public opin- 
ion can be a slow-moving but tremen- 
dously potent force. He knows that 
today’s opinion can be tomorrow’s legis- 
lation. He tends to look beyond the 
immediate results of any action to the 
more distant effects. 

“A good public relations man must 

also bring to his work maturity and 
good judgment. Without that, his ability 
to earn the confidence of those with 
whom he collaborates is reduced and his 
contribution must be limited. 
_ “Because of the very nature of pub- 
lic relations activities, I do not believe 
they are susceptible to precise measure- 
ment. This does not mean, however, that 
public relations people, or the manage- 
ment people to whom they report, have 
no way to evaluate such activities. It 
simply means that their evaluation must 
be more art than science. 

“Public relations has to do with peo- 
ple’s attitudes and feelings and impres- 
sions. In this area we cannot expect 
to go by slide rule, calipers or scales. 
We can only gather all available evi- 
dence, consider it carefully, and then 
decide—and act—on the basis of good 
judgment.” 





Guardian Names R. E. Lee 
Manager at Jacksonville 


R. E. Lee has been appointed man- 
ager for the Guardian Life of America 
in Jacksonville, Fla. 

A native of Florida, Mr. Lee attended 
DeLand schools and is a graduate of 
the Stetson University Law School. 
Afer several years as a claims adjuster 
and manager in Jacksonville, he entered 
the life insurance business in 1954 and 
was a division manager with The Pru- 
dential prior to his Guardian appoint- 
ment, 

Mr. Lee is a member of the Jackson- 
ville Life Underwriters Association and 
of the Florida Tackle and Gun Club, 
and has been active in Community 
Chest-United Fund drives for several 
years, 


Bankers National Life 
Introduces Family Policy 


Bankers National Life, Montclair, 
N. J., has introduced a new family policy 
featuring guaranteed cost insurance on 
the husband with Term insurance to the 
husband’s age 65 on the wife, and Term 


insurance for each child to his 25th 
birthday, or the husband’s age 65 if 
prior. each 

Low cost, non-participating endow- 


ment at Age 85 insurance was selected 
as the basic form of insurance to permit 
the husband to purchase adequate 
amounts of insurance on his own life. 
The family policy is written within limits 
of $5,000 to $25,C00 on the husband. 

For each $5,000 basic face amount, 
there is $1,000 on the wife, if she is the 
same age as her husband, expiring on 
the adjustment date of the policy when 
the husband reaches age 65. At that 
time and without evidence of insur- 
ability, the wife may elect to convert 
her Term insurance to a permanent plan, 
or she may select a _ paid-up option 
which will give her a paid-up $1,000 
non-participating Endowment at Age 85 
policy, if she is the same age as her 
husband. 

A conversion privilege for the children 
permits the Term insurance to be con- 





Washington National Names 
J. A. McPherson in Phoenix 


James A. McPherson has been ap- 
pointed general agent in Phoenix, Ari- 
zona, for Washington National accord- 
ing to an announcement by P. W. Watt, 
president. 

Mr. McPherson entered the insurance 
business in 1952. After acquiring experi- 


ence in selling life and accident and 
sickness insurance, he spent several 
years in classroom and field training 


of new salesmen. In 1955, Mr. McPher- 
son was appointed assistant director of 
training for a western life insurance 
company. Two years later he adavnced 
to the position of western regional su- 
pervisor of life sales working with 14 
agencies in 11 western states. In 1957, 
Mr. McPherson became agency super- 
visor for his former company’s North- 
ern California agency thus becoming 
responsible for the recruiting and train- 
ing of new sales representatives. 





verted without evidence of insurability 
to a permanent plan on the adjustment 
date of the policy or at their 25th 
birthday if earlier, to an amount up to 
5 times the Term insurance. All chil- 
dren born after the policy is issued will 
be covered for $1,000 each at age 15 
days, with no additional premium. 








CHIEF ACTUARY 


Exceptional opportunity with new 
life insurance company (N. Y. City), 
affiliated with established property and 
casualty organization; expanding rapid- 
ly in Life and Accident & Sickness 
fields. Broad actuarial experience 
necessary. Write in strict confidence 
to Box 2655, The Eastern Underwriter, 
93 Nassau Street, New York 38, N. Y. 














Made Woodmen Director 


Judge Barrington T. Hill, Wadesboro, 
N. C., has been appointed to the board 
of directors as national sentry of Wood- 
men of the World Life Insurance Sogi- 
ety, it was announced by President 
Howard M. Lundgren. Mr. Hill is judge 
of the Anson County (N.C.) Criminal 
Court. He is a former mayor of Wades- 
boro 

Mr. Hill has served as chairman of 
Woodmen’s national legislative commit- 
tee. He was head consul of North Caro- 
lina 1951-53; delegate from North Core. 
lina to the national convention in 1957, 
He is past consul commander of Mag- 
nolia Camp 4, Wadesboro. 






























EASTERN Litt 


best 





O 


YOUR SELLING POWER IS GREATER 


WITH EASTERN LIFE BECAUSE YOU HAVE 


MORE TO OFFER! 


Eastern Life increases your opportunity to sell 
...by giving your prospects a wider variety of 
reasons to buy. There’s a policy or plan to fit 
every need! 

This highly personal company is liberal in its 
underwriting... and flexible to meet the require- 
ments of your prospects. It goes to unusual ends 
to help you offer maximum coverage by providing 
many basic plans and supplemental riders. 

Among agents and brokers, this service has been 
familiarly called L F P. Spelled out, it means 
Liberal Flexible Protection. What L F P can 
mean to you is reflected in this statement by Mr. 
Henry Levine, an outstanding General Agent for 
Eastern Life in New York City who says: 

“Eastern’s new plans and progressive ideas have 
helped our agents do a superb job. This is the 


affiliation I’ve had in my many years of 


agency experience.” 


INSURANCE COMPANY OF NEW YORK 


Home Office: 386 Fourth Ave., N. Y. 16, N. Y. 


GENERAL AGENCY OPPORTUNITIES AVAILABLE IN: Connecticut, 
Delaware, District of Columbia, New York and Pennsylvania. 


Communicate with: MURRAY APRIL, Director of Agencies 
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Heads Mutual Trust Life’s 


General Agents Association 





Melkon Studio 
BERNARD S. BERGEN 


At the annual meeting of the General 
Agents Association of Mutual Trust Life 
held recently in Chicago, Bernard S. 
Bergen, general agent in Brooklyn, was 
elected president. This is the first time 
in the history of the association that 
a former president was asked to take 
the presidency for the second time. Mr. 
Bergen was president in 1952-53. Also 
elected were Charles W. Walter, Cincin- 
nati, first vice president; Fred Liver- 
more, Pomona, Cal., second vice presi- 
dent; Waldo B. Carlson, Iron Moun- 
tain, Mich., secretary-treasurer. Elected 
to the board of directors were John P. 
Grissinger, Harrisburg, Pa.; George D. 
Holgate, Eau Claire, Wis.; Paul H. 
Jurnove, Hempstead, N. Y.; Roy E. 
Pease, Sumner, Iowa. 

Opening speaker was Burkett S. 
Hughie, director of company relations 
of LLAMA, who had for his topic “Let’s 
Take an Optimistic Look at Agency 
Work.” Closing speaker at the opening 
day’s morning session was Bernard S. 
Bergen, who spoke on “The Market for 
Pension Trusts Among the Small Closed 
Corporations.” Participants of a panel 
discussion on agency building held in the 
alternoon included Fred Livermore, 
Waldo B. Carlson, Jerome Franksen and 
Paul H. Jurnove. 

The first day’s session was closed with 
ademonstration of visual selling through 
the medium of a portable screen and 
recorder. 

Raymond Olson, Mutual Trust presi- 
dent, spoke at the luncheon meeting on 
the second day. He voiced optimism for 
ths coming years and said that 1959 may 
e the largest year in the history of 
the life insurance business. 

The two-day meeting of the General 
Agents Association was held in the 
auditorium of the new home office of 
Mutual Trust Life. 





American United Appoints 
E. W. Seevers, P. W. Clemens 


Erwin W. Seevers of Phoenix, Ari- 
zona, and P. W. Clemens of San Diego, 
a, are new agency managers for 
American United Life. 

. Mr. Seevers, who has six years of life 
Nsurance experience, was man of the 
Year and won the triple award for sales 
‘olume, premium and number of lives 
"sured while attending the Life Insur- 
ince Marketing Institute at Purdue. He 
attended Concordia Seminary. 

an. lemens had three years experi- 
he f as a life insurance agent when 
2 ecame a unit supervisor for Ameri- 
1 United four months ago. He was 
ingles leader in his agency in 1956 and 






First Colony Life Names 
G. P. Leigh, Jr. in Norfolk 


First Colony Life opened another new 
agency. Meade McMillen, CLU, execu- 
tive vice president and ‘director of agen- 
cies for the company announced that 
new offices have been opened in Norfolk, 
Va. George P. Leigh, Jr. has been ap- 
pointed agency manager. 

A native of Norfolk, Mr. Leigh at- 
tended Maury High School and Har- 
grave Military Academy. After leaving 
school he spent a number of years as 


an entertainer, principally on radio and 
TV in Philadelphia. He also entertained 
troops while in the service during World 
War II 

Mr. Leigh has had a long career as 
salesman, sales manager and manager 
with a large appliance dealer in Norfolk. 
He first entered the life insurance field 
in 1952 with Lincoln National. In 1956 
he joined the staff of Southern Life in 
Norfolk. He was awarded a bronze 
plaque in 1957 for having been second 
high in sales production for the entire 
company in paid business. He served 
on the board of. directors of the Nor- 
folk Life Underwriters Association this 
past year. 


MONY Group Leader 


Mutual Of New York’s Group insur- 
ance office in Denver was the company’s 
Group office for the month of Septem- 
ber, it was announced today by Richard 
J. Learson, vice president for Group in- 
surance, Denver earned this distinction 
by leading MONY’s Group offices 
throughout the country in quantity and 
quality of production of Group insur- 
ance and employe benefit plans. Ronald 
E. Tobey is Group and pension special- 
ist in Denver. 





GUARDIAN Offers 





General insurance brokers and 
surplus writers are cordially 
invited to call their Guardian 


manager, or the— 


Regional Group Office 
150 Broadway 
BEekman 3-1720 


Medical. 


ees and their 


a 


by law. 





dependents, 


GROUP 
MAJOR 
MEDICAL 


with the same features that 
have made our 
Major Medical 
the industry! 


individual 
the talk of 


* Lifetime Coverage available while policy is in force 
—Continued coverage for retired employees and their 
dependents provided under either the Group plan 
or by conversion to Guardian’s Individual Major 


—Same conversion privilege for terminating employ- 


for dependents of 


deceased employees, and for dependent children 
reaching limiting age. 


* No General Co-insurance 
Per Illness Maximum (aggregate maximum after age 65). 


* May be superimposed on Blue Cross, Blue Shield, or any 
Guardian base plan—or written without a base plan. 


* Written on groups as small as 10 lives, where permitted 


%* Modern commission scale, including lifetime renewals. 


The GUARDIAN Life Insurance Company OF AMERICA 


A Mutual Company ® Established 1860 


50 UNION SQUARE, NEW YORK 3, N. Y. 





Seattle Public Library 
OCT 28 
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Louis W. Dawson 30 Years 
With Mutual Of New York 


Louis W. Dawson, president, Mutual 
Of New York, on October 20 celebrated 
his 30th anniversary with the company. 
A graduate of Cornell Law School he 
was a partner in firm of Powell, Low rie 
& Ruch before joining the company’s 
legal department. He was advanced to 
assistant general counsel in 1936 and 
two years later became vice president 
and general counsel. Elected a trustee 
in 1941 and executive vice president in 
1949 he became president in 1950. 

A native of Boonton, N. J., where his 
family operated a lumber business, Mr. 
Dawson was in Cornell’s School of 
Forestry before transferring to law 
where he became an honor student. 





Washington Nat’! Offers 
New Exec. Special Policy 


An executive special life policy with a 
$25,000 minimum is now being otfered 
by Washington National of Evanston, Ill. 
Guaranteed features of the policy— 
whole life paid up at age 90—uinclude 
liberal cash and loan values for emer- 
gencies, retirement income, flexible 
settlement options, common disaster pro- 
vision, permanent protection at present 
low rates and spendthrift provision. 
Available at a small extra cost are 
waiver of premium, accidental death 
benefits, and additional temporary pro- 
tection. 

The whole life paid up at 90 plan, like 
the other whole life policies issued by 
the company, provides for the payment 
of the face amount at the death of the 
insured. Premiums are payable to age 
9) or until prior death. 

Purchasers of the policy must be at 
least 10 years of age and not over 70. 
Since the minimum amount issued on 
the plan is above the company’s non- 
medical limits, a medical examination is 
required in all cases. 

No estimates of net costs are made 
in this prestige contract sold only in 
larger amounts and at a reduced pre- 
mium. All rates and payments are 
guaranteed. 





United States Life Names 


Two New General Agencies 
United States Life has announced the 
appointment of two new general agen- 


cies, W. E. Lord Co., Cincinnati, and 
Minkler & Herzog, "Mountain Vi lew, 
Calif. 


Started in 1914 by the late W. E. 
Lord, the Lord Agency began as pri- 
marily an accident and health agency. 
It soon expanded and began writing 
life and other lines. In 1925 the agency 
was incorporated and in five years had 
become one of the country’s leading 
accident and health agencies. It con- 
tinued to grow and by 1950 was doing 
a large volume of business in all cover- 
ages. 

Headed by W. E. Lord until his death 
recently, the agency is now under the 
direction of William H. Wagner, ex- 
ecutive vice president; J. Earl Klein, 
vice president and secretary, and P. B. 
Lord, vice president. 

Active in insurance management for 
the past 12 years, John Heneage will 
head the life Group and accident and 
health departments of the 40-year-old 
Minkler & Herzog Agency, one of the 
largest general lines agencies in Cali- 
fornia. Formerly with State Mutual Life 
and Continental Assurance, Mr. Heneage 
has served in managerial capacities in 
the midwest and on the west coast. 





GREAT-WEST NAMES F. M. LONG 

F. M. Long has been appointed super- 
visor of the Portland branch of Great- 
West Life, G. D. Elonka, the company’s 
branch manager has announced. 

Mr. Long, who had several years 
experience in the life insurafice business 
prior to joining Great-West Life. will 
be associated with Mr. Elonka in direct- 
ing the company’s sales activities in 
Oregon. 


Heads NALU P.R. Committee 


The 1958-59 public relations committee 
of the National Association of Life Un- 
derwriters will be headed by William 
E. North, who as 1957-58 membership 
committee chairman has led NALU to 
a record high membership of more than 
75,000. 

“In promotional and Chamber of Com- 
merce management in Oregon before he 
came into life insurance, Bill North dis- 
played a high talent for public relations,” 
said NALU President Oren D. Pritchard 
in announcing the appointment. “He has 
cultivated this talent ever since, climaxed 
by numerous public relations successes 
in breaking the membership record.” 

Mr. North, a CLU, is manager at 
Evanston, Ill., for New York Life. Last 
month he was elected secretary of 
NALU, which means that he probably 
will be elected president in 1960. During 
World War I he interrupted his high 
schooling to join the Navy. Later he 
was graduated from Oregon State Col- 
lege. 

Oren D. Pritchard, president of 
NALU, also announced the reappoint- 
ment of two NALU committee heads. 
They are: committee on estate planning, 
Ellen Putnam, CLU, National Life of 
Vermont representative at Rochester, 
N. Y., and bylaws, David M. Blumberg, 
Massachusetts Mutual general agent at 
Knoxville. 





Howard Made Supervisor 

The appointment of Mortimer D. 
Howard as staff supervisor has been an- 
nounced by H. Martin Nunnelley, CLU, 
general agent in Nashville for the Mass- 
achusetts Mutual Life. A _ native of 
Auburn, Maine, Mr. Howard was vice 
president and factory manager of the 


United Biscuit Co. of America before 
joining the Massachusetts Mutual in 
1956 as a full time agent. An Army 


veteran, he is a member of the Exchange 
Club and the Elks in Nashville and 
serves as a district representative of the 
30y Scouts of America. Mr. and Mrs, 
Howard have four children. 





Conn. Mutual Continues 


Record-Breaking Sales 


Sales continue at record-breaking 
levels, reports Connecticut Mutual Life. 
Third-quarter sales were $137 million, 
boosting the total for the year to date 
to $390,715,300, up 14% over 1957. Sep- 
tember sales were 25% ahead of a year 
ago, and six of the top ten production 
months in company history have been 
posted this year. 

Sixty-four of the company’s 82 gen- 
eral agencies have posted gains for the 
year to date. The top ten are: Halsey 
D. Josephson, New York; Henry C. 
Hunken, Chicago; Edward B. Bates, Los 
Angeles; David B. Fluegelman, New 
York; John M. Fraser, New York; 
Ralph H. Love, Hartford; Melzar C. 
Jones, Los Angeles; Paul C. Kaul, 
Omaha; Edward C. Jahn, Newark, and 
Frank Carlucci, Wilkes-Barre. 
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United eo Life 


Call 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 





General Agent 


The United States Life Insurance Co. 
In the City of New York 











Northwestern Mutual’s 
Two-Week Career School 


Fifty of the most successful newer 
agents of Northwestern Mutual Life, 
representing 23 states and the District 
of Columbia, are in Milwaukee attend- 
ing a two-week career school October 
20-31 at the firm’s home office. 

To accommodate the remainder of 
some 70 agents who had enrolled for 
the October school, Director of Educa- 
tion and Field Training Harold W. 
Gardiner is scheduling another complete 
career school for December. This will be 
the first time that the school, conducted 
biannually since 1947, has been held 
three times in a year. Enrollment in 
each school, Mr. Gardiner explained, 
must be limited to insure the individual 
attention so important to each partici- 
pant. 

The course of study is designed to 
introduce advanced areas of life insur- 
ance underwriting to newer NML agents 
and includes life insurance fundamentals, 
the latest underwriting techniques, and 
Northwestern Mutual’s most recent prac- 
tices. In addition, special sessions are 
devoted to family income planning, part- 
nerships and corporation insurance, re- 
tirement plans and pension trusts. 

Certificates will be awarded to agents 
successfully completing the course. 





Bishop and MacNaughton 


Promoted by Prudential 
Election of Donald E. Bishop to 
second vice president of The Prudential 
was announced by Carrol M. Shanks, 
president. Promotion of Donald S. Mac- 
Naughton to associate general solicitor 
in the company’s law department was 
also announced. 

Mr. Bishop will supervise sales opera- 
tions for Prudential’s south-central home 
office at Jacksonville, Fla. He has been 
executive director of agencies for the 
company’s southwestern home office, 
Houston, Texas. He started his Pruden- 
tial career at Jacksonville in 1930. 

Mr. MacNaughton joined Prudential 
in 1955, as an associate counsel. He had 
been deputy superintendent of insurance 
for the State of New York. Later, he 
“oy promoted to assistant general coun- 
sel. 
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MASSACHUSETTS INDEMNITY 
and LIFE INSURANCE COMPANY 


BOSTON 
Specialists in Quality =" Insurance 





Quality is never attained by accident but is the result of 
high intentions, sincere effort and intelligent direction. 
LOYAL ATKINSON 
General Agent 
New York ° 


MU 7-5212 








Imagine / 


INDIVIDUAL TERM 
INSURANCE 


(Non-Par) 


At Age 35—Only 39 cents 
per Month per $1,000. 
MINIMUM $25,000 


Call Us for Details 




















WHITE & 
WINSTON 


INC. 


The UNITED STATES LIFE 
INSURANCE CO 


Interstate L. & A. Manager 
William Hays Pogue has been nam 
manager of Interstate Life & Accident’ 


district number ge in Memphis an- 
nounces David F. Johnson, vice presi- 
dent and mané wer ne agencies. 

A native of Chattanooga, Mr. Pogue 
has been a member of the Interstate Life 
organization for ten years having started 
his career in the home office IBM de- 
partment in 1948. After two years in 
the home office, he decided to enter the 
sales end of the business and was given 
a debit in Chattanooga. In_ his first 
full year as an agent Mr. Pogue was 
named “Agent-of-the-Year” in division 
two, comprising Tennessee, Kentucky 
and Virginia, and was the leading pro- 
ducer of Ordinary insurance for the 
entire company. Two years later he was 
promoted to staff manager and _ subse: 
quently was named a field trainer—a po 
sition he held until his present appoint: 
ment. 





Republic National Names 
Corpus Christi Manager 


David B. y, adi Jr., has been name( 
branch manager in Corpus Christi 
Texas by Republic National Life, accoré- 
ing to Howard Channell, assistant vice 
president and director of branch offices. 

A native Texan, Mr. Hargis attended 
schools at Orange, and later graduate 
from the University of Texas. He served 
for four years in the armed services 
during World War II, and did graduate 
work at Lewis and Clark College, Port 
land, Oregon after receiving his dis 
charge. He later attended SMU Instr 
tute of Life Insurance Marketing. 

Mr. Hargis entered the life insurance 
business in 1951 as a field representative 
He was promoted to district manager 10 
a large western company in 1954, a 
held the position of agency manager © 
fore accepting the post he currently 
holds with Republic National Life. 
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Heads Federation Drive 








SAMUEL D. ROSAN 


Samuel D. Rosan, Continental Assur- 
ance, New York, will head the 1958-59 
life insurance division drive on behalf 
of the Federation of Jewish Philan- 
thropies, according to an announcement 
by Gustave L. Levy, president of Feder- 
ation. 

As head of the life insurance division 
in the forty-first citywide campaign of 
the Federation in support of 116 hospi- 
tals and other institutions, Mr. Rosan 
will guide a committee of life insurance 
division leaders in planning their annual 
luncheon and drive in a year when 
Federation’s agencies striving to 
avoid a crisis in maintenance of services, 
personnel and research. Mr. Rosan noted 


that these outstanding communal service 
institutions depend upon the citywide 
Federation campaign for funds necessary 
to meet the needs of 700,000 persons of 
all races and creeds annually. 
Federation’s 116 outstanding agencies 


are 


n namd 
ecident's 
his an- 
-e presi- 








in Long Island, Westchester and _ all 
: parts of New York City include hospi- 
; Pogue tals, homes for the aged, camps and 
pate Lite community centers, child care and family 
5 . service agencies dedicated to making the 
BM de- city a better place in which to work and 
years iB jive 
nter the 
as given 
is first . . 
ie vag Committee Chairmen Named 
avis _ By Women Leaders Group 
ing pro- At its first meeting since the annual 
for the Convention of NALU, Women Leaders 
- he wag Round Table, headed by Suzanne Audet, 
1 subse-# [he Prudential of England at Quebec, 


named the following chairmen and their 





r—a po 
ae 4 committees: Florence Axelson, State 
Mutual Life, Minneapolis, program; 
Helen Tall, New England Life, Towsen, 
Md, membership; Margaret Vogelsang, 
nes Connecticut Mutual, Manitowoc, Wis., 
tominations; Grace Ross, New York 
anager life, Brooklyn, publicity; Hermine 
n named Auhn, independent underwriter at New 
Christifg {9rk, historian; Florence McConnell, 
_ accord: John Hancock, Galesburg, Ill, educa- 
‘ant vice "On; Elsie Doyle, Union Central, Cin- 
h offices. “Mati, memorial. 
attended The board also decided to create a 
‘raduated "mance committee. The new committee 
fe servelm ‘lairman will be named at a later date. 
services 
graduate 
ge, i OLD REPUBLIC NAMES LEVY 
- sti Joseph J. Levy, Long Beach, N. Y., 
cna a been appointed an executive field 


inderwriter by Old Republic Life, Chi- 
ago. Mr. Levy, with the KFS Agency, 
ar Rockaway, N. Y., has long been 
os4,_ an ative in the insurance field and most 
a recently with Metropolitan Life where 


ager be- ° 
sien ntiiy © Was a member of the President’s 
current Cup 


Jife. 


nsurance 
sentative 
nager for 





Award for National of Vt. 


National Life of Vermont has received 
a national award for a sound slide film 
for recruiting agents. The second place 
award was announced: recently in New 
York at the 6th annual awards luncheon 
sponsored by the National Visual Pre- 
sentation Association and Sales Execu- 
tives Club of New York. 

Clyde R. Welman, CLU, agency vice 
president, said National Life was the 


only life insurance company in the coun- 
try to win an award. More than 200 


a sales tool... 


for the agent with 


clear vision... 
and a desire 


films submitted by all types of indus- 
try were entered for the six categories 
in the contest. A total of 85 films were 
judged in the sound slide film category. 

Mr. Welman said his company’s 15- 
minute color slide film entitled “Your 
Future with National Life,” is used by 
National’s general agencies throughout 
the country in recruiting top caliber 
agents for life careers with the com- 


pany. 
The slide film, released earlier this 
year, was produced by H. D. Rose & 
Co., New York. 


FOR THE MAN 


Old Republic Dividend 


The board of directors of Old Repub- 
lic Life of Chicago, at a recent meeting, 
declared the regular quarterly dividend 
of 20¢ per share, payable November 1, to 
stockholders of record October 17. 





MADE DISTRICT MANAGERS 
John W. Turnage and R. H. Klein 


have been named district managers for 
the Occidental Life of North Carolina. 
Mr. Turnage will be located at Green- 
ville, N.C., and Mr. Klein at San An- 
tonio. 


WHO HAS ARRIVED 


.» AND 
FOR THE MAN 
ON HIS WAY 


to upgrade his earnings 


$25,000.00 


ay Mina 


¥ 


executive SPECIAL 


Keyed to the 
Executive Field 


MINIMUM POLICY 









SPECIAL” 





policyowners. 


Executives today are finding life insurance the 
answer to many tax and business security prob- 
lems. They are buying ever larger amounts to safe- 
guard their families as well. 

Accustomed as they are to quantity discounts in 
business dealings they give strong approval to the 
economy feature in our new “EXECUTIVE 


A prestige contract sold only in larger amounts 
and at a reduced premium, the “Executive Spe- 
cial” is designed for “Men of Stature”—our agents, 
and their growing list of top-level prospects and 


WASHINGTON NATIONAL INSURANCE COMPANY 


EVANSTON, ILLINOIS 
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INSURANCE MEDICAL RESEARCH 


One of the finest activities sponsored 
by insurance companies is the Life Insur- 
ance Medical Research Fund. 

Formed to encourage and support re- 
search on cardiovascular problems it has 
allocated a total sum which now amounts 
to more than $10,300,000. Through grants 
to institutions aid has been given to 
some 300 research programs dealing with 
a wide range of subjects. Young men and 


women have been supported while 
obtaining research training through 370 
fellowships. Awards have helped re- 


search in 126 institutions, including cen- 
ters widely distributed in the United 
States and Canada and a few abroad. 


As a result large gaps in knowledge 
of cardiovascular functions and of re- 
lated nutritional and metabolic factors 
are being gradually filled by new infor- 
The advances have been made 
hyper- 
other 
indi- 


mation. 
in knowledge of arteriosclerosis, 
tension, rheumatic disease and 
cardiovascular conditions. Results 
cating a linkage between arteriosclerosis 
and fat metabolism have accumulated. 
It has been shown in animals that fat 
deposits in arterial walls parallel blood 
cholesterol levels’ when these are ele- 
vated by feeding fats. Such deposits 
can be produced by long-continued very 
moderate elevations of blood fats. Of 
special interest are recent findings which 
tend to indicate fatty materials in the 
acute process of coronary thrombosis or 
occlusion. 

Hitherto, the experimental production 
of sclerotic damage in arterial walls has 
thrown little light on the development 
of coronary occlusion. A large part of 
the Fund’s contributions helps studies of 
fat metabolism. 


“Since this is fundamental research, 
it bears not only on the special prob- 
lem of arteriosclerosis but also on the 
question as to the fats desirable in diets, 
a question broadly affecting health,” 
Chairman Carrol M. Shanks of 
the Fund. 


says 


The other types of research, well 


under way, are expected to make further 
improvement in treatment of these dis- 
eases which cause so many deaths in our 








highly complex and speeded up, civiliza- 
tion. As a result of developments of past 
few years heart surgery is now widely 
performed to correct a_ considerable 
number of varied defects. 

On board of directors of the fund are 
top executives of 11 insurance com- 
panies, 





David F. Chapin, manager of the ac- 
tivities and services division of Equitable 
Life Assurance Society’s personnel de- 
partment, was co-chairman of a special 
seminar on employe recreation in New 
York recently. Chapin is president 
of the Industrial Recreation Directors of 
New York who co-sponsored the event 
with the Long Island and National In- 
dustrial Recreation Associations. The 
other co-chairman was Fred Ridolf of 
the Long Island Fund, president of the 
Long Island Industrial Recreation Asso- 
ciation. Seminar panels explained the 
purposes and types of employe recreation 
programs, how they can be financed and 
how participation in them can be pro- 
moted. 

et a 

A dinner in honor to Julius S. Wikler, 
New York State Superintendent of In- 
surance, will be tendered by the Home 
of the Sons and Daughters of Israel 
on November 2 at the Waldorf-Astoria. 
The Home is maintained for the most 
part from charitable contributions and 
fund raising activities. 

Leffert Holz, former superintendent, is 
chairman of the dinner committee. 

* * * 


H. Fred Monley of the Prudential has 
been elected chairman of the Training 
Directors Association, New York City 
Area. Also named for the coming year 
were Howard Conley, CLU, of New York 
Life, vice chairman, and Alfred Cranwill, 
CLU, of Institute of Life Insurance, 
secretary. The officers have selected 
Tuesday, February 10, for an all-day 
meeting of the association. 

x * * 

Canada Life announces the appoint- 
ment of William J. Hymes as manager 
of the Buffalo branch. He is a graduate 
of Canisius College. 

* * 

Edward P. Lyons has been promoted 
to staff supervisor in the claim depart- 
ment at the American Insurance Group’s 
Minneapolis branch office. He is being 
transferred from the group’s head office 
at Newark, N. J., where he has been a 
claim examiner for two years. Mr. Lyons 
started with the group in Kansas ‘City 
as a claim adjuster in 1946 and was made 
supervisor of the Denver service office 
in 1953. He attended Kansas State Uni- 
versity and served as an Air Force cap- 


tain in World War II. 
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Louise Ilse, associate manager, Group sales research and communication for J ‘a! 
Equitable Society, has been named Business Woman of the Year by National % 
Federation of Business and Professional Women, metropolitan area. The ceremony § %S° 
was held in New York’s Rainbow Grill of Rockefeller Center. In accompanying J 0"! 
picture, surrounding the award recipient, are (1. to r.) Edward Robie, second vice § ?#"! 
president-personnel; Merle Gulick, vice president in charge of Group; Mrs. Ilse, healt 
William J. Graham of board of directors; Norma Glasser, personnel assistant; and § J" 
John Hines, second vice president. x, - 
Louise Ilse, who holds degrees of B.S., M.A. and Ph.D., attended Columbia ". 
University. She was appointed supervisor of Equitable Group insurance department . 
; Ses eee ¢ ; : : ; ~ te the 
in 1937, first Equitable woman to become an executive. She had joined the com- . 
pany as a temporary employe under Mr. Graham. She is author of a book, “Group a 
Insurance and Employe Retirement Plan.” Her husband, Gustave Ilse, is in the 0» 
automotive sales field. — 
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PRUDENTIAL BIRTHDAY — Carrol anit 
hanks, center, president of The H tee. — 
Prudential, cuts the cake at the com- Ata 
pany’s 83rd birthday luncheon October & pofitan 
10 in Newark. He gets help from New Safe, 
GRANT BULKLEY Jersey Governor Robert B. Meyner,@ proc: jo, 
left, and Newark Mayor Leo P. Carlin @ y,.1. ( 
Grant Bulkley, vice president of Spring- | More than 800 business and _ civic leaders ¢. [3 
field-Monarch Companies, will be guest ®@ttended the traditional buffet luncheot. @ Standar 
speaker at the meeting ‘of the Boston ‘ bea ep “Radiat 
chapter of the American Society of Appointment of Seymour M. Rosen: @ yj...» 
Appraisers on November 10 at the En- Wasser as sté uff supervisor has been a0 @f recent , 
gineers Club in Boston. He will speak nounced by Ruben Gold, CLU, general Capacity 
“Depreciation—Its Importance in In- agent for Massachusetts Mutual Life in secre 
surance Appraisals and Loss Adjusting.” Detroit. In his new position, Mr. Rosen- ards tec 
Mr. Bulkley is a graduate of Sheffield Wasser will assist in the recuriting and ehergy ; 
School at Yale, class of 1917, and was training of new personnel. lean St: 
an engineer with the National Board of ——— ea (ft 
Fire Underwriters until 1920, After serv- ment. From 1943 for years he hi andled Meeting: 
ice as a special agent in the New York loss department operations in the East- Nuclear 
and New England fields he joined the ern department until elevated to his ation m 
Springfield at San Francisco in 1930. present post as head of all loss opera-@ ican So 
Two years later he became deputy man- tions for the group in the United States Standare 
acer of the Pacific department and in and Canada. He is a past. president of can Ind 
1936 was transferred to Chicago. In the Loss Executives Association and 0 America: 
1939 he went to the home office at the New England Claims Executives § Previous 
Springfield, Mass., becoming vice presi- Conference and serves on important™ lan Sta 
dent in charge of the Canadian depart- committees of the NBFU. Liberty 
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Safety Engineers Chairman 


Thomas J. Berk, safety consultant, 
Metropolitan Life, is currently chairman 
of American Society of Safety Engi- 
neers, metropolitan chapter; president, 
Veterans of Safety; president, Safety 
Executives Club; and secretary, Tech- 
nical Societies Council of New York. He 
has long been widely known as a con- 
sultant in the field of occupational and 
traffic safety. 


on For the past 15 years he has been 
-emony sociated with the Metropolitan Life’s 
anying § CoMtinuing program of safety education, 
id vice @ Part of that company’s nation-wide 
3. te health and welfare campaign. Prior to 
it: and @ Joming Metropolitan, he was in charge 
se of training programs for inspectors of 
Sunil New York State’s Department of Labor. 
ote In 1950 Mr. Berk presented papers at 
eam. the National Safety Congress and at 
ype regional safety conferences on off-the- 
Group job accident prevention. He also lec- 







in the B tured at New York University, Rutgers 
and Penn State on motor vehicle fleet 
operation problems. His articles have 
appeared in National Safety News, Safe- 
ty Engineering News Letter, Occupa- 
tion Hazards and other m: igazines in 
the field. 

The metropolitan chapter is composed 
of 636 members engaged in public and 
industrial safety in metropolitan New 
York area. Of the 68 chapters of the 
American Society of Safety Engineers 
the metropolitan New York area is the 
largest with a total membership of more 
than 7,200. 

Of the 31 members of the executive 
committee of American Societv of Safe- 
ty Engineers nine have insurance affili- 
ations. In addition to Mr. Berk these 
insurance men are Carl F. Olander and 
Frederick F. Beik, American Insurance 
Group ; Harry W. Becker, Home Indem- 
nity ; Lawrence A. Carvey, General Fire 
& Casualty; William E. Dillon, State 
Insurance Fund; James F. Van Namee, 
Association of Casualty and Surety Com- 
panies; Thomas H. Appert, General Ac- 
cident; and John S. Bowman, Liberty 
Mutual. Most are chairmen of commit- 
tees. 

At a meeting this month of the metro- 
politan chapter of American Society of 


Carrol 
ne 

com- 
etober 


| New Bf Safety Engineers at which Mr. Berk 
vin presided at the Masonic Club, New 
oo aes City, the chief speaker was Henry 
aders @ (. Lamb, safety engineer, American 
sheon. Standards Association, his topic being 
ite, “Radiation Safety —A World’s Eye 
osen @ View.” Giving an on-the-spot review of 
n aa recent developments in nuclear safety a 
tis capacity audience heard him. Mr. Lamb 
ie "Hl is secretary of the International Stand- 
ose’ @ ards technical committee 85 on nuclear 


z and tnergy and heads up the work of Amer- 


tan Standards staff on subject. As a 
—— @ Staff representative he has attended 
ndled Meetings on the International Project on 
East-@ Nuclear Energy in Geneva. His associ- 
) his ation memberships have included Amer- 
pera ican Society of Mechanical Engineers, 
tates @ Standards Engineering Society, Ameri- 
nt off can Industrial Hygiene Association and 
nd of ff American Society for Testing Materials. 
tives’ B Previous to his connection with Amer- 
rtant ican Standards Association he was with 


iberty Mutual Insurance Co. 


























Following Mr. Lamb’s talk Chairman 
Berk, presented Albert S. Regular of 
Westwood, N. J., with a life membership 
in American Society of SE and in metro- 
politan chapter of the Society. A 
graduate of Cornell Mr. Regular has 
lectured at many colleges; is on board 
of American Museum of Safety and of 
American Management Association, and 
for four years was with Liberty Mu- 
tual. He has been a vice president for 
engineering of National Safety Council. 

Chairman of metropolitan chapter of 
American Society of Safety Engineers 
public relations committee is A. B. Pettit 
of the industrial health and safety divi- 
sion of W. R. Grace & Co. He is editor 
of The Grace Sentinel published by that 
organization. Predecessor of that maga- 
zine was the Davison Sentinel. The Sen- 
tinel circulates in 26 nations. Most of 
the articles are in English but some are 
translated into other languages. 

* ~ “* 
Better Reading Habits 

At the National Business Show 
in The Coliseum this week the 
York Adult Education Council, Inc., 
demonstrates ways that New York busi- 
ness can recapture an estimated $200,- 
000,000 which it now loses annually due 
to the poor reading habits of its em- 
ployes. At the exhibit professional per- 
sonnel will administer scientific tests of 
reading ability, utilizing such devices as 
the Tachistoscope, Reading Accelerators, 
and other new equipment. Visitors will 
be invited to test their reading speed, 
comprehension, vocabulary and number 
recognition. 

The New York Adult Education Coun- 
cil is a 25-year-old, non-profit organiza- 
tion dedicated to the improvement of 


held 
New 


educational opportunities for adults 
through public and private agencies. 
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Buying Guide for Consumers 


Because deceptive sales practices and 
frauds mulct the buying public of mil- 
lions of dollars each year, the Attorney 
General’s office of New York State is 
carrying out a program to educate the 
consumer to recognize schemes used to 
rob the unwary buyer. Listed in a 
pamphlet are the following “10 Pointers 
for Careful Buying”: 

1. Beware of the dealer who lures you 
to his establishment with an attractive 
advertisement of a standard brand item 
and then tries to talk you into buying a 
higher priced off-brand article. Do not 
be misled by a story that he is all out 
of the advertised item, or that there will 
be a long wait for delivery, or that what 
he is now trying to sell you is better 
than the advertised article. 

2. Be wary of “bargains” offered at 
prices which are hard to believe. Check 
prices of the same quality merchandise 
or service offered by other dealers and 
make sure that the advertised article is 
what it is claimed to be. 

3. Never permit a household appliance 
or television or radio set to be taken 
from your home for repairs without first 
receiving in writing an estimate of the 
probable repair cost and written assur- 
ance that no additional charge will be 
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Public Relations Officer American 
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made without your consent and that if 
you do not want the “extra” repairs the 
article will be returned to you immedi- 
ately, 

4. Do not allow a door-to-door sales- 
man to leave merchandise with you on 
an “approval receipt” until he returns. 
He may not come back and you will find 
yourself receiving a bill for an article 
which you do not want. 

5. Never let yourself be rushed into 
buying anything by flowery sales talk or 
persuasion that it is a “last chance” to 
get in on a “good thing.” Take your 
time and make up your mind carefully. 

6. If you find that the article is not the 
same as you ordered, do not use it and 
immediately notify the seller. If a fin- 
ance company is involved, and your com- 
plaint is not satisfied, inform the finance 
company of your complaint within 10 
days after you receive the notice it is 
required to give you. This is important 
because if you fail to do so you may lose 
valuable rights and find yourself obliged 
to pay for something you do not want. 

Try to get a written guarantee wher- 
ever possible, and make sure that you 
understand what it says and that it pro- 
tects your rights. Be sure that installa- 
tions of appliances and such furnishings 
as carpeting are guaranteed by a dealer, 
because a manufacturer can claim that a 
product’s warranty has been voided if it 
has not been properly installed. 

8. When buying on the instalment plan, 
remember that if you fall behind in your 
time pay ments, the organization to which 
you are in debt usually has a legal right 
to repossess your purchase and sell it 
for whatever it will bring to meet part 
or all of your remaining indebtedness. 
Do not make financial commitments 
which you cannot possibly meet. 

9. Insist that all details of a sale be in 
writing and read your contract carefully 
before signing it . . . especially the fine 
print. Demand and. get an exact copy of 
the contract for yourself. NEVER SIGN 
A BLANK CONTRACT no matter what 
the dealer tells you. 

10. If you have any doubt about a deal- 
er, check with the Attorney General’s 
office, Better Business Bureau in your 
area, your local Chamber of Commerce, 
or some other community organization 
which protects the consumer and the 
legitimate business man. 

ie 


News Releases 


Commenting on the publication of an 
article in Editor & Publisher, chief 
trade paper in the daily newspaper field, 
which was to the effect that many of the 
news releases from business organiza- 
tions find their way into the wastepaper 
baskets of Pennsylvania daily papers 
published in smaller cities an editor in 
insurance journalism wrote a letter to 
on .. asking a pertinent question. 

The E. & P. article sprang from a sur- 
vey of small town editors in Pennsyl- 
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vania, chief motivator of the survey 
being one of the publishers. The ques- 
tion asked of E. & P. by the insurance 
newspaper editor and his accompanying 
comment follow: 

“What would happen for instance if a 
correspondent in New York would be ap- 
pointed by the publisher mentioned? 
Having arrived in the metropolis how 
would that_ correspondent protect his 
paper on financial or insurance news 
channels? Would he pick out the great 
business institutions such as Metropoli- 
tan Life, for instance, which covers two 
blocks along Madison and Fourth Ave- 
nues and employs 20,000 people there, and 
protect his newspaper through the med- 
ium of his own leg work? Or, would he 
accept the protection of the public rela- 
tions people, not only employed there, 
but by hundreds of other corporations 
who, among other duties, have the re- 
sponsibility of keeping the daily papers 
immediately posted when new officers 
are elected, new contracts important to 
the public announced, and advanced cop- 
ies handed out of addresses to be de- 
livered by the chief officers of say, 
Metropolitan, which has 37,000,000 policy- 
holders? And how about the A.T.&T., 
the banks, the oil companies, the real 
estate outfits and builders, and other 
important representatives of our great 
economy ? 

“No matter how far nor how high this 
correspondent wandered along the can- 
yons of Greater New York, or of Phila- 
delphia either, there is only one way in 
which that correspondent can keep from 
being scooped and that is because he will 
have the advantage of being reliably in- 
formed by men _ thoroughly trained in 
assaying news values who are ready and 
want to help him.” 

eicte-ts. 


“Operation Longhaul” 


The Insurance Service Association an- 
nounces its “Operation Longhaul” serv- 
ice to its national accounts. The plan, 
to assist the transferee of a corporation 
to relocate in a new territory, is the 
original idea of Donald B. Davidson of 
Robert N. Bowen & Associates, In- 
dianapolis. Mr. Davidson is the treasurer 
of ISA. 

The 


general 


has 45 independent 
offices located in 
the key industrial cities of the 
United States, Canada, Mexico and 
Puerto Rico. This geographical distribu- 
tion enables the association to help the 
“key man” and his family who are trans- 
ferred from one region to another. The 
member office simply contacts the office 
in the area where the transferee is being 
relocated requesting that office to facili- 
tate the settling of the family in the 
new territory. “This will reduce the time 
and money lost to the company when a 
‘key man’ is relocated,” David L. Amory 
of the association says. 
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Many America Fore 
Appointments Made 


UNZICKER VICE PRESIDENT 








Abrams Controller; Badum, Hey V.P.s 
Fidelity & Casualty; Sheldon Secre- 
tary; Other Changes Made 





J. Victor Herd, chairman and presi- 
dent of the America Fore Companies of 
the America Fore Loyalty Group, has 
announced the following appointments: 

At New York Willard E. Unzicker, 
formerly treasurer, has been appointed 
vice president and treasurer of all 
America Fore Companies. 

Harvey E. Abrams, formerly assistant 
controller, has been appointed controller 


of all companies succeeding Louis 
Moeckel who retired October 1. 
Harold J. Badum, formerly a secre- 


tary, has been appointed a vice president 
of the Fidelity & Casualty. 

Elmer J. Hey, formerly a secretary, 
has been appointed a vice president of 
Fidelity & Casualty. Mr. Hey will con- 
tinue as immediate assistant to Vice 
President Harold S. Robinson in admin- 
istration of the workmen’s compensation 
and general liability divisions. 


Sheldon and Eisemann 


Walter D. Sheldon, formerly an as- 
sistant secretary of the Niagara Fire, 
has been appointed a secretary of all 
America Fore fire companies, succeeding 
Vice President Thomas D. Hughes in 
supervision of the metropolitan, broker- 
age and suburban departments. Secretary 
Wallace H. McKay will be his imme- 
diate associate and second in authority. 

Sylvester P. Eisemann, formerly man- 
ager, has been appointed an assistant 
secretary of the America Fore fire com- 
panies’ operations at the Brooklyn 
branch office. 

Manuel Tanz, formerly resident man- 
ager, has been appointed an assistant 
secretary of Fidelity & Casualty and will 
continue to supervise operations at 
Brooklyn. Walter Sichel, formerly super- 
intendent of the controller’s division, 
has been appointed an assistant secre- 
tary of Fidelity & Casualty. 


Other New York Changes 


Secretary Norman F. Andruss_ will 
assume enlarged duties and responsibili- 
ties in the accounting and _ statistical 
department of the America Fore com- 
panies, which, in addition to his present 
duties, will encompass many duties 
heretofore discharged by Mr. Abrams. 

Ernest F. Muller, formerly assistant 
manager of the metropolitan department, 
assumes enlarged underwriting respon- 
sibilities in the combined metropolitan, 
brokerage and suburban department. 

Raymond C. Regan, agency superin- 
tendent, will assume enlarged production 
responsibilities in the combined metro- 
politan, brokerage and suburban depart- 
ments of the America Fore fire com- 
panies. 

Robert A. Kruger, formerly assistant 
manager, has been appointed agency 
superintendent, and together with Harry 
T. Murray, agency superintendent, and 
John Schnorr, superintendent, brokerage 
division, will assist Messrs. Muller and 
Regan in the combined metropolitan, 
brokerage and suburban departments of 
the America Fore fire companies. 


Hughes Southern Manager 


At Atlanta Mr. Hughes, a vice presi- 
dent of the America Fore fire compa- 
nies at New York, has been appointed 
vice president and manager of the 
Southern department at Atlanta suc- 
ceeding Louis P. Jervey, who has relin- 
quished active duties and responsibilities 
upon the advice of his physician. Mr. 
Hughes has also been appointed a vice 


Home Changes Made in 
Automobile Department 


IS MADE MANAGER 


McHAFFIE 


Monds Given Special Assignments; 
Lewis and Harper Named Assistant 
Managers of Department 








The Home Insurance Co. announces 
the following changes in its automobile 
department: 

Secretary Robert H. Monds, manager, 
has been given special assignments under 


direction of Vice President and Secre- 
tary Mortimer E. Sprague; Alexander S. 
McHaffie has been promoted from as- 
sistant manager to manager of Home’s 
automobile department; George E. Lewis 
has been advanced from underwriting 
supervisor to assistant manager in the 
same department; Robert D. Harper, 
assistant manager of the Home Indem- 
nity metropolitan department handling 
automobile, has been transferred to the 
automobile department as assistant man- 
ager. 

Mr. Monds joined The Home in 1929 
as an underwriter. In 1943 he was made 
assistant supervisor of the automobile 
department and in 1947 was elected an 
assistant secretary of the company. He 
was made a secretary in 1952. 

Mr. McHaffie was employed by The 
Home in 1927 as an examiner in the 
automobile department. He was made 
supervising examiner in 1948 and as- 
sistant manager in 1950. Employed in 
1928 as a junior clerk in the automobile 
department, Mr. Lewis was made an 
examiner the following year. In 1950 
he was promoted to underwriting super- 
visor. 

Mr. Harper became affiliated with 
The Home in as a clerk in the 
automobile department. In 1955 he was 
made supervisor of the automobile coun- 
ter unit where he subsequently became 
assistant manager. 





president of Fidelity & Casualty. 

Robert T. Israel, formerly agency 
superintendent in the home office in New 
York City, has been appointed an as- 
sistant secretary of the Fidelity & Casu- 
alty and will shortly assume enlarged 
duties at Atlanta. 


N. Y. Dept. Hearing 
On Legislation Held 


NUMEROUS CHANGES DEBATED 





Agents’ Bill on Commissions, Educa- 
tional Rules, Tie-In Proposals, Time 
Limit on Claims Included 





The New York Insurance Department 
this week held informal hearings in 
connection with proposed legislation for 


1959 at Albany. Robert J. Malang, 
Deputy Superintendent and chairman 
of the legislative program, presided 


after Insurance Superintendent Julius 
S. Wikler stated that all proposals will 
be explored by the Department to de- 
termine whether the bills would receive 
state support. The bills discussed in- 
clude not only Departmental proposals 
but those of agents and brokers, hospital 
services and companies. 

Included was the proposal of the 
New York State Association of Insur- 
ance Agents to amend Section 180 (1) 
so as to declare it to be the public policy 
of the state that whenever rates are 
filed by or on behalf of companies using 
the services of duly licensed independent 
agents or brokers, those rates shall pro- 
vide for fair and reasonable compensa- 


tion to such independent agents or 
brokers. 

C. Joseph Danahy, counsel for the 
New York Association and also the 


Greater New York Brokers Association, 
spoke in favor of this bill, stating it is 
designed, among other things, to stop 
unilateral revisions by companies of com- 
mission contracts. Henry H. Abrams, 
also representing brokers’ association, 
likewise approved. 

Raymond Berry, general counsel, Na- 
tional Board of Fire U nderwriters, and 
Richard Wagner, assistant general coun- 
sel, Association of Casualty and Surety 
Companies, s stated the companies wished 
to study the proposal more before voic- 
ing any opinion. Mr. Wagner said he 
is not entirely in favor of general prin- 
ciples behind the legislation tending to 
bring the state into the matter of de- 
termining “reasonable compensation” for 
producers. 

Teaching Proposal 


One of the first legislative proposals 
discussed deal with Insurance Depart- 
ment members teaching courses. It 
would amend Section 15 (2) of the In- 
surance Law so that along with the 
present exemption of Insurance Depart- 
ment stenographers from the prohibi- 
tion as to acceptance of compensation 
for services rendered in certain circum- 
stances to insurers, there be added an 
exemption of Insurance Department em- 
ployes who may teach insurance courses 
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approved by the Superintendent of In- 
surance. 

Herbert J. Pohs, Greater New York 
Insurance Brokers Assn. and well known 
insurance educator, expressed opposition 
to Department personnel teaching ap- 
proved courses. 

Another proposal is to amend Section 
193 to prohibit fire and casualty com- 
panies and their agents from entering 
into and participating in plans whereby 
policies are given away as tie-ins of 
sales of houses, automobiles and other 
property. The proposal follows: 

“No authorized insurance company 
shall directly or indirectly, or by any 
of its agents or representatives. partici- 
pate in any plan to offer or effect any 
kind or kinds of insurance in this state 
as an inducement to, or in combination 
with, the purchase of any goods, secur- 
ities, commodities, services or subscrip- 
tions to periodicals, except as provided 
by paragraph (c) of subsection one of 
Section 204.” 

Mr. Wagner is against the bill if 
surety companies’ trade guarantees are 
affected. E. H. Sherman, Motors In- 
surance Co. of General Motors, speaking 
of automobiles sales, said he finds the 


word “inducement” ambiguous and the 
language of the bill should be more 
clearly defined. 


One of the perennial proposals is that 
Section 167 be revised to provide that 
failure to give notice or loss required 
in the policy, within the time prescribed, 
shall not invalidate a claim if such fail- 
ure does not prejudice rights of the in- 


surer. Mr. Danahy expressed _ whole- 
hearted support whereas Mr. Wagner 
is in opposition. The latter said it 


could bring about a complete breakdow) 
in prompt reporting of accidents and 
thus is not sound or in the public in- 
terest. Alex Goldberger, Greater Now 
York Brokers Association, disputed Mr. 
Wagner, saying that interests of public 
demand that where rights of a carrier 
are not impaired protection to an as- 
sured should not be restricted. 

annual y 


Another bill reappearing | 
would revise Section 173, treating with 
appraisals and arbitration under the 


Standard Fire Policy. It is suggested 
vesting rights of procedures in both the 
insurer and insured. Mr. Danahy_sup- 
ports this revision whereas Mr. Berry 
again expressed opposition, as in pre- 
vious years. 





Fire Rates Cut in Va. 

The Virginia State Corp. Commission 
has issued a formal order granting 4 
9.1% rate reduction in one-year rates 
for fire insurance, effective November 1. 
The SCC order, however, also approved 
a change in the term rule for three and 
five-year policies, which brings the over- 
all average rate decrease down to 3.9%. 
The commission had reported earlier 
that the change, requested by the Vir- 
ginia Insurance Rating Bureau, wou 
be granted. 

The bureau was ordered to file by 
November 1 revised schedules and rates 
in accord with rules and rating plans 
it had submitted to the commission. 

Earlier Richard B. Elliott. chairman 0 
the fire and allied lines committee ° 
the Richmond Association of Insurance 
Agents, charged that the change in 4 
term rule ultimately would bring abou 
an increase in fire insurance rates. 
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CPCU National Seminars Discuss 
Wide Range of Important Problems 


National seminars of the Society of 
Chartered Property and Casualty Under- 
writers held at the Roosevelt Hotel in 
New Orleans this month were based on 
effects of fundamental economic, gov- 
ernmental and social changes on the in- 
surance business. 

Dr. Edward C. Bursk, editor of “The 
Harvard Business Review,” addressed 
the conference on the origin and nature 
of the social and economic transition. 
Historically, he noted, the economic pat- 
tern during any period is set by the 
rate of capital investment in the dom- 
inant industry of that period. The eco- 
nomic cycle tends to span a term as long 
as the investment cycle of the trend- 
making growth industry. 

A century ago, Dr. Bursk observed, the 
most conspicuous growth role was played 
by the textile industry, which runs on a 
very short lead time. It was a 90-day 
economy then; only a few months elapsed 
between the time a Lancashire weaver 
bought some cotton and then tried to 
sell his cloth. Thus, in the textile era, 
it was easy enough to determine whether 
the over-all trend was up or down; a few 
months of textile industry investments 
told the story. 

After World War I the automotive 
cvcle set the over-all trend. In the 
1920s a good year for automobiles was a 
good year for everyone. The dominant 
growth role of the automobile industry 
was at least partially explained by the 
fact that the automotive cycle stretched 
out over a considerably longer time span 
than the textile cycle, which had set 
the economic pace before it—from two 
to three years for automobiles as con- 
trasted to 90 days for textiles. 

Electronics-Aeronautics Today 

Now the trend-making industry is 
electronics-aeronautics with a lead time 
of around seven years, which is begin- 
ning to stretch out to 10 years and 
beyond, The economy of the next five 
years has already been shaped by the 
earlier part of the current electronics- 
aeronautics long-term cycle — and has 
about that much longer to run, Dr. 
Bursk believes. 

The major problems to be solved by 
163 are to beat the Soviet in missiles 
competition and to keep inflation from 
rinning wild. In the new age after 1963, 
and as the outcome of the missiles or 
death race, the West will be engaging 
the Soviet in a “Living Race” to raise 
the standard of living. The erosionary 
effects of inflation will be a continuing 
problem because of capital investments 
in mechanization needed to maintain 
production in line with the increasing 
population, and the investments needed 
to raise the standard of living. 

Dr. Bursk foresees a renaissance for 
smaller business which has the mechan- 
ical flexibility to produce short runs of 
special-need products as well as the or- 
ganizational ability to move fast in mar- 
kets that become increasingly alive, 
alert and active by their increasing dif- 
ferentiation from the increasingly stand- 
ardized mass market. 

Management Problems 

The m management need in small busi- 
hess is not so much for the careful, engi- 
neering, super-logical type of decision 
maker, whose competence is to not make 
mistakes rather than to take risks—as 
in large business where so much is at 
Stake just to maintain the status quo— 
but for the old-fashioned entrepreneurial 
souls who are interested in more than 
eeping their noses clean and their com- 
munications open (the two command- 
ments of big business.) 

anagement of business and of gov- 
ernment cannot be content with job 
security, Dr. Bursk declared. Man- 
jgement must engender the qualities of 
leadership which rise above doing things 
the safe and easy way. “How can man- 
agement accomplish this if security pre- 
vails at the lower and middle levels?” 
he asked. Here the clue must be a new 
and more vital concept of professional 
Management; the groundwork has been 





laid, but so far it is being developed too 
passively and defensively. 
Dr. French on Meeting Changes 

The test of management today is its 
ability to meet changes, in the opinion 
of Dr. Robert W. French, director of the 
Port of New Orleans, who was the prin- 
cipal speaker at the All-Industry Lunch- 
eon and national CPCU conferment ex- 
ercises. 

In dealing with changes, Dr. French 
said the first task of management is to 
secure as much useful information as it 
can about external changes or the 
changes in the environment of business. 
American business probably confronts 
more changes, a greater variety of 
changes, and more rapid changes today 
than ever before. Certainly © these 
changes make the task of management 
no easier and perhaps more difficult. 
The challenge to management implicit in 
these changes is far greater today than 
it has ever been. 

Dr. French believes that the changes 
challenging management spring from the 
external and internal forces that con- 
stantly play upon American business. 
The external forces are represented in 
large measure by changes in population, 
technology, politics and human behavior. 
The internal forces comprise the 
thoughts and actions of the leaders in 
business and government—the managers 
of our economic society. In practice 
most of the internal changes in business 
result from external changes, actual or 
prospective. 

In analyzing this information, man- 
agement may usefully employ not only 
its own resources but outside consult- 
ants and specialists, he said. On the 
basis of this analysis, management must 
make its forecasts and draw up its plans. 
The skill of management in resolving the 
plan for a particular enterprise—in mak- 
ing the plan work—will largely deter- 
mine the success of that enterprise, Dr. 
French concluded, 

Davis and Others Speak 

Pressures, both external and internal, 
on property and casualty insurance com- 
pany financial strength received the 
attention of guest panelist Shelby Cul- 
lom Davis, New York City investment 
analyst and former Deputy Insurance 
Superintendent of New York. He was 
assisted by Norman E. Roop, John H. 
Kerr, Matthew H. McConnell and Arthur 
L. Hoffman, all of Philadelphia, who dis- 
cussed the immediate outlook for com- 
pany reserves, reinsurance, financial 
statements and investments. 

An analysis of rising costs of first- 
party losses was presented by Bernard 
W. Moore and Scott McIntyre, Jr., both 
of Cedar Rapids, Iowa, and Garret W. 
Roerink of Newark. Current methods 
of solving the underinsurance problem 
were reviewed, including the purpose and 
use of deductibles, the signed application 
form, and graduated rating and commis- 
sions. A different approach to writing 
fire insurance, namely, on an actual cash 
value basis instead of stated amount was 
examined. 

Rates Not Only Casualty Problem 

Panelists W. H. Erwin and Neil Flam- 
mer, both of Los Angeles, and James 
E, Hassinger, Jr., of New Orleans scrut- 
inized the loss and loss expense portion 
of the casualty premium dollar. They 
termed rate increases, alone, as a com- 
pletely ineffectual solution to the prob- 
lem of inadequate rates, and, in fact, a 
dangerous oversimplification of a condi- 
tion created largely by unrealistic prac- 
tices that must be eliminated or revised 
in the light of rapid changes in our 
economic system. 

Such unrealistic practices, it was 
stated, are as numerous and complex 
as the business itself, and are subject 
to correction only through a study of 
insurance principles and a re-evaluation 
of the insurance function. A realistic 
view of this problem clearly indicates 
that social, political and economic pres- 
sures have forced casualty insurance 
companies into accepting practices that 


are incompatible with a true insurance 
function. 

Rate regulatory laws, the panel said, 
are now enforced by many Insurance 
Departments in a manner that precludes 
sound insurance management judgment, 
substituting, instead, inflexible statutes 
designed to justify the end result—how- 
ever inadequate that result might be. 

Operating Expenses 

A survey of the operating expenses of 
about 100 companies was introduced in 
a seminar on the expense portion of the 
premium dollar conducted by A. Leslie 
Leonard and Edgar E. Isaacs of New 
York City; T. M. Irvine, Milwaukee; 
and H. B. Skelton of Indianapolis. 
Strictly a “pilot” study, the particular 
considerations of production forces, com- 
pany field representatives and home office 
managements were evaluated and sug- 
gested areas of reconciliation were dis- 
cussed, 

“How Others See Us” was the subject 
of a session headed by Mrs. Jean P. 
Riggs, Deputy Insurance Commissioner 
of Wyoming, assisted by John O. Felker 
of St. Louis and John D. Phelan, Indian- 
apolis. 

Admittedly, public understanding is 
difficult to achieve due to the size and 
complexity of the insurance business, 
Mrs. Riggs said. It isn’t easy to make 
this theory-laden and statistic-filled busi- 
ness “interesting.” 

The _ basic misunderstanding, Mrs. 
Riggs feels, is that many people do not 
realize an insurance premium is paid in 
order to get protection, not to get loss 
payments. There are many areas in 
the business where constructive work can 
be. done, such as, in the day-to-day 
activity of producers, in advertising, in 
engineering and loss control, in under- 
writing itself, in auditing service, and, 
most obviously, in claim handling. 

Mrs. Riggs was not reluctant to charge 
Insurance Departments and courts of law 
with their fair share of responsibility 
toward showing the public the proper 
perspective of the insurance transaction 
in economic life, The time is “right,” 
it was declared, for the insurance indus- 
try to explain itself so that the public 
has an opportunity to appreciate the 
problems of the insurance function. 
Frankness about legislation, law enforce- 
ment, rating, and allied subjects will 
inspire greater confidence, it was urged. 

Panel on Insurance Problems 

Insurance problems created by com- 
monly accepted lease agreements were 
studied by William R. Kersten, L. Allen 

3eck and Henry A. Furlong, all of 
Denver; Thomas C. Fischer, Colorado 
Springs; and William Bret Kelly of 
Pueblo. 

The panel viewed lease provisions from 
the position of both the tenant and the 
landlord in two-party and three-party 
risks. Depreciation, replacement cost 
and increased cost of construction insur- 
ance were discussed, and suggestions 
were given on how to avoid pitfalls in 
leases. A unique feature of the seminar 
was consideration of boiler and machin- 
ery and burglary and robbery coverages 
as related to lease responsibilities. 

Practical aspects of contractual liabil- 
ity were studied in a seminar held by 
A. Terrence Conlisk and Frank L. Oakes, 
Jr., of Toledo; Kenneth H. Harger of 
Bowling Green, Ohio; Kenneth T. Croth- 
ers, Maumee, Ohio, and Edward E. 
Evans, Cleveland. In his paper Mr. 
Crothers reviewed the perils inherent in 
contracts requiring assumption of liabil- 
ity by one of the parties. He defined 
the subject and pointed out the back- 
ground which has created a number of 
problems. 

Mr. Oakes indicated the courses of 
action one may take after signing a 
contract containing a hold harmless 
clause, with particular emphasis on. in- 
surance aspects. Underwriting practices 
and the scope and use of available cov- 
erages were analyzed. Mr. Harger’s 
paper evaluated the insurance methods 
relative to assumption agreements, and, 
in conclusion, suggested the possibility 


of still newer methods of alleviating the 
problem. 
Advertising and Selling 
A limited seminar was headed by 
Henry K. Duke of Cumberland, Md., 
on the desirability and method for ap- 
plying the principles of logic to ‘prob- 


NYFIRO CHANGES MADE 





Kennedy Assistant Manager at New 
York; Vought District Secretary at 
bany; Williams Is Advanced 
The New York Fire Insurance Rating 
Organization announces appointment of 
Richard M. Kennedy as an assistant 
manager at the central office of the 
rating organization in New York City. 
Mr. Kennedy has been district secretary 
at the Albany office since February 21, 
1955. He was employed by NYFIRO in 
1945 after service in the Air Force dur- 
ing World War II. Mr. Kennedy is a 

graduate of Siena College. 

Robert Vought, superintendent of rat- 
ings in New York City division of 
NYFIRO, will be acting district secre- 
tary at Albany. Previous to his coming 
to New York, Mr. Vought was in charge 
of the auditing of daily reports at the 
NYFIRO Albany office. 

Thomas O. Williams has been ap- 
pointed superintendent of ratings in the 
New York City division. Mr. Williams 
joined the New York Fire Insurance 
Rating Organization at New York in 
January, 1926. He has had broad experi- 
ence in New York City inspection, rating 
and examining operations. 





ROCHESTER AGENTS MEET 

The Insurance Agents Association of 
Monroe County, New York, had as guest 
speakers at the luncheon meeting Octo: 
ber 22 in Rochester, Emmet j. O'Neill, 
claims manager of American Group; 
Joseph Bieszad, claims manager, Aetna 
Casualty and Surety, and _ Richard 
Stevenson, claims manager of American 
Mutual. They are all members of the 
Rochester Claims Managers Council. 





lems of insurance advertising and sell- 
ing, in a way which would benefit both 
the sellers of insurance and its buyers. 

Discussants included Dr. Edward C. 
Bursk of Harvard; Dr. Donald R. Chil- 
dress, University of Oklahoma; Dr. 
Harold C. Krogh, University of Kansas; 
Stephens G. Croom, Mobile; Walter B. 
Mintz, Kearny, N. J.; Hugh H. Murray, 
Jr., Raleigh, N. C.; Dr. Grant M. Os- 
born, Arizona State College; and M. H. 
Blackburn, Hartford. 

Working forward from Mr. Duke’s 
1953 paper before the society’s national 
seminars in Philadelphia (which stated 
in part: “We must remember that people 
do not spend good money for insurance 
out of pure caprice. They have a reason. 
That reason may have its foundation in 
emotion, impulse or even a complete 
misunderstanding of the principle in- 
volved, but they do have a reason”) the 
1958 New Orleans conference evolved a 
new concept of insurance logic. This 
was defined in Mr. Blackburn’s paper 
as follows: 

“Motivational Logic, applied to insur- 
ance advertising and selling, is a logic 
that exists beyond the demonstrable, 
everyday, deductive reasoning ... a 
logic that skirts the inductive, profes- 
sional, reasoning . . a logic, indeed, 
that treats a force of the highest inten- 
sity «.\°. of happiness, contentment, 
equability ‘of the psyche, meaningfulness 
of life itself . . . a logic that is experi- 
enced only by one individual.” 

Distributing the Product 

Distributing the product was presented 
to the meeting by Claude Stanley, How- 
ard L. Martin, James E. Mansfield. all 
of San Francisco; Frank B. Orr, Oak- 
land; Harold C. King, Stockton; and 
Donald C. Brain, Kansas City. 

The papers were given against a back- 
ground of economic and _ sociological 
changes of population increase, redistri- 
bution of wealth, the quest for security, 
increased leisure time, government influ- 
ence, supervision and control of insur- 
ance, compulsory insurance and govern- 
mental competition, inflation and union- 
ism, and consumer trends and automa- 
tion. 

The Chapter Presidents Advisory 
Council met to exchange information on 
chapter activities and operating pro- 
cedure. Principal speakers were Harvey 
A. Drinkwine, Pacific Chapter; Bernard 
T. Weldon, Kansas; Augustus C. Givens, 


Carolinas; Donald M. Witmeyer, Con- 
necticut; and William E. Booth, Nash- 
ville. 























New York Agents’ Bill 
For “Fair Compensation’ 


AIDS INDEPENDENT PRODUCER 


9 





Provides Legal Basis for Each Agent 
to Bargain Properly With Insurance 
Company for His Services 





Acquisition cost legislation will be 
sponsored by New York State Asso- 
ciation of Insurance Agents in the 
1959 legislature at Albany which, the 
association says, “may have far reach- 
ing benefits for the independent agent in 
the present commission dilemna.” This 
new bill would add to the present rating 
law the following sentence: 

“Tt is the declared policy of this state 
that whenever rates are filed by or on 
behalf of companies using the services 
of duly licensed independent agents or 
broker, that those rates shall provide a 
fair and reasonable compensation to such 
independent agents or brokers.” 

Brewer Explains Bill 


President Herbert S. Brewer of the 
New York State Association explains 


this proposed legislation to member 
agents as follows: 
“In New York State we find that 


every component part of the rate filing 
must be justified with facts and figures 
except the acquisition or production cost 
factor. On this we find company organ- 
izations, who have no knowledge of 
agency costs and indeed, do not seem to 
be interested in research on the subject 
of producticn and servicing of policies, 
merely pull a production cost figure out 
of a hat and present it to the Insurance 
Department which also does not have 
any facts and figures with the exception 
of the Stott survey which the Depart- 
ment made back in 1948. 

“The conceivable end result could be 
that two groups who feel that they are 
not directly affected and who have no 
research on the subject could control the 
commission for the independent agent 
through the medium of acquisition and 
production cost allowance and each time 
that the loss ratio continues higher, 
could file a reduced figure for that acqui- 
sition and production cost allowance. 
eventually squeezing the commission to 
an impossibly low figure. 

“In an attempt to put some sense into 

this situation, your association is pre- 
paring the legislation suggested. The 
rating law already prescribes that in- 
surance rates shall not be excessive, in- 
adequate, unfairly discriminatory or 
otherwise unreasonable, and our wording 
merely applies the same requirement to 
the portion of the rate which is called 
acquisition cost or production cost. 
_ “We believe that any rating organiza- 
tion or company which files a rate will 
then have to show some justification for 
the figure used for acquisition or produc- 
tion cost just as they have to with every 
other portion of the rate filing: This 
should lead to industry research and to 
proper cost analysis which in itself, 
would be a great boon to the independent 
agents. 

“It is important to note that we are 
not asking for artificially high rates of 
commission but are merely asking for 
fair and reasonable compensation which, 
of course, can vary according to serv- 
ices performed by the individual agent. 
It is important to note that using 





Mutual Agents See Film 


On Volunteer Fireman 

Vivid illustrations of how 400 volunteer 
fire departments have been made effec- 
tive in North Carolina were given by 
Sherman Pickard, director of volunteer 
fire service training for North Carolina, 


at the 27th annual convention of Na- 
tional Association of Mutual Insurance 
Agents in New York this week. 

Mr. Pickard, through use of colored 
slides and sound projection films, demon- 
strated the work of his department in 
training volunteer firemen and showing 
actual scenes of the various departments 
carrying on their work. 

Training for North Carolina Volunteer 
Fire Departments has included burning 
of abandoned buildings in rural areas, 
under supervision. In such sessions the 
volunteer trainees have had available 
only limited quantities of water carried 
in tank trucks. The film portion of Mr. 
Pickard’s presentation demonstrated 
some spectacular results which can be 
achieved through knowledge and proper 
training with little use of water. 





acquisition cost as our lever, we pave the 
way for proper compensation of agents 
in accordance with services performed 
because production and servicing of in- 
surance policies cost money regardless 
ot whether the agent does all the work 
or whether the agent only does part of 
the work and the company branch office 
or home office does some other part of 
it. Both operations are included in the 
acquisition cost allowance, either as di- 
rect commission or as other acquisition 
cost. 

“It is important that you start discuss- 
ing this with your legislators now and 
point out to them that we are not inter- 
ested in any artificial level of commis- 
sion rates but merely that rate filings 
shall include reasonable allowances for 
the production and service of insurance 
policies.” 


Popular Manager Weds 


aL wee 









FRANK D. MOSES 


Frank D. Moses, secretary-manager of 
the Pennsylvania Association of Insur- 
ance Agents, and Miss Edna A. Hanna 
of Clay Center, Kansas, were married 
Saturday, October 18, in the National 
Presbyterian Church, Washington, D. C. 
Mr. Moses started his 3lst year with 
the Pennsylvania Association on Octo- 
ber 1 and directly thereafter attended 
the National Association convention in 
New Orleans as a member of the Penn- 
sylvania delegation. 





Bronx Brokers Meet 

John Satriale, Assemblyman from the 
Bronx, spoke to members and guests of 
the Insurance Brokers Associa- 
tion at luncheon meeting held at Mayers 
Parkway Restaurant, on October 9. He 
dwelt on problems of insurance that 
come before the legislature and new 
bills in Albany. 


Aaron Riez spoke on group accident 
and health insurance for the members. 
Murray Berns, president, presided. He 
spoke on the reduction of commissions. 
Lee H. Whitestone, vice president dis- 
cussed what members should do on plac- 
ing business with various companies. 
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Life| like an iceberg? 








It’s no riddle. About 10% of an iceberg floats above 
water while the rest remains hidden and unseen. 
Now consider your Life record. Compare the féw 
out-in-the-open prospects you are selling without too 
much trouble, with the great mass of unsold, but 
potential buyers listed in your files. 

Perhaps you’re not aware of your own Life puten- 
tial and the large market you can control. That's 
where Jaffe’s Life Department would like to help 
you. Our specialists will show you how to go after 
and sell that hidden 90%. We'll map out a cam- 
paign and even call on your prospects with you if 
you wish. 


Why not drop into our offices and talk it over? 


AGENCY, INC. 


Inland and Ocean Marine, Automobile, 
Liability, Compensation, Disability, Fire, 
Burglary, Glass, Bonds, Water, Boiler & 
Machinery, LIFE 
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Greater N. Y. Brokers’ 


Management Clinics 

The third in a series of office manage- 
ment clinics was opened on October 1], 
by the Greater New York Insurance 
Brokers’ Association, and will continue 
twice each month for the balance of 
the year. 

According to Edward Jaffin, who heads 
the and who conducts the 
sessions aimed at aiding the small and 
medium sized brokerage offices, more 
than 300 members of the association 
already have participated. Each clinic 
is limited to 15 brokers who observe 4 
model system in operation and get 
expert advice on individual problems 
which may be peculiar to their own 
offices. 

“The problems of office management 
continue to exert pressure on brokers,’ 
Mr. Jaffin pointed out in explaining the 
purpose of his program. He said this 
is particularly true because “rising costs, 
complicated by commission reductions 
and strangulated markets, makes it more 
necessary than ever before for each 
broker to seek out the most efficient 
office system to adapt to his own type 


program 


of operation. This of course, includes 
personnel administration, forms af 
work flow.” 


The second session was held on Tues 
day, October 21 and there will De 
sessions on Saturdays, November 8 and 
December 6 and on Tuesdays, Novembt 
25 and December 9. Attendance is lim- 
ited to members of the association wi? 
are required to make advance registra 
tion, 
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N. Y. Agents’ Program 
For Garden City Meet 


WILL BE HELD ON OCTOBER 28 





Leading Executives on Panel on View- 
points; Dekker, Neumann, Dorset, 
Ahearn, Mezey Among Speakers 





The complete program for the big 
downstate meeting of the New York 
State Association of Insurance Agents 
to be held Tuesday, October 28 at the 
Garden City Hotel was announced by 
Co-Chairman George H. Kramer, Jr. of 
Williston Park and William J. Blum of 
Rockaway Park. This annual affair is 
the joint effort of the New York State 
Association and the Suburban New York 
Association, 

The morning program will begin at 
9:30 a.m. with a panel on viewpoints on 
insurance. Included in the panel will be 
Nicholas Dekker, executive vice presi- 
dent of the America Fore Loyalty Group 
speaking on the company view; John 
McCormack, vice president of the Royal- 
Globe Insurance Group, will talk on the 
loss view; Thomas Glavey, vice president 
of the Chase Manhattan Bank, will talk 
on the buyers view, and John N. Walsh, 
Jr., Buffalo agent, will talk on the agents 
view. 

Moderator for the morning session 
will be Einar Johnson of Staten Island, 
president of the Suburban New York 
Association of Insurance Agents. 

Justice Rabin to Speak 

The luncheon speaker will be Samuel 
Rabin, Supreme Court Justice and former 
chairman of the Insurance Committee of 
the New York State Assembly, who will 
talk on the “Judicial Viewpoint.” 

The afternoon session will be moder- 
ated by George A. Kramer, Jr., regional 
vice president of the New York State 
Association, and will include greetings 
from George D. James, president of the 
Suburban New York Field Club, and 
an address by J. Dewey Dorsett, general 
manager of the Association of Casualty 
& Surety Companies, talking on “Liabil- 
ity Insurance Problems.” William J. 
Ahearn, vice president of the Great 
American Group, will discuss the new 
“New York Motor Vehicle Accident In- 
demnification Corp.” of which he is one 
of the six directors and which was set 
up by the recent session of the legisla- 
ture to plug the gaps in the compulsory 
automobile insurance law. 

Also on the afternoon program will be 
Herbert S. Brewer of Lockport, presi- 
dent of the New York State Association, 
discussing “Your State Association” and 
Albert E. Mezey, president of Hoey, 
Ellison, Frost, Mezey, Inc., and a mem- 
ber of the executive committee of the 
NYSAIA, talking on “Problems in the 
Package Insurance Field,” Joseph A. 
Neumann of Jamaica, chairman of the 
National Association advertising com- 
mittee and a past president of both the 
New York State and National Associa- 
tion, will discuss the 1959 national ad- 
vertising program. Arthur L. Schwab. 
CPCU, of Staten Island, chairman of 
the legislative committee, NYSAIA will 
tak on “Legislative Viewpoints.” 

A featured speaker on the afternoon 
Program will be Julius S. Wikler, Super- 
intendent of Insurance of New York, 
who will discuss “The Department View- 
point.” The afternoon session which will 
he followed by cocktails and dinner. Mr. 
Kramer and Mr. Blum state that ap- 
proximately 1,000 agents and guests are 
expected to attend the meeting. 





Lipman Joins Gabor 


Frank Gabor, president of Gabor & 
Co, Inc. Miami, Fla., insurance man- 
agers, announces appointment of Robert 
ipman as vice president. He is a grad- 
uate of the University of Southern Cal- 
ifornia, in Los Angeles, 

r. Lipman will concentrate on insur- 
ance programming and insurance engi- 
neering regionally and nationally, which 
correlates closely with the expansion of 
Gabor & Co. The firm provides accident 
and health, fire and casualty and life in- 
surance, with the main office located in 
Owntown Miami and agency offices in 
other Florida cities. 


Stewart, Smith Director 


FREDERICK A. PALM 


Frederick A. Palm of Stewart, Smith 
& Co., Inc., New York, has been elected 
a member of the board of directors of 
the company, it is announced by George 
J. Stewart, président. 

Mr. Palm is in charge of the excess 
lines department of Stewart, Smith. This 
includes supervision of fire, casualty, 
marine and other types of surplus line 
business. Mr. Palm joined Stewart, Smith 
in 1951 and was designated secretary in 
1956. In addition to being a director, 
he will continue to hold the office of 
secretary. 


Wilson of Mobile Heads 
NAIA Acquisition Committee 


The special committee to gather in- 
formation and statistics on production 
cost and or acquisition cost allowances 
has been named by Paul H. Jones, vice 
president of the National Association of 
Insurance Agents. 

John Wilson of Mobile, Ala., is 
chairman. Members are Joe H. Bandy, 
Nashville, Tenn.; Robert Battles, Los 
Angeles; H. H. Nelson, Council Bluffs, 
Iowa, and Arthur Schwab, Staten Island, 
Ni: ¥. 

The committee was appointed by Mr. 
Jones as chairman of the NAIA execu- 
tive committee. At the recent meeting of 
the national board of state directors in 
New Orleans a motion was made and 
passed unanimously directing the ex- 
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W. Owen Wilson Dies; 
Past President NAIA 


W. Owen Wilson, board chairman of 
the Richmond, Va., agency of Davenport 
Insurance Corporation, died earlier this 
month. He was one of the leading 
agents in the country, president of the 
Virginia Assoication of Insurance Agents 
from 1931 to 1933 and was elected pres- 
ident of the National Association in 
1936. In 1939 he was awarded the Wood- 
worth Memorial by the NAIA in recog- 
nition of outstanding service to the 
American Agency System. 





Clifford Thomas Dies 


Clifford C. Thomas of Westport, Conn., 
and New York City, vice president, sec- 
retary and director of Johnson & Hig- 
gins, insurance brokers and average 
adjusters, died October 16, at Roose- 
velt Hospital. His age was 58. 

In 1951 Mr. Thomas was elected to 
the board of the Public National Bank 


and Trust Co. of New York. He was 
secretary and a director of Willcox, 
Peck & Hughes. Inc., insurance, and 


a director of the New Canaan and 
Ridgefield, Conn., Water Companies. At 
his death he was chairman of the Board 
of Finance of Westport. 

Mr. Thomas was a member of the 
advisory committee of Bankers Trust 
Co., a director of the Insurance Brokers 
Association of New York and a past 
president of the National Association of 
Insurance Brokers. 

A native of London, he came to this 
country 38 years ago. He had served 
on the Westport finance board for 12 
years and had been active in other civic 
work there. He was a vestryman of 
the Protestant Episcopal Church of the 
Holy Trinity in that community and 
belonged to the Wee Burn Club in 
Darien and the Union League and Cana- 
dian Clubs in New York. 

Mr. Thomas leaves his wife, the for- 
mer Bella McKean, and _ four 
Thomas M., Lieut. Clifford C, Jr, 
U.S. Navy, Grosvenor L. and Payne A. 
Thomas, his mother and two sisters. 





ecutive committee to establish such a 
study group. 

The motion asked that the committee 
gather information and _ statistics on 
production cost and or acquisition cost 
allowances that will enable those states 
which desire to obtain such information 
and assistance on rate filings involving 
a reduction in production or acquisition 
cost allowances. 
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Hanson, NAIA, Statement 
On State Sovereignty 


GEORGE S. HANSON 


George S. Hanson, general counsel and 
executive secretary of the National As- 
sociation of Insurance Agents, who was 
called upon frequently at the annual 
convention at New Orleans for advice 
on parliamentary procedure during the 
debate among the directors on commis- 
sions and acquisition costs, also pre- 
sented to the director a brief statement 
of relationship between a state associa- 
tion and the National Association, with 
particular reference to a state associa- 
tion adopting a course of action at 
variance from the position adopted by 
majority vote of the National Associa- 
tion. He said: 

“This question must be considered 
from both a practical and legal stand- 
point. Generally, it can_be said that a 
state association has affiliated with the 
National Association to promote a com- 
mon interest. No part of the state asso- 
ciation sovereignty over purely state 
association affairs has been granted to 
the National Association. States’ rights 
are a fundamental principle of the Na- 
tional Association as well as the state 
associations. f 

“The answer to the question presented 
to me must be that a state association 
has the power to take action at variance 
from the majority position taken by 
the national board of state directors. 

“No onus or prejudice should be at- 
tached to any state association which, 
in the interests of its membership, exer- 
cises its sovereignty in choosing a course 
of action which differs from the ma- 
jority opinion nationally.” 














Independent Adjusters Speed Hurricane Loss Settlements 





Three members of the National Association of Independent Insurance Adjusters 
who maintain permanent offices in Wilmington, N. C. and who have been cooper- 
ating in the association’s Hurricane Helene work. The fourth member of the group 
is Julius Harrison, Orlando, Fla., the association’s catastrophe committeeman for 
the southeastern region. Another association member, D. E. Seibert, Norfolk, Va., 
combined forces with James C. Greene and worked in the Morehead City, N. C,, 


hurricane area. Reading from left, James E. Gay, Winston Salem, N. C.; T. M. 
Mayfield. Charlotte, N. C.; James C. Greene, Raleigh, N. C.; and Julius Harrison. 


Members of the National Association 
of Independent Insurance Adjusters in 
Virginia and the Carolinas quickly regi- 
mented their forces and responded to 
the call of their catastrophe committee 
when Hurricane Helene recently hit 
North Carolina and Virginia. Members 





Hlavin President of 
Maryland Agents’ Assn. 


The Independent Insurance Agents 
Association of Maryland, at the 22nd 
annual convention this week in Balti- 
more elected Joseph C. Hlavin of Balti- 
more as president. He is vice president 
of Poor, Bowen, Bartlett & Kennedy, 
Inc., president of the Binder Club of 
Baltimore and is serving on the execu- 
tive committee of the Association of 
Insurance Underwriters of Baltimore. 

Other officers of the Maryland As- 
sociation elected are Truman B. Cash, 
chairman of the board, Westminster; 
H. H. McFarlin, state national director, 
Riverdale: George M. Dallas, executive 
vice president, Salisbury; James H. 
Gorges, secretary, Baltimore. and Wil- 
liam F. Burkley, treasurer, Elkton. 





Joseph F. Collins Retires; 
N. Y. Dept. Rating Expert 


Joseph F. Collins, veteran and widelv 
popular chief of the Rating Bureau of 
the New York Insurance Department, 
retired from the Department last week 
and is now on his way to Mexico with 
Mrs. Collins for a vacation. He had been 
contemplating retirement for about two 
vears and made his decision recently. 
Mr. Collins is nationally known as one 
of the top men on rating matters and 
has long been an important influence in 
the National Association of Insurance 
Commissioners. 

Mr. Collins was born September 21, 
1894, in New York City. He was edu- 
cated at City College and Columbia 
University, where he specialized in ac- 
counting, auditing and insurance. He 
became an examiner in the Fire and 
Marine Bureau of the New York De- 
partment in 1920, after serving in the 
Army in World War I and in 1934 be- 
came Deputy Superintendent at the 
Albany office. 

In 1937 Mr. Collins became chief of 
the Miscellaneous Bureau and a year 
later head of the Rating Bureau. Fol- 
lowing that he established a national 
reputation as a rating expert. Possessed 
of a keen sense of humor he often in- 
jected that into serious debates on rates. 
breaking tensions and soothing ruffled 
feelings. Mr. Collins was honored at a 


luncheon recently by associates in the 
New York Department. 


in the affected area, or nearby, were 
James C. Greene Co. of Raleigh, N. C., 
T. M. Mayfield Co. of Charlotte, N. C., 
Gay & Taylor of Winston-Salem, N. C., 
and Seibert Co. Inc. of Norfolk, Va. 

Julius Harrison Co., Orlando, Fila., 
Southeastern regional member of the 
catastrophe committee, immediately set 
up headquarters in Wilmington, N. C., 
and served as liaison between the mem- 
bers themselves and with the regulatory 
bodies of the various segments of the 
insurance industry. When the complete 
number of adjusters employed by the 
National Association members were en- 
rolled it was found that they had 71 
adiusters employed on hurrican work. 

Catastrophe Committeeman Harrison 
stated, “I am proud of the work done 
by the association members in the entire 
catastrophe area. I have never seen 
better cooperation between groups than 
that which has prevailed between our 
members themselves and between mem- 
bers and other groups working on the 
hurricane.” 
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America Fore Old Guard 
Holds Annual Banquet 


Four hundred fifty members of the 
New York chapter of the Old Guard, 
organization comprising employes who 
have served 25 years or more with the 
America Fore companies of the America 
Fore Loyalty Group, held their 24th 
annual banquet and entertainment last 
evening at the Statler Hilton in New 
York City. 

J. Victor Herd, chairman and presi- 
dent of the America Fore companies, 
who marks his 27th year with the group 
next month, was a featured speaker. Mr. 
Herd told those present that without 


the unswerving loyalty and effort of 
those now members of the Old Guard, 
the America Fore companies could never 
have advanced to their present position 


among the leaders in the insurance 
industry, ; 
Executive Vice President Nicholas 


Dekker, who has completed 42 years 
with the America Fore companies, was 
also in attendance and made a few 
remarks. There are 1,322 members of 
the America Fore Old Guard in the 
United States and Canada. 
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North America Sponsors 
NAIA Radio Broadcasts 


Insurance Co. of North America Cos, 
made a hit when it brought word of the 
National Association of Insurance Agents 
convention to the ears of New Orleans 
inhabitants through radio broadcasts 
direct from the convention center, the 
lobby of the Hotel Roosevelt in New 
Orleans. 

The INA-sponsored programs carried 
by Station WWL consisted of news and 
interviews with national and local per- 
sonalities and insurance men and women 
attending the convention. Louie E. 
Woodbury, Jr., president of the NAIA, 
and Victor Schiro, acting mayor of New 
Orleans, were among the guests on the 
first show. 

The broadcast series opened with a 
half hour show October 6; two 15-minute 
programs were broadcast daily for the 
remainder of the five-day convention. 

Those interviewed included William 
P. Welch, past president of NAIA and 
former chairman of the Rose Bow 
Tournament of Roses; Claude Simmons, 
peene of Sugar Bowl’s Midwinter 

ports Association; Robert Maxwell, 
chairman of the NAIA committee on 
employment of the physically handicap- 
ped; Leonore Kirchem, Fire Insurance 
Commissioner of Louisiana, and Major 
Gen. Melvin J. Maas, USMCR (ret), 
chairman of the President’s committee 
on employment of the physicaily handi- 
capped. 


Ask Blue Goose Ganders 
To Back 1961 N. Y. Meet 


Strong pleas for support from mem- 
bers of the Honorable Order of the Blue 
Goose, International, toward making the 
1961 grand nest convention in New York 


City an outstanding success were made 
by George P. Albiez of Newark, a deputy 
most loyal grand gander-at-large, and by 
Philip M. Winchester, New York, a past 
most loyal grand gander, when address- 
ing a well-attended dinner meeting 0! 
New York City Pond last week at the 
Forest Hills Inn, Forest Hills, Long 
Island. 

Messrs. Winchester and Albiez are 
co-chairmen for this future convention 
at the Hotel Statler on August 6-11, 1961. 
At that time Robert F. Stumpf, head 
of the General Adjustment Bureau omict 
at Paterson, N. J., will be most loya 
grand gander. He now serves the na 
tional office of Blue Goose as gran 
custodian of the goslings. 

Most Loyal Gander Lester C. Lock 
wood presided at the Forest Hills gath- 
ering. He stated that with a combine 
membership of close to 600 the New 
York City and Garden State Ponds 
should be able to provide a fine com 
vention when the grand nest comes here 
three years hence. Joseph Sorge, wit 
the Peerless at Keene, N. H., and former 
most loyal gander of Hartford Pond, 
was present and spoke briefly. The next 
dinner meeting of New York City Pon 
is scheduled for December 10 at the 
Railroad and Machinery Club in New 
York City. 
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Inter-Regional Insurance Conference Meets 


(Continued from Page 1) 


executive committee to serve for the 
balance of A. L. Ross’ term. 
Immediately following the annual 
meeting, at a meeting of the executive 
committee, M. W. Mays, vice president, 
America Fore Loyalty Group, was elected 
chairman; John H. Dillard, vice presi- 
dent, The Fund Group, was elected vice 


chairman, and Mr. Hargett was re- 
elected treasurer. : 
The annual luncheon followed the 


business meeting at which the officers 





<o 
R. M. BECKWITH 
Manager 


and members of Multi-Peril Insurance 
Conference were present. 

Mr. Beckwith observed in his report 
that “it seems fitting we remember that 
Inter-Regional Insurance Conference is 
a national advisory organization in the 
fire and allied lines field. Among other 
implications, that definition of our status 
must convey realization that whatever 
effectiveness we possess in coordinating 
affairs of the fire rating organizations 
nationwide is wholly dependent upon a 
procedure which is based upon recom- 
mendations to regional bodies and rating 
organizations. 

“We do undertake to base our recom- 
mendations upon most careful considera- 
tion and we constantly hope that those 
recommendations will be concurred in 
because of their sheer merit. 

“All are fully alive to the difficult 
situation which our business finds itself 
in from an underwriting experience 
standpoint. This problem, more than 
any other single matter, has engaged 
the time and energy of Inter-Regional 
Insurance Conference during the year. 
The bulk of this work has fallen upon 
the shoulders of our rate level adjust- 
ment committee, comprised of six mem- 
bers of our executive committee. 


Fire Rate Levels 


“Shortly after the last annual meeting 
a slightly revised set of Basic Principles 
or Rate Level Adjustment was recom- 
mended to rating organizations and 
regional bodies throughout the country. 
As with all of this basic level adjustment 
material, these revised principles were 
developed from conferences with rating 
Managers representing the several major 
fields. With that material to build on, 
our Committee proceeded with the de- 
velopment of a “Recommended Pro- 
cedure for Rating Bureau Review of 
the Over-all Fire Rate Level by State.” 

Jn essence, that over-all rate level 
adjustment procedure is designed to 
Utilize to the fullest the pertinent avail- 
able fire loss and expense statistics 
developed by the actuarial bureau of the 
ational Board of Fire Underwriters and 
{0 provide a sound reflection of current 
Oss and expense trends, largely by 
‘mphasizing the loss and expense experi- 
‘nce of the more recent years of the 





period under review,” Mr. Beckwith said. 
“In developing this recommended 
method our committee is fully aware 
that emphasis placed upon the more 
recent experience of the period under 
review will ‘cut both ways.’ That is, for 
periods when favorable loss and expense 
experience is current in a given rating 
jurisdiction, the method will tend to 
enhance any indicated rate level reduc- 
tion; the contrary will be true during 
periods of unfavorable experience. 





MILTON W. MAYS 


Executive Committee Chairman 


“On March 5, our committee convened 
a meeting in New York City of regional 
and rating organization managers and 
chairmen from all jurisdictions at which 
the then recently recommended rate 
level adjustment method was reviewed, 
explained and discussed in detail. 


Rate Boosts in 12 Areas 


“Subsequently all fire rating organiza- 
tions throughout the country were re- 
quested to make a test application of the 
new method, partly to familarize the 
bureaus with the recommended proce- 
dure and partly to provide our committee 
with a state-by-state assessment of the 
rate level adjustment needs. At the date 
of preparation of this report, fire rate 
increases during the year 1958 have been 
achieved in some 12 rating jurisdictions 
in an aggregate amount of approximately 
$32.500,000,” continued Mr. Beckwith. 

“By no means were all of these in- 
creases based upon the new recom- 
mended method, nor do these increases 
usually reflect the full amount of in- 
crease which would be indicated by that 
method. In a number of jurisdictions 
efforts to file rate level increases which 
are indicated are being deferred pending 
the availabilitv of classified experience 
fieures for 1957. 

“Our committee. however. is concerned 
that prompt and adequate rate level 
adiustment action be taken where such 
action is indicated bv application of the 
nreviouslv referred to method. It must 
he annreciated that in almost no rating 
iurisdiction is the decision to adjust rate 
levels a unilateral one; normally, filings 
must be made with State Insurance 
Denartments. must be defended and are 
subiect to approval. 


Extended Coverage Endorsement 


“Tn addition to the fire increases above 
recited rate level increases have also 
been obtained in a number of states for 
extended coverage and while, to date, 
the work of the rate level adjustment 
committee has been concerned primarily 
with the fire situation it has recentlv 
sought authority from the executive 
committee to institute broad and sweep- 
ing studies into the extended coverage 
endorsement field. 


“Our committee is concerned with the 
general consistently unfavorable  ex- 
tended coverage endorsement experience 
which has been met with year after 
year in many sections of the country and 
it is not difficult to forsee that an equal 
amount of study by our committee will 
be required if the extended coverage 
situation is to be adequately corrected,” 
Mr. Beckwith stated. 

“One particular aspect of the extended 
coverage endorsement problem has been 
under active study by the executive 
committee for some months. That in- 
volves the question of whether an ECE 
contents differential should be recom- 
mended for all classes of risks. To aid 
in the determination of a proper course 
the committee has requested that a 
special informal coding be set up de- 
signed to disclose the building and con- 
tents ECE experience in the several 
states. It is anticipated that when a 
sufficient volume of this experience has 
been obtained for an adequate period 
of time the committee will be in a sound 
position to make an appropriate recom- 
mendation to rating organizations. 

“Affecting both the fire and the ex- 
tended coverage matter is the further 
problem of adequate recognition in any 
rate level adjustments for fire conflagra- 
tions and for extended coverage catas- 
trophes. We are informed that this 
matter is under consideration at the 
moment by a committee of the National 
Board and to the best of our ability 
Inter-Regional stands ready to assist in 
that work. 


Revised Term Rule 


“Still another facet of this program 
involves the desire of Inter-Regional 
that the revised term rule. calling for 
increased term multiples, be adopted. 
Largely by reason of Insurance Depart- 
ment resistance to the change this has 
not as yet been accomplished in every 
rating jurisdiction. 

“The revised term rule has been ap- 
proved in 40 states. It is the purpose of 
our committee to urge the adoption of 
the revised term rule in all areas. 

“The committee on nuclear clause has 
completed a program involving nuclear 
exclusions as well as ‘on premises’ radio- 
active contamination assumption en- 
dorsements, together with a rating plan 
for the latter. This program has been 
recommended to rating organizations 
throughout the country and is receiving 
preferred attention by rating bodies at 
this moment with the understandings 
that companies generally are desirous 
that the exclusions, particularly, be made 
effective at the earliest possible date. 


Flat Cancellations 


“Our executive committee has been 
deeply concerned with the expensive and 
wasteful flat cancellation problem. Con- 
ferences with producers by _ Inter- 
Regional, Eastern Underwriters Associa- 
tion, Pacific Board and others have 
disclosed a most cooperative attitude on 
the part of the National Association of 
Insurance Agents which is just complet- 
ing a nationwide survey involving some 
33,000 agents, utilizing a questionnaire 
designed to elicit pertinent data which 
is being collated and evaluated as this 
report is written. 

“Likewise Inter-Regional has convened 
an industry committee comprised of cas- 
ualty, marine and fire representatives 
which has, and will, confer with the 
agents’ committee in an effort to seek 
a partial solution of the problem. It 
is understood by all concerned that the 
wasteful and largely unnecessary ex- 
pense involved falls upon the producers 
as well as upon the companies. 


Time Element Form Revisions 


“Following several years study by the 
Inter-Regional time element committee, 
on which representatives of the regional 
organizations sit, a marked simplification 
has recently been recommended for 
adoption by rating organizations which 
makes provision for use of only the 
two gross earnings forms, with suitable 
payroll endorsements, in lieu of the four 
business interruption forms previously 
commonly employed. It is confidently 
felt that this program will materially 
assist in simplifying the over-all business 


interruption picture to the point where 
producers generally can be expected to 
undertake the sale of the product on a 
much more adequate scale than has been 
the case in the past. 


Deferred Premium Payment Plan 


“During recent months, following a 
long development program by the Pacific 
Fire Rating Bureau and careful study 
and consideration by Inter-Regional In- 
surance Conference committees, the Pa- 
cific Board has recommended the adop- 
tion in that territory of a new deferred 
premium payment plan based upon the 
principle of equal annual installments 
and designed to materially simplify the 
handling of deferred premium business, 
both as respects producers as well as 
companies. This, in lieu of all. other 
installment plans for fire insurance in 
that territory,” Mr. Beckwith told the 
meeting. 

“Initially, it was felt by our executive 
committee that introduction of this plan 
on the Pacific Coast would be in the 
nature of an experiment designed to 
test producer and insurance company, 
as well as public, reaction. In the mean- 
time, due to a recent change in the rate 
law in Virginia, the Virginia Insurance 
Rating Bureau found itself faced with 
the necessity of introducing some form 
of installment plan in that field. It was 
thereupon recommended that the newly 
developed deferred premium pavment 
plan be also introduced in Virsinia. 

“As of this moment our executive com- 
mittee is watching with interest the 
results on the Coast and in Virginia 
and, if favorable. contemplates consider- 
ation of a possible recommendation of 
the plan nationwide. 

The hope has also been expressed that 
the plan will meet with the approval of 
other branches of the industry, as a 
substitute for the various currently 
effective plans. 


Reinsurance 


‘During 1958 Inter-Regional Insurance 
Conference has recommended certain 
material for optional adoption by the 
companies which is designed to simplify 
the handling of facultative reinsurance. 
It is our best information that this 
program is slowly ‘catching on’ and it is 
expected that as acceptance becomes 
accelerated the companies as a whole 
will benefit materially from an expense 
standpoint in handling facultative re- 
insurance. 

“Consequent upon suggestions received 
from American Insurance Association as 
well as Western Underwriters Associa- 
tion our committee has reviewed the 
possibility of recommending the adop- 
tion, by fire rating organizations, of 
increased minimum premiums. 

In discussing this matter with the 
advisory committee. the thought was ex- 
pressed that, were it possible to conduct 
a study designed to develop the actual 
cost of issuing fire insurance policies 
and peril endorsements, the results of 
such a study might materially assist 
rating organizations in their efforts to 
secure regulatory approval of increased 
minimum premiums. 

“Consequently an actuarial-accounting 
group, drawn from the ranks of the 
executive committee members, has pre- 
pared an actuarial-accounting outline 
which is presently being applied by the 
company groups having representation 
on the executive committee. It is antici- 
pated that the results of that study will 
be available to us shortly after Novem- 
ber 1. When those results are known, 
further appropriate steps by our execu- 
tive committee are contemplated. 


E. C. Endorsement No. 3 


“For some time concern has been felt 
with respect to the varying, and in some 
cases unduly liberal. application of Ex- 
tended Coverage Endorsement No. 3 
which has been in effect throughout the 
Eastern states. West Virginal and on the 
Pacific Coast,” Mr. Beckwith said. 

“In an effort to provide for the with- 
drawal of what is felt to be an unduly 
liberal treatment, Inter-Regional Insur- 
ance Conference developed a_ recom- 
mended substitute procedure entitled 
‘Risks of Superior Construction and 


(Continued on Page 44) 
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Human Carelessness 
Major Cause of Fire 

GEN. MANAGER BUGBEE, NFPA 

Industry Cannot Afford  $200,000,000 


Annual Fire Loss He Says; Fire 
Safety Can be Maintained 








Fire safety can be engineered into 
buildings, but the big job is to ‘engineer’ 
carelessness out of humans, Percy Bug- 
bee, general manager of the National 
Fire Protection Association says. The 
internationally-known authority on fire 
spoke at the Greater Cleveland Safety 
Council’s industrial fire prevention 
dinner. 

“If tomorrow is an average day in 
these United States, I predict that there 
will be 5,300 outbreaks of fire,” said Mr. 
3ugbee. “About 2,600 of these fires will 
occur in buildings and 1,300 will be in 
ordinary one and two-family homes. 
Thirty-two people, mostly old people 
and young children in small homes, will 
die as a result of these fires. The prop- 
erty loss will be $3.5 million. 

“Practically all this waste of lives and 
destruction of property can be chalked 

up to human carelessness,” he declared. 


Industrial Fires 


Propertywise, the biggest single loser 
from fire is industry, Mr. Bugbee pointed 
out. Industrial fires take an annual toll 
in excess of $200 million according to 
records maintained by the National Fire 
Protection Association. 

The 62-year-old non- profit engineering 
and educational organization is best 
known for: its fire codes and standards 
used widely throughout the United States 
and Canada as the basis for laws and 
ordinances. The National Electrical Code, 
Building Exits Code and Oil Burner 
Code are among them. The association 
also is the national sponsor of Fire 
Prevention Week. 

“Industry can’t afford a $200 million 
loss. It particularly can’t afford the in- 
tangible losses—like interrupted produc- 
tion, losses of jobs for its workers, loss 
of competitive advantages—which a 
major fire in a plant always brings,” Mr. 
Bugbee declared. 

It is the major fires which constitute 
the most, critical problem in fire waste, 
he said. “There “were 422 large loss fires 
in the United States last year. This very 
small number of fires caused 25% of the 
loss from fires during the year. Ohio 
alone suffered 21 of these large loss 
fires.” 

What caused these fires is not as im- 
portant as what factors let them grow to 
such serious proportions, he said. “Prin- 
cipal reasons were lack of division walls, 
unprotected vertical openings, combus- 
tible interior finish, lack of appropriate 
fire protection such as automatic sprink- 
lers, delayed alarms, and lack of private 
fire brigades.” 

He described measures taken by large 
industries to keep fire losses at a mini- 
mum. “Any plant or business property 
can maintain ‘fire safety if it wants to,” 
Mr. Bugbee declared. “The proof of this 
lies in the fact that some of our major 
industries with large and obvious hazard 
problems often maintain the best fire 
records of all.” 





Announces 1958 Volunteer 


Firemen’s Benefit Law 


The publication of the 1958 edition of 
the Volunteer Firemen’s Benefit Law 
was announced September 2 by Angela 
R. Parisi, chairman of the New York 
State Workmen’s Compensation Board. 

The book also contains excerpts from 
other state laws pertaining to volunteer 
firemen’s benefits, as well as a detailed 
index of the New York State Volun- 
teer Firemen’s Benefit Law, and the 
regulations promulgated by the Chair- 
man of the Board. The history of all 
amendments to the law is presented in 
footnotes which appear following each 
section of the law. 

The price of the 1958 edition is 25 
cents. Copies may be secured from the 
Secretary of the Board, 50 Park Place, 
New York 7, N. Y 
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AND WELCOME VISITOR. 





The loss prevention 


engineer is often the only company man your insured 
ever sees. Safety is his business, and his frequent inspec- 
tions make each risk a better place to live and work. He isa 
welcome visitor to insureds with compensation, liability, 


inland marine, ocean marine 
and aviation policies. 


A real work-horse on your local 
Royal-Globe mobile production 
team, the loss prevention engi- 
neer is one of many specialists 
that make Royal-Globe 


“TOPS IN EVERY SERVICE” 
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ROYAL-GLOBE GROUP CHANGES 


Richardson | Transferred to Buffalo; 

W. R. Jackson New Superintendent 

of Metropolitan Auto Department 

Royal-Globe Group has appointed Wil. 
liam J. Richardson casualty manager of 
its Buffalo office. With the Group 2 
years he was superintendent of the 
metropolitan automobile department be. 
fore his appointment in Buffalo. Mr 
Richardson has been an instructor at 
the Pohs Insurance Institute for four 
years. 

Appointed to succeed Mr. Richardson 
as superintendent of the metropolitan 
automobile department is William R 
Jackson. Mr. Jackson, who graduated 
from Brooklyn College and holds the 
CPCU designation, has been on_ the 
faculties of the Insurance Society and 
the City College of New York for sey- 
eral years. He has been with the Group 
for ten years and before his promotion 
was in the casualty underwriting depart- 
ment. 








John Corroon Vice President 
Corroon & Reynolds Cos. 


The Corroon & Reynolds Group aa- 
nounces election of John A. Corroon as 
vice president of the American Equitable 
of New York, Globe & Republic, Mer- 
chants and Manufacturers of New York 
and New York Fire. 

Mr. Corroon, who is also a director 
of these companies, joined the organi- 
zation in 1946. He is a graduate of Dart- 
mouth College and the son of the late 
Richard A. Corroon, founder of the 
C. & R. Group. 


Smith of North America 
ASIM Meeting Speaker 


Bradford Smith, Jr., executive vice 
president of Insurance Co. of North 
America Companies will be the speaker 
at the dinner meeting of the American 
Society of Insurance Management, Inc., 
at its seventh annual meeting in Chicago, 
November 17, at The Drake. Mr. Smith 
will address members of ASIM on “An 
Underwriter Comments on Deductibles 
and All-Risk Physical Damage _Insur- 
ance.” 








Landen Heads Directors 
Of New York Board 


Harry J. Landen, vice president of the 
Springfield Fire & Marine, has_ been 
elected chairman of the board of direc- 
tors of the New York Board of Fire 
Underwriters. Harry W. Miller, U. S$ 
general attorney of the Commercial 
Union Group, was elected vice chair- 
man. 


U. S. Fire Losses Rise 


Estimated fire losses in the United 
States during September amounted to 
$73,303,000, the National Board of Fire 
Underwriters has reported. According 
to Lewis A. Vincent, NBFU’s general 

manager, this $73, 303,000 loss represents 
an increase of 14% from losses 0 
$72,264,000 reported for September, 195/, 
and a decrease of 2.9% from losses 0! 
$75,491,000 for August, 1958. 

Losses for the first nine months of 
1958 now totals $810,811,000, an increase 
of 4.1% over the first nine months of 
1957, when they amounted to $778,597,000. 








St. Paul Enters Brazil 

The American Foreign Insurance As 
sociation has expanded operations_ if 
Brazil by qualifying the St. Paul Fire 
and Marine. The St. Paul joins The 
Home Insurance Co., entered in 1921, an 
the Great American, in 1924, in providing 
fire, marine and casualty insurance 
Brazil. 

AFIA, the foreign department of 
several ‘leading American capital stoc 
insurance companies, presently mais, 
tains six branches and some 50 principa 
agencies in Brazil, with the contr 


vision of James A. Morone. 
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i Finds U.S. Hull Mark 

ent b Cornwell Finds U.S. Flull Market 

ictor at 

“1 Offering A To Shi 

oll ffering Advantages Lo Shipowners 

‘ n 

( 

hee lifford G. Cornwell, representing the of 1920. 

aduated § American Institute. of Marine Under- Section 29, of the act, had the effect 

Ids the writers, said he believed that in today’s of permitting marine insurance com- 

on the ™world of international — unsettlement, panies to act in concert for the purpose 

“ty and shipowners could get their best buy in of apportioning risks underwritten by 

‘or sey. @hull insurance from American under- the companies or an association of com- 

: Group writers. i i panies, Mr. Cornwell said. 

ymotion §@ He spoke in San Francisco during the This was the catalyst needed, for 

depart. J annual convention of the Propeller Club. promptly after the passage of Section 
Mr. Cornwell explained that the Ameri- , a syndicate was formed with a 
can market offered the maritime indus- capacity of $2,500,000 on a single vessel, 
try these “plus” values: American in- for the purpose of writing hull insurance 

dent surance is backed by American resources, on American vessels. Thus the Ameri- 


Cos. 


is payable in dollars and is not subject 
to control by any foreign government. 
Mr. Cornwell, who is chairman of the 





can market for hull insurance was born, 
with large capacity to write and retain 
lines under a ‘charter’ which spelled in- 


Up af- , 
oa as #American Hull Insurance Syndicate, dependence of other markets.” | 
juitable ff pointed out to the representatives of all He then talked in terms of shipowner 
-. Mer- Mbranches of the maritime industry that benefits. Among these, he said, was the 
v York today the American hull market is a fact that dealing with American under- 
capacity market able to cover all the writers provides the shipowner with two 
lirector insurance needs of most American ship- markets instead of the usual one. This 
organi Mowners. He said that only a few of competition helps the owner because it 
f Dart- § the highest valued passenger and super- keeps rates realistic. ; 
he late #tank vessels required greater capacity. This competition, he continued, has 
of the . ; 1920 brought back to the United States a 
Expansion Since 192 “substantial” part of the full hull cov- 
Mr. Cornwell outlined the history of | erage on American fleets. He also told 
the hull insurance industry in the United the maritime group that hull insurance 
| States against the background of the represents in many instances less than 
nation’s maritime history. He pointed 5% of all operating costs to the ship 
eaker out that after the passing of the clipper operator including depreciation and in- 
e vice Mship era, the United States hull insur- terest. 
North pe market yy A es a A geo Important Factor in World Market 
: of stature and independence unt e on ve ; , 
vee iiee Of the thane ie tain:: fink The American Institute of Marine Un- 
nerica derwriters representative also reported 
Me Inc, that the American meen cigar 9 
roe ° syndicate companies and other com- 
= St. Paul Employe Wins oatine doing rs hull ego vgn: ope 
— Ov tly of the syndicate, has become an 
ictibles ner $1,000 for Ideas hie aetee factor in the world market 
Insur- So far this year awards of over $1,000 theduing by the syndicate’s participa- 


soard 










have been paid to an employe of. the 
St. Paul Fire and Marine, under the 
company’s suggestion system inaugu- 
rated in 1949. The recipient is Roy P. 
Alexander of South St. Paul, Minn., an 
immigrant from Hitler’s Nazi Germany 





tion in foreign fleets,” he said, “it may 
be stated that the volume of premium 
written on such fleets now approaches 
25% of the total volume of ocean hull 
premiums written in the United States.” 

One of the many examples of the 


O’Connor Joins Staff of 
Cornwall & Kennedy, Inc. 


William T. O’Connor, formerly of the 
Security Insurance Co. of New Haven, 


has joined the staff of Cornwall & 
Kennedy, Inc., Connecticut claim ad- 
justing firm with headquarters at Hart- 
ford. Mr. O’Connor will supervise the 
firm’s fire and marine loss department. 

Mr. O’Connor, who was loss superin- 
tendent for the Security, in charge of 
middle Atlantic ‘and southern states, 
was 11 years with that organization. He 
is an associate of the Insurance Insti- 
tute of America, from which he was 
graduated with honors, and is now com- 
pleting the fifth and final unit of ‘the 
CPCU course. 

Cornwall & Kennedy has been expand- 
ing its services to client companies. 
A year ago it opened an office at Darien, 
with Stephen S. Moran as manager. 
The original staff of four there has 
been increased to six during the year. 
Other branch officers of the firm are 
at Bridgeport and New Haven. 





Reid, Fuller Promoted 
By Hartford Fire Group 


Robert R. Reid and Linwood M. Fuller 
have been named staff assistants in 
accounting systems and procedures for 
the Hartford Fire Group. Mr. Reid, 
who attended Loomis School and the 
University of Connecticut, joined Hart- 
ford Fire in 1939. 

Mr. Fuller, associated with Hartford 
Fire for 10 years, attended Glaston- 
bury High School and was graduated 
from Morse Business College. 
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INLAND MARINE 
UNDERWRITER 


Large multiple line company look- 
ing for man with 5 to 10 years 
heavy inland marine experience. 
Home office N. Y. C. location. Ex- 
cellent opportunity and benefits. 
Write giving experience, personal 
data and salary requirements to: 
Dept. IM; P. O. Box 178, Wall St. 
Station, N. Y. 5, N. Y. Ali replies 
highly confidential. 











Brokers’ Bill To Increase Limits 
On Assigned Risk Plan Coverage 


A proposal designed to give New York 
policyholders the right to purchase 
higher than the $10,000/$20,000 statutory 
automobile liability limits through the 
Assigned Risk Plan, will be the key 
measure in the 1959 legislative program 
of the Greater New York Insurance 
Brokers’ Association. 

Herbert J. Pohs, chairman of the 
brokers’ legislative committee who re- 























oo and presently head machine operator in growing importance of the American leased the program, said that the in- 
i een B the tabulating department. Born in Ber-  sharket as an international facility, he ability of policyholders to purchase pro- 
(Fire lin, Germany, in 1910, Mr. Alexander  gecjared, is its coverage of a 20% interest tection they need, particularly where 
'U S with his wife and four sons moved to of the ‘hull insurance on the Cunard they are forced into the plan through 
rcial the United States = 1951 under the Steamship Line fleet headed by the no fault of their own, has been a “sore 
=  B Ponsorship of the Presbyterian Church  jiners “Queen Mary,” and “Queen Eliza- spot which continues to fester. 
chalt- Bas a member of the World Council of beth.” “We are aiming at limits of $25,000/- 
Churches. Upon arrival in St. Paul, é 
with the assistance of the House of 
e Hope Presbyterian Church, the Alex- 
gel ander family was able to make a fresh 
United Bl start in America. 
tee my emmnaer’s suggestions all deal 
nt Fite Bwith better ways to operate the com- W C 
oy te IBM agg crm ccnp Pic ALBERT ILLCOX & O., INC. 
xe atest suggestion earne im over : 2 
peo and toy in efficiencies in Ni oe senorita 
ses countin epartmen nd_ substantia ° 
r, 1957, & postal avis. rest Reinsurance Brokews 
sses of # Under the company’s suggestion sys- 
_ 4 &m, an award is based on 50% of the 
ths of B Savings resulting from a _ suggestion. 
rereast Since 1949, nearly $22,000 in_ awards REINSURANCE PLANNED and 
ths of have been paid to St. Paul Fire and Facultative 
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on New Northern Building : Excess of Loss 
a Fire The Northern Insurance Co. of New . 
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$50,000, which should not be too hard 
to obtain,” Mr. Pohs said. “Under the 
circumstances in which the industry 
currently finds itself,” he said, “we are 
not looking to reach the moon but a 
reasonable approach to higher limits 
certainly is in order.” 
Commission Bill 

Another measure to be backed by the 
association, Mr. Pohs said, is a “middle 
of the road” commission bill. He said 
that the legislative committee, in con- 
junction with the association’s general 
counsel, C. Joseph Danahy, devised this 
proposal as a means of getting the pro- 
ducers a voice in that portion of the 
rate which reflects their income levels. 

The proposed bill would amend Sec- 
tion 180 of the Insurance Law and would 
provide in substance that “it is the de- 
clared policy of this state that when- 
ever rates are filed by or in behalf of 
companies using the services of duly 
licensed independent agents or brokers 
that those rates shall provide for fair 
and reasonable compensation to such 
independent agents or brokers.” 

On the basis of this language, Mr. 
Pohs said, producers would have a stand- 
ing as parties of interest in filings and 
could voice disapproval where a rate 
filing failed to provide a “fair and 
reasonable” compensation. 

“We plan this year,” Mr. Pohs said, 
“to take a strong stand beside the New 
York State Association of Insurance 
Agents on the question of solicitation by 
the State Insurance Fund. The state 
association has already prepared a bill 
on this subject.” 

With the advance of safety techniques 
and the expansion of the inspection func- 
tions of the State’s Industrial Commis- 
sion, Mr. Pohs said, it is time that the 
Compensation Insurance Fund reduce 
its sphere of operations particularly with 
respect to its solicitation and initiation 
of new business. “Certainly, the 25% of 
the total volume of this class of business 
it currently holds is far out of line with 
the original purpose set for the Fund 
and amounts to state competition with 
private industry,” Mr. Pohs said. 
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Jainsen Urges More 
Agent-Co. Conferences 


NACSA COMMITTEE SET UP 








Resolution Passed at White Sulphur 
Stemmed from President Robert 
Alexander’s Presidential Talk 





Leading casualty-surety agents who 
attended the joint convention at White 
Sulphur Springs last week have high 
hopes as a result of a resolution adopted 
at the closing session, that the “confer- 
ence and negotiation method” of solving 
industry problems will be put to greater 
use in the months ahead than previously. 

The forceful presidential address of 
President Robert Z. Alexander, Ameri- 
can of Newark, titled “Prescription for 
Profit”, delivered on the opening day 
of the convention, was in part the start- 
ing point for this resolution. It referred 
to the fact that “the insurance industry 
is today confronted with problems of 
such magnitude that can only be solved 
by complete cooperation of ali concerned, 
as recognized in the address by Mr. 
Alexander.” It went on to say: 

“Whereas the membership of this as- 
sociation (NACSA) desires to work and 
cooperate with insurance companies in 
the solution of the problems so ably 
presented by President Alexander. 

“Now therefore be it resolved that the 
president of this association appoint a 
committee of three to explore further 
the problems discussed by Mr. Alex- 
ander with him and a group of insurance 
company presidents.” 


Jainsen Supports Conference Idea 


Following the unanimous adoption of 
this resolution Wilson C. Jainsen, Hart- 
ford Accident president, strongly en- 
dorsed the “conference and negotiation” 
plan and said that “the time had arrived 
to stop talking and get down to work 
cooperatively with one another.” Mr. 
Jainsen’s specific proposal was the set- 
ting up of a continuing research com- 


mittee. This might eventually develop 
into an all-industry Institute of Re- 
search for the casualty-surety industry 


similar to the Institute of Life Insur- 
ance, it was felt. 

John C. Weghorn, New York City, 
complimented Mr. Jainsen on his cour- 
age in speaking before an agency group, 
indicating that he liked particularly Mr. 
Jainsen’s insistence that agents and com- 
paines must work together objectively 
for solution of common problems. Mr. 
Weghorn and other agents present in- 
clading Lyle McKown of Minneapolis, 
pledged their assistance to the newly 
authorized committee. 


Two Other Resolutions 


NACSA adopted two other resolutions 
at its closing White Sulphur session as 
follows: 

“Moved that President Olson be in- 
structed to appoint a committee of three 
to immediately seek conference with the 
President of the American Insurance 
Association with the express purpose of 
exploring ways and means to stop the 
ever growing trend in various depart- 
ments of the Federal government for 
non-insurance on government activities 
not owned or operated by the Federal 
government. 

“T further move that each of our mem- 
bers immediately write his Congressman 
and Senator reiterating the opposition 
of the Insurance Industry to orders 
‘which are contrary to the established 
policy of this Adminstration and Con- 
gress to encourage free enterprise and 
keep the Government out of Business’,” 

The third resolution had to do with 
the All-Industry Committee report on 
statistical rating and filing problems of 
multiple line contracts, filed with NAIC’s 





Supt. Wikler Allows 
Further 5% Dividend 

ON PREFERRED ACCIDENT CO. 

Will Make for Record 100% in Dividends 


for All Allowed Creditors’; $7,774,820 
Paid to Date 











New York Superintendent Julius S. 
Wikler, as liquidator of the Preferred 
Accident Insurance Co. of New York 
has announced that an additional divi- 
dend of 5% will be paid to all creditors 


whose claims thus far have been al- 
lowed in the proceeding to liquidate 
that company. The payment of such 


dividend, the sixth since the company 
was taken over for liquidation on April 
30, 1951, will be made as soon as the 
necessary computations have been com- 
pleted. It will then represent 100% 
in dividends for all creditors holding 
allowed claims, a record in the history 
of the Liquidation Bureau of the New 
York State Insurance Department. 

In addition to the 100% dividend, the 
liquidator has been directed by order 
of the New York Supreme Court to 
pay interest up to the date of the 
entry of the liquidation order from the 
date of accrual on all timely filed claims, 
except personal injury claims which 
were unadjudicated on or before April 
30, 1951 and claims which were contin- 
gent at such date. 

The Liquidation Bureau will now pro- 
ceed to adjudicate some 1,796 claims 
in the total amount of $1,688,191 which 
were filed after the last day to file 
claims as fixed by court order, to wit, 
October 31, 1951. These claims under 
the Insurance Law may not share in 
the distribution of assets until all timely 
filed and allowed claims have been paid 


in full with interest. 
Also there as a number of unde- 
termined contingent claims, mostly in 


unstated amounts, which must be adju- 


dicated. 
55,000 Claims Sought Over $67 Million 


Approximately 55,000 claims were filed 
in this liquidation proceeding claiming 
in excess of $67,000,000. Of that amount, 
at the present time, claims totaling 
$7,774,820 have been duly allowed and 
have been paid as follows: Dividends, 
including the 5% now declared by the 
Liquidator, will represent payment of 
$6,539,238 to creditors; in addition to 
dividend payments, $521,924 has been 
paid to preferred claimants and $713,- 
658, by way of offsets. 





M-1 subcommittee of its rates and rating 
organizations committee. A copy of 
this report had been received by NACSA 
while in session at White Sulphur. 

It was resolved that since this report 
embodied several pages and would re- 
quire careful study, and that time being 
of essence in acting upon it, “that said 
report be referred to a special committee 
of three including eur Executive Vice 
President with power to act thereon with 
the consideration for the contractural 
rights of members of this association.” 

New York City agents were well rep- 
resented by John C. Weghorn and 
Harold R. Hall, both presidents of their 
respective agencies—John C. Weghorn 
Agency, Inc., and Willard S. Brown & 
Co., Inc. It was Mr. Hall’s first White 
Sulphur casualty-surety convention. Mr. 
Weghorn was given added stature in 
NACSA by election to its executive 
board. 





Palmer Spotlights 
Non-Admitted Market 


IN NEW YORK YMBT TALK 








Stresses Need for Knowledge Before 

Availing of Surplus Market; Ex- 

plains Lloyd’s Distinct Position 

David V. Palmer, speaking October 14 
before the New York Young Men’s 
Board of Trade, discussed increased ac- 
tivity of the non-admitted, unauthorized, 
or surplus line market as it is variously 
known. Mr. Palmer, who is vice presi- 
dent of Lumley Dennant & Co. Inc., 
explained that because these markets are 
unauthorized it is difficult to form a 
clear picture of what they are, and what 
is their proper place in the insurance 
picture in this country today. 

It is doubtful, he feels, if there is 
any aspect of the industry about which 
there is “more confusion, misunderstand- 
ing, false impressions, half truths and 
more dissemination of incorrect and mis- 
leading information.” 

Finally though, he urged that assum- 
ing buyers accept that the non-admitted 
market is valuable that they should make 
sure to know what their market poten- 
tial is, or else that they are working 
with someone who really understands its 
capabilities and can make the best use 
of them on the buyer’s behalf. 

Mr. Palmer gave four reasons for the 
fast growth of this market, 1—Its ca- 
pacity. Insurable values of property to- 
day are at unprecedented levels. With 
claims consciousness and_ inflationary 
awards demand for tremendous limits 
of liability has grown. 

2—Its flexibility. The tight regulation 
of rates and forms in the 48 states has 
meant that where an assured or his 
agent and broker cannot get the cover- 
age in the precise manner required to 
fit a particular situation, then the non- 
admitted market has shown itself will- 
ing to meet the need. 

3—Hard to Place Business. Mr. 
Palmer enlarged on this by saying: 
“Market conditions . . . were such that 
the domestic market was becoming ex- 
tremely cautions, selective and restrictive 
thus forcing many assureds to seek 
cover in more liberal foreign markets 
and frequently at penalty rates.” 





Scores Fast-Buck Operators 


, Continuing he regretted that this last 
raison d’etre” of the surplus line mar- 
Ne has been magnified out of all propor- 
tion and has contributed in a substantial 


degree to the misunderstandings that 
have bedeviled this market in recent 
years. Aggravated market conditions, he 


said, have “stimulated a lot of fast-buck 
operators to jump on to the bandwagon 
and start the solicitation of undesirable 
and sub- standard hard to place business 
at penalty rates.’ 


Mr. Palmer broke the surplus line 
market into four groups: (1) Lloyd’s 
Underwriters in London. (2) British 


and European companies who write a 
dollar account mainly for Lloyd’s bro- 
kers and usually contributing with 
Lloyd’s Underwriters although they are 
separate and distinct and have nothing 
to do with Lloyd’s. 

(3). Domestic companies licenses in 
perhaps one state who operate on a non- 
admitted basis in all others. (4). Other 
foreign insurers, Mexican, Algerian, 
South American, ‘operating through cor- 
respondents. 

He went on to say that the third 
group (domestic companies licensed in 
one state only) has been responsible for 
“practically all the abuses and disrepu- 
table practices that have caused head- 
aches to the Insurance Department of 
most states.” 


Misconception About Lloyd’s 


He indicated that few, very few, car- 
riers in this group are stable, soundly 
managed and provide a valuable market. 
There are those in the group who think 
they see a quick dollar in writing dis- 
tress business. Mr. Palmer pointed out 
that many of these carriers and their 
producers “have cashed in on the regret- 
ably widely held misconception that 
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Lloyd’s of London whose financial sta- 
bility and reputation is above question 
is a generic term embracing all non- 
admitted carriers.” 

While Lloyd’s is by far the largest 
non-admitted carrier, there are believed 
to be about 300 others active at the 
present time. Mr. Palmer continued: “h 
has suited certain parties very well in- 
deed not to correct the innocent impres- 
sion of many brokers and their policy: 
holders that any given policy in the 
non-admitted market was placed with 
Lloyd’s Underwriters. 

“There have been cases without nun- 
ber where disputed claims and_ even 
suits on policies have elicited the fact 
that no part of the cover was in Lloyd’ 
at all. In many cases documents have 
been put out and delivered which, i 
not actually fraudulent, are deliberately 
calculated to deceive the policyholder 
as to the true identity of the insurer, 

Continuing, Mr. Palmer spoke of the 
place of the non-admitted insurer in to: 
day’s market and of its advantages in 
capacity and flexibility. He remarked: 
“I doubt if there is a single dollar 
premium developed in this country some 
portion of which does not finally end w 
in the London market either through 
facultative or treaty reinsurance of 
through reinsurance of the professional 
reinsurance companies and _ pools ove! 
here. 

“The capacity aspect is also pointed up 
where direct insurances are concerned 
by the handling of the colossal exposures 
represented by the various target risk 
On one such risk with which I am t« 
miliar, the largest line in this country 
is 4% from one carrier where Lloyd’ 
Underwriters take 38% of the risk.” 

As to the flexibility of the non-al: 
mitted market he pointed to the broal 
forms of property insurance that cal 
be negotiated in a market which exist 
on the principle of free judgment under 
writing and is therefore able to respon! 
readily to increasing demand for broader 
and broader coverage of the “all risk* 
type. 
Advice on Using Non-Admitted Marke! 


Also the “umbrella” liability contrat 
which has rapidly become an almost 
standard coverage for major industri 
















and commercial risks. Mr. Palme! 
stressed, however, the importance “ 
using the non-admitted market in 1 


proper place. He said: 

“It is not a market to be emoloyel 
competitively with the orthodox domes 
tic market. Rather is it a market to 
used in conjunction with the domestt 
market in double harness. 

“I would estimate that almost half the 
premium volume developed, at any tt 
by Lloyd’s, in this country, is reinsu 
ance premium and it does not matt 
much sense in any business to operalt 
competitively with ones own best cts 
tomers. In my own limited experienc 
I have consistently found that by far the 


(Continued on Page 39) 
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National Association of Mutual Insurance Agents At The Commodore, N. Y. 





M. W. Cobleigh Named 
Mr. Mutual Agent of °58 


RECOGNIZED AT NAMIA MEETING 





Six Other Mutual Agents Win Awards 
in Public Relations Contest Con- 
ducted by This Association 


New York, N. Y., Oct. 22—Winners in 
the public relations contest of the Na- 
tional Association of Mutual Insurance 
Agents were recognized here today at 
the 27th annual convention in the Com- 
modore Hotel. First place and designa- 
tion as “Mr. Mutual Agent of 1958” 
went to a New England local agent. 
He is Marshall W. Cobleigh of Nashua, 
N. H., secretary-treasurer of the New 
England Association. His entry had been 
outstanding in its evidence of present 
for his numerous public 





recognition 
service activities, 

In the field of “Printed Material in the 
Public Interest” Leo J. Buettner of 
Johnstown, Pa., was the winner for his 
booklet called “Tour of Greater Johns- 
town” which he had published and dis- 
tributed to 6,000 visitors. 

Winner in the field of “Special Events” 
was Phil Levine of Greensboro, N. C., 
for his humorous “insurance policy” pro- 
tecting the whiskers of the male popu- 
lation of Greensboro, a stunt which had 
been promoted in connection’ with 
Greensboro’s centennial. 


Publicity and Advertising Winners 


J. T. Sutton of Kinston, N. C., was 
first in the field of “Publicity” for a 
special program he staged to acquaint 
his fellow townsmen with the subject of 
compulsory automobile insurance. 

westerner from Colorado Springs, 
Claire W. Snell, took first place in the 
field of “Institutional Advertising.” His 
combination of civic activity and local 
agency advertising accounted for his 
success. 

C. Frank Dail of Greenville, N. C., won 
the award for “Community Relations,” 
his entry showing a wide activity in 
many civic, charitable and professional 


organizations. 
For the best series of advertisments 
the winner was Raymond Denomma, 


Danielson, Conn. His considerable suc- 
cess in the use of advertisements of all 
types in the insurance work was out- 
standing among the entries. 
Presentation of awards was made by 
Robert R. Hoadley, secretary-general 
manager of the Preferred Mutual of 
New Berlin, N. Y., who is chairman of 
public relations for NAMIA. Fred A 
Beckford, president of the Lumber Mu- 
tual of Boston, was contest chairman. 





GOOD JOB BY MIKE BRODINE 


Gets Out Daily Editions of “Agent News” 
for Pennsylvania Lumbermens Cover- 
ing NAMIA Convention 

Mike Brodine of Gray & Rogers, 
Philadelphia advertising agency which 
handles the account of Pennsylvania 
Lumbermens Mutual of that city, did 
a good job this week in getting out 
daily editions of a four-page “Agent 
News.” It covered all the news of the 
27th annual convention of National As- 
Sociation of Mutual Insurance Agents, 
at Commodore Hotel. 

_ Gray & Rogers’ further participation 
in the success of this gathering came 
Monday afternoon when Thelma Bere- 
Sin, public relations expert and master 
Psychologist on the agency’s staff, ad- 

Tessed the convention on “Public Re- 
ations in the Agency Mutual Field.” 

Op executives of Pennsylvania Lum- 
€rmens attended the convention, its 
8roup being headed by Fred H. Ludwig, 
President, and John J. Ford, executive 
vice president and secretary. 











Mutual Assn. Hears State Farm V. P. 


Morrill on Agents’ 


“The Price of Success” was the title 
of a successful talk given to the annual 
meeting, in the Hotel Commodore, New 


York, of the National Association of 
Mutual Insurance Agents. The speaker 
was a “direct writer” representative, 
Thomas C. Morrill, vice president, State 
Farm Mutual Automobile. 

Mr. Morrill, at the outset, cleared up 
“mis-conceptions and  mis-understand- 
ing” concerning direct writers. “State 
Farm,” he declared, “is an agency com- 
pany—a direct writer . .. we are not. 
We have 7,500 independent contractor 
agents who represent us on an exclusive 
basis, The difference between our kind 
of agents,” the State Farm _ officer 
stated, “and their (American Agency 
System) kind of agents—is simply that 
of exclusive vs. non-exclusive repre- 
sentation.” 

Further, he told the meeting, the ortho- 
dox agency pattern of the life insurance 
business is very much like that of State 
Farm. Life insurance people call that 
one “The American Agency System.” In 
light of this, Mr. Morrill proceeded on 
the premise that all concerned are 
agency-minded people. Therefore, he 
could address himself to the problem: 
“What Price Success for the Agent ?” 

Highpoints given by Mr. Morrill are: 
Application, to get out and see people; 
Competence, knowing and giving the in- 
sured a feeling of confidence in your 
knowledge of the business, and further 
the role of agent and company as trustee 
for the insured. 


Leads Through Automobile Business 


Mr. Morrill pointed out that auto insur- 
ance is the lead line for State Farm— 
just as it is the principal producer of 
premium volume in the fire and casualty 
insurance business. He continued: 

“Selling automobile insurance is dif- 
ferent from selling many other lines. 
You can approach a prospect for life 
insurance at any time, but a man is a 
prospect for automobile insurance only 
within a narrow time span surrounding 
the expiration date of his present policy. 
If this span is 30 days wide, then only 
one out of 12 annual or one out of six 
semi-annual auto policyholders are pros- 
pects for automobile insurance at any 
one time. 

“That’s why the first order of busi- 
ness for a new State Farm Mutual agent 
is to gather expiration dates of future 
prospects. We call it x-dating, and set 
ten x-dates a day as a reasonable goal. 

“This is where application comes in. 
Ten x-dates a day is easy if you start 
out early in the morning and keep 
going until you get them. But ten x- 
dates a day is an almost impossible ac- 
complishment seated at your desk or 
engaged in some intriguing but non-pro- 
ductive diversion or waiting for the pre- 
cisely propitious moment to begin the 
day’s work! 

“The man who gets his 60 x-dates a 
week will usually find five or more live 
prospects and will sell some insurance. 
More important, he is loading his x- 
date bank with live ones for every month 
of the year. Given this kind of applica- 
tion, an agent cannot fail for want of 
sales. Let his attention to x-dating flag 
and his chances of success will diminish 
in a geometric progression,” he warned. 

“Application also means using the 
relationship established through automo- 
bile insurance to sell other lines,” Mr. 
Morrill pointed out. “In the family mar- 
ket where our agents function, it is the 
exception to find a family with a strong 
tie to any other agent. It requires only 
a demonstration of interest, friendliness 
and insurance know-how to gain ac- 
ceptance as the insurance man of that 
family. Life and fire insurance sales are 
oo result of that kind of relation- 
ship. 


“Price of Success’? 


In the matter of competence, Mr. 
Morrill declared that people want to 
know that their insurance agent knows 
his business. People, he said, don’t 
understand the meaning of the language 
used to describe coverages; are hazy 
about different kinds of policies; unclear 
as to what they should have insured, or 
again, precisely what they do have in- 
sured. 

“This means,’ Mr. Morrill said, “that 
to obtain the peace of mind he seeks 
from insurance the buyer must have a 
sense of confidence in his agent. The 
policyholder must fortify his own un- 
certainty with the belief that he is in 
competent ‘hands. 

“What is required is simply the requi- 
site knowledge and skill to serve people 
adequately in the fields of insurance in 
which you are engaged. In the automo- 
bile insurance field, for example, com- 
petence means a broad understanding 
of the coverages and limitations of the 
automobile policy. It means taking the 
time and effort to study the needs of 
each person you insure, doing vour best 
to give him an understanding of the pro- 
tection he purchases and of any gaps that 
he may choose not to cover. When the 
claim occurs, it means moving in quickly 
to assure him that he can depend upon 
the protection he bought and upon the 
agent who sold it. 

“The competent agent replaces the 
vagueness and uncertainties that people 
have about insurance with trust and 
confidence in his skill and dependabilitv. 
He lets his customers know that he is 
just as reliable in delivering protection 
as ‘the is persuasive in selling it.” 


Survey of Agent-Client Relationships 


Mr. Morrill quoted people discussing 
agent-client relationships, during a sur- 
vey made by State Farm. The people 
emphasized the desire to have good 
friendly dealings with their insurance 
agent’ “It’s important to be with a 
good company ... but your agent is the 
one who takes care of you... If he 
treats you right then you’re pretty sure 
that the company is going to be OK. 

“The role of the agent,” Mr. Morrill 
outlined, “is to bridge the gap between 
the client and a distant company. Be- 
cause the giant corporation may seem 
cold and remote, the agent should be 


warm, interesting and available. He 
should be friendly, but not a_ back 
slapper.” 


Insurance Company as a Trustee 


The speaker also considered insurance 
as the principle of trusteeship. “In our 
business,” he continued, “we take a 
man’s money, and all we give him in re- 
turn is a promise. Long periods of time 
sometimes elapse before that promise 
must be fulfilled. We hold his money 
in effect in trust, as fiduciaries. The 
insurance company is a trustee. 

“Tt follows that the insurance agent 
is the agent of a trustee. It follows 
that the agent is held, in all of his 
agency capacities, to the standards of 
conduct befitting a trustee.” 

Further along, he remarked: “Perhaps 
it is the banker who comes most easily 
to mind as an example of a trustee. 
There is a certain aura surrounding the 
typical image of a banker. He is seen 
as dignified, conservative, reliable, trust- 
worthy. 

“Yet the primary obligation of the 
banker is simply to return intact that 
which you put in his keeping. How 
much greater is the obligation of the 
insurer!” he exclaimed. “We must be 
prepared to return not only what we 
receive from our customer but often 
a thousand times as much, on demand, 
immediately or at a remote future date. 


(Continued on Page 41) 


Henry D. Bean Heads 
Mutual Agents Assn. 

ELECTED AT N. Y. ANNUAL MEET 

Operates 26-Year Old Agency in Had- 
donfield, N. J.; Active in 


Community Affairs 








New York, N. Y., Oct. 22—Henry D. 
Bean, agent of Haddonfield, N. J., was 
elected to the presidency of the National 
Association of Mutual Insurarice Agents 
here today at its 27th annual meeting. 
Mr. Bean was installed at the closing 





HENRY D. BEAN 


banquet of this gathering in the Com- 
modore Hotel, attended by approximately 
800 agents. During the past year he has 
served as vice president of NAMIA. 

A Cornell University graduate with a 
C.E. degree, Mr. Bean was an athlete 
during his collegiate days, playing base- 
ball, football and golf. In the tradition 
of good insurance men he is now active 
in many clubs. He belongs to the Tavi- 
stock Country Club, Sea View Country 
Club, Pine Valley Gun Club, Witchwood 
Swim Club, and is past president and 
active in the local Rotary Club. 

His Agency 26 Years Old 

Mr. Bean is the owner of the Henry 
D. Bean Agency with offices in a large 
colonial home built in Haddonfield by 
John Payton, a financial advisor to the 
President of the United States. This is 
his 26th anniversary in the business, hav- 
ing started in 1932. He represents lead- 
ing mutual companies. 

Mr. Bean’s other activities include 
presidency of the Haddonfield Board of 
Education, director of the Haddonfield 
National Bank, director of Hedges Diesel 
Inc., past president of New Jersey Mu- 
tual Insurance Agents Association, and 
NAMIA board member. 


MEMBERSHIP AT ALL-TIME HIGH 

Maurice M. Cable, New Orleans, mem- 
bership chairman of the National Associ- 
ation of Mutual Insurance Agents, re- 
ported to the board of directors at New 
York that membership stands at an all- 
time high of 7,773. 

In order to get data on costs of agency 
operation, the NAMIA board authorized 
the executive committee to investigate 
possibility of having a survey made on 
expenses involved in running a mutual 
agency. The board also approved high- 
est budget in NAMIA’s history. 


ATTENDANCE TOPPED 800 

Attendance topped 800 at the 27th 
annual convention of National Associa- 
tion of Mutual Insurance Agents this 
week at Hotel Commodore, New York. 
Julius S. Wikler, New York Superin- 
tendent of Insurance, was an honored 
luncheon guest the opening day. 
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Governor’s Worker Safety Talks: 
Compensation Claim Analysis Shown. 


Theme of the recent Governor’s Con- 
ference on Occupational Health and 
Safety held in Albany was “New Hori- 
zons for Worker Health and Safety.” 
The two-day conference featured leading 
public officials. Governor Averell Harri- 
man welcomed the visitors. 

Feature of the opening day was the 
address of Dr. Isador Lubin, New York 
State Industrial Commissioner, Depart- 
ment of Labor. Dr. Lubin pointed out 
that since the previous Governor’s 
Worker-Safety Conference two years 
ago much has been accomplished. For 
example in the high-frequency foundry 
industry period work accidents were re- 
duced 21% in this two-year period. 

As the leading state in non-agricultural 
and manufacturing employment, Gov- 
ernor Harriman said, New York has a 
special interest in industrial health and 
safety. He remarked that labor manage- 
ment and government are making prog- 
ress. 

“In each of the last four years, there 
has been a reduction in the number of 
accidents reported to the New York 
State Workmen’s Compensation Board. 
Last year, the accident frequency rate 
for all factories in the state was 12.7 
per million man-hours worked. Four 
years before it was 14.7 injuries per 
million man-hours. This is a drop of 


14%.” 
Angela R. Parisi’s Talk 


Angela R. Parisi, chairman, New York 
State Workmen’s Compensation Board, 
delivered an analysis of the anatomical 
parts of the human body most subject to 
industrial’s exposure and injury. Based 
on 114,447 compensation cases closed in 
1956, Miss Parisi found that: 

a) 28% or 32,418 of the total injuries 
occurred to the trunk. b) The hand and 
its digits accounted for 24% or 27,580 
of all compensated injuries. c) The low- 
er extremities (legs and feet) involved 
23,878 cases of 21% of the total. 

The above accounted for 75% of the 
injuries to various parts of the body. 

d) 1,766 injuries to the eye were of 
sufficient severity to require the pay- 
ment of cost indemnity. e) Injuries to 
the head, face and neck, other than eyes 





Buyers Told Get Adequate 
Fidelity Bond Coverage 


Fraud — its cost to man and manage- 
ment, was discussed at an American 
Management Association seminar at the 
Hotel Astor, New York, on October 10 
by Peter A. Zimmerman, assistant secre- 
tary of the Surety Association of Amer- 
ica. 

The seminar, which was entitled “AMA 
Finance Orientation Seminar—Organiz- 
ing and administering the internal audit- 
ing function,” was attended by business 
executives from many sections of the 
country. 

In discussing employe fraud, Mr. 
Zimmerman stressed the seriousness of 
the problem, case histories, motives for 
theft, danger signals, prevention of 
fraud through controlling and policing, 
and the auditor’s responsibility in dis- 
covering and handling fraud. 

A system of internal control, said Mr. 
Zimmerman, can make embezzling diffi- 
cult, and good control will discourage 
many potential embezzlers, but there is 
always present the danger of a collusive 
loss or the steal-and-run type of fraud. 
In the final analysis, he said, an adequate 
amount of fidelity bond coverage, or 
honesty insurance, should be carried, and 
to that end he recommended to the 
auditors the Surety Association’s booklet 
“How Much Honesty Insurance?” 





ALLSTATE NAMES NICHOLLS 

Allstate recently appointed William F. 
Nicholls to district sales manager of its 
Philadelphia regional office. 


accounted for 10% or 11,696 of the cases. 
f) The arms and shoulders account for 
11% or 12,175 of all cases during this 
period. g) 4,934 or 4% of all cases in- 
volved were injuries to two or more 
parts of the body. 

Severity on Claim Figures 


The speaker further reported: “Injury 
severity, as measured by average com- 
pensation awarded, varied widely with 
different parts of the body. The most 
severe injuries were those involving two 
or more parts of the body, averaging 
$2,112 per case. Trunk injuries were not 
only the most numerous but also the 
most costly among single parts of the 
body affected. 

“The total amount of compensation 
awarded in trunk injuries was 41% of the 
$104,709,651 awarded in all cases closed 
in 1956, while the 32,418 injuries to the 
trunk accounted for only 28% of all 
cases. The average compensation award 
for injuries in these cases was $1,307 per 
case, well above the $915 average for all 
cases. The all-case average for eye in- 
juries was $1,249 and for injuries to the 
arms and shoulders $963 per case. 

“Least expensive were hand and finger 
injuries, averaging $486 ner case. Some- 
what higher, but still below the all-case 
average were injuries to the legs and 
feet, averaging $672, and injuries to the 
head, face and neck, excluding the eyes, 
which averaged $728 per case.” 


Lessons From Actual Accidents 

Miss Parisi also reported on a num- 
ber of serious accidents which occurred 
in New York in recent times: A fire 
February 14 at 137 Wooster Street 
which cost 11 lives; 24 dead following 
a fire March 19 at an underwear manu- 
facturers at 623 Broadway; one dead at 
the Museum of Art fire April 15, and 
the Brooklyn dock explosion December 
3, 1956. 

These occurrences, the speaker pointed 
out, served to stress the fact that 9% 
of accidents are due solely to hazardous 
conditions; 43% to unsafe acts, and 48% 
to a combination of the two. 

In closing Miss Parisi expressed con- 
fidence about future progress in the 
field of safety, which, she said, was evi- 
denced by the interest shown at the 
Workmen’s Compensation Institutes held 
during recent months throughout the 
state. 





Appoint Office Managers 

Aetna Casualty & Surety recently ap- 
pointed new managers at its San Fran- 
cisco and Louisville offices. 

Jerome W. Wilson was named to suc- 
ceed John R. Holmes at San Francisco. 
Mr. Holmes retired after 38 years serv- 
ice. Replacing Mr. Wilson as Louisville 
manager is Frederick B. Anderson who 
has been superintendent of the Cleve- 
land bond department since 1955. 
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L. K. MAUPIN ELECTED V.P. 


Named by Illinois Mutual L. & C. to 
Direct Sales Activities; Greely Made 
Ohio Field Supervisor 

Leslie K. Maupin has been elected by 
the board of directors of Illinois Mutual 
Life & Casualty of Peoria, Ill., as vice 
president and agency director. In this 


capacity he will direct the company’s 





LESLIE K. MAUPIN 


sales activities and work with its agency 
force of over 1,500 agents in 14 states. 

Mr. Maupin has had 19 years of insur- 
ance experience, his most recent position 


being supervisor of agencies for the 
Standard Life of Jackson, Miss. 
President E. A. McCord also an- 


nounces appointment of Robert J. Greely 
as field supervisor in eastern Ohio. A 
graduate of Ohio State University, he 
has had many years of insurance experi- 
ence. 


NBCU MINNESOTA AUTO RATES 

Revised automobile liability rates for 
Minnesota, effective October 15, by the 
National Bureau of Casualty Under- 
writers produce statewide average in- 
creases of 4.8% for private passenger 
cars and 0.7% for commercial cars. 
Division 1 garage risks receive a reduc- 
tion of 2.7% 
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Support Speed-up in 
Court Case Handling 


INDUSTRY DRIVE IN _ ILLINOIS 
Holds Better Court Facilities Would 
Benefit All in BI, PD Liability 
Cases; Roy L. Davis’ Views 
Strong support for measures which 
will eliminate court delay has been 
shown by the Association of Casualty 
& Surety Cos., through its midwestern 
office Manager Roy L. Davis in Chicago, 
ACSC supports and endorses the pro- 
posed Judicial Amendment to the Illinois 

Constitution. 

The Chicago office of ACSC has cir- 
cularized newspaper editors and writers 
in the Midwest to the effect that “It 
is the stated belief of the Chicago and 
Illinois Bar Associations and the Com- 
mittee for Modern Courts—supported by 
leading civic, labor, farm, professional 
and business organizations—that _ the 
judicial reform proposition to be voted 
on at the November 4 election will 
assist substantially in the reduction of 
congestion and delay in the courts. 
Under the present judicial system, per- 
sons involved in personal injury litiga- 
tion may be forced to wait from four 
to six years for their cases to come to 
trial in Cook County and up to two 
years downstate.” 

Mr. Davis said “the concern of our 
member companies in court reorganiza- 
tion lies in the prompt handling of per- 
sonal injury and property damage lia- 
bility suits, convinced*as they are that 
the delay presently existing is harmful 
not only to injured persons but to in- 
surance companies and the general public 
as well. Literally thousands of persons 
who file suit during the coming year 
have no chance whatsoever of having 
trials within a reasonable time. This is 
nothing but a denial of justice in many 
cases. Furthermore, court congestion 
has undoubtedly in some degree affected 
the prestige of our courts, which is a 
matter of concern to everybody.” 

The Association agrees with the find- 
ing of the Committee for Modern Courts, 
that the Judicial Amendment will make 
possible a “simplified court system de- 
signed to assure equal, speedy and more 
economical justice to every citizen of 
Illinois.” 

Judges Deserve Best System 
_ Mr. Davis lauded the work of the 
judiciary itself in its efforts to cope with 
the problem of congestion. “But for 
the herculean efforts of judges during 
the past few years the situation would 
be much worse. Their efforts point up 
the fact that reorganization and modert- 
ization of our court system is long over: 
due. We cannot, and should not, expect 
our judges to contend with the tremen- 
dous load of cases before them, handi- 
capped by an outmoded, patchwork court 





system which does not, and cannot, 
effectively utilize presently available 
manpower. Our judicial system is the 


foundation and bulwark of our free 
society. The judges who man our courts 
have grave responsibilities affecting 
every one of our citizens. They deserve 
the best court system that can be de 
signed.” : 

Mr. Davis said insurance companies 
realize that additional judges and facili- 
ties are badly needed in certain areas 
which have experienced tremendous 
population gains in recent years. 

The Association welcomes the move- 
ment to bring about a modern, unifie 
court system because of its promise 0 
reduction in court delays. 


Tel.: Mitchell 2-0963.45 
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Personalities At White Sulphur 


Attending Joint C. & S. Convention 


By Curr C. Jones 
Kansas City 


Cliff C. Jones of Kansas City, who has the dual capacity of president of R. B. 
Jones & Sons, Inc. and board chairman of Kansas City Fire & Marine, is again 
our guest columnist in recording human interest items about personalities who 
attended last week’s joint casualty-surety convention at The Greenbrier, White 
Sulphur Springs. The Eastern Underwriter is honored to have Mr. Jones, one of 
the nation’s outstanding insurance executives. In his long career of nearly 60 years 
he has ever been a champion of the agent’s cause. A past president of both NAIA 
and National Association of Casualty & Surety Agents, he holds a high place in the 
producer ranks. His closeups of White Sulphur conventioneers follow: 


What a thrill it is to return to The 
Greenbrier each October to meet old 
friends and to make new friendships 
with both company and agency leaders 
who share the same problems as I do! 
It seems to me that this joint convention 
of our two associations—National As- 
sociation of Casualty & Surety Execu- 
tives and National Association of Cas- 
ualty Agents— was one of the best ever 
from the standpoint of good fellowship 
and willingness on both sides to ex- 
change ideas and work out solutions of 
major problems facing our industry. 

Arriving early with the John T. Har- 
risons (Flynn, Harrison & Conroy) who 
motored down from New York City, 
Mrs. Jones and I were greeted warmly 
by J. Dewey Dorsett, NACSE secre- 
tary-treasurer, and Mrs. Dorsett. Dewey 
fits the role of official greeter to per- 
fection in his best North Carolinian 
manner ! 

We were happy to see George and 
Louise Blossom (Fred S. James & Co.,, 
Chicago) on hand, both in fine fettle, 
and their presence reminded me _ that 
the Blossoms are among the oldest with 
the John T. Harrisons and ourselves, 
in attendence at this popular convention. 
Also on hand was “Bud” Blossom, now 
a vice president and director of Fred S. 
James & Co. who was his father’s chief 
lieutenant in planning for the firm’s 
10th anniversary this year. 


Presidents Alexander, Paddock, Phillips 


We were blessed this year with beauti- 
ful, mild weather at White Sulphur, 
ideal for golfing, hiking, tennis, putting 
and horseshoe pitching. But the first 
order of things as always was the busi- 
ness sessions. The agents got off to a 
good start by holding a board of di- 
rectors meeting Sunday morning, pre- 
sided over by Ben Paddock of Detroit, 
NACSA’s president. The following 
morning he delivered a challenging presi- 
dential address which is “must” reading 


Fin my opinion. 


I also felt well repaid in hearing the 
address presented by NACSE president, 
Robert Z. Alexander, who heads Ameri- 
can Insurance Co., Newark, N. J. He 
faced the industry’s major problems 
squarely, putting the emphasis on auto- 


mobile insurance ills. Mrs. Alexander 
Was the convention’s gracious first lady. 
Bill Phillips, Birmingham,  Ala., 


another president attending, heads Na- 
tional Associaticn of Surety Bond Pro- 
ducers which met for breakfast sessions 
ot its executive board Saturday and 
Sunday, Anyone fortunate to have sat 
mM with this energetic group surely re- 
celved a first hand sizeup of the 1958 
bonding picture. 

this impression was given to me by 
Speed” Warner, vice president and di- 
rector of my firm in Kansas City, who 
atively participated in the discussion. 
Speed is a past president of NASBP. 


Meet C. W. Olson, Jr. and B. H. Mercer 
New Chieftains ; 


C. W. “Bill” Olson, Jr., Chicago, was 
not only elected president of NACSA 
at this convention but was named by 


the Surety Bond Producers to fill out 
the unexpired term as board chairman 
of Dallas Smith, who died last summer 
Dallas. Bill’s agency, substantial writer 
surety bonds, was founded 65 years 





CLIFF C. JONES 


ago by his Dad, C. W. Olson, Sr., in 
Chattanooga, Tenn. I predict that the 
gracious Mrs. Olson will be a real help- 
mate to Bill in his leadership of NACSA 
this coming year. 

Let’s also give recognition to Beverly 
Mercer, president of Fidelity & Deposit, 
Baltimore, newly elected head of the 
company association. This is his 47th 
year with the F. & D. of which he has 
been president since 1950. It’s on the 
record that under his sagacious leader- 
ship the company has prospered. Best 
of luck to you, Beverly, and to your 
charming wife. 

Speaking of the F. & D., I noted the 
presence at the convention of Norman 
F. Penny, only agent and only New 
Yorker on its board of directors. Not 
only does he operate a successful insur- 
ance agency in Mineola, L. I. but he’s 
a bank director and a political bigwig 
(Republican) in the Nassau County 
(L.1.) organization. 


Chubb & Sons’ Sunday Get-together 


The traditional Sunday evening get- 
together party given by the Chubb & 
Son executives in their Greenbrier suite 
always draws a large and enthusiastic 
crowd. It’s hard to match the hospitality 
of Nat Mobley, Bob Wallace, Tom Dew 
and Francis Calley, who are the chief 
hosts. And I must not overlook Eunice 
Calley, aptly described as “the hostess 
with the mostest,” and the Old White 
Room orchestra, the Popularies, en- 
gaged for the evening, whose songs 
and music always make for an unfor- 
gettable evening. 

Nat Mobley, who is a senior partner 
in Chubb & Son and a senior vice presi- 
dent in the Federal, moved up to execu- 
tive committee chairman in the NACSE, 
well deserved recognition. Vice Pres- 
ident Bob Wallace, fresh as a daisy 
after a strenuous week at NAIA’s con- 
vention in New Orleans, brought along 
his gracious wife. However, we missed 
Sara Dew and hope that Tom will bring 
her with him next year. Vice President 
Dew, incidentially, is a VMI graduate 


and the 70-man Glee Club of that In- 
stitute provided us with banquet enter- 
tainment of high quality. 

I was sorry not to see Junius Powell, 
also a senior executive in the Chubb & 
Son - Federal organization, who was 
missed by many of his friends. 


Nine Insurance Commissioners on Hand 


We were fortunate this year to have 
nine stalwarts from the Insurance Com- 
missioners’ ranks. Topping the list was 
Arch E. Northington, Tennessee, who 
is NAIC president, and Joseph A. Na- 
varre, Michigan, immediate past presi- 
dent of NAIC, both of whom addressed 
the NAIC convention in New Orleans. 
Joseph S. Gerber, Illinois Director of 
Insurance, also an NAIA speaker, made 
new friends at White Sulphur as did 
Sam Beery, Colorado; George A. Bis- 
son, Rhode Island; Paul A. Hammel, 
Nevada; Nelson Parker, Virginia; C. 
Judson Pearson, West Virginia, and 
last but decidedly not least, Britton Mc- 
Connell, California Commissioner, In re- 
cent months “Brit” has been “the re- 
lentless pursuer of that tycoon, Stewart 
Hopps.” 

Three former Commissioners on hand 
were Al Bohlinger, New York, whose 
attractive wife has the faculty of friend- 
ship making; Col. Howard P. Dunham, 
Connecticut, and Frank Harrington, 
Massachusetts. As always Frank was 
one of the busiest men at the convention 
in his capacity as NACSA’s executive 
vice president. Mrs. Harrington had 
hard work keeping up with him! 

Col. and Jean Dunham, seasoned con- 
ventioneers, have attended these White 
Sulphur meetings for over 30 years and 
always occupy the same room in The 
Greenbrier. Howard was laid up earlier 
this year but with Jean’s devoted care 
he is now back to his old self again. 


The Insurance Press 


No Greenbrier convention would be 
complete without members of _ the 
Insurance Press represented. They in- 


cluded this year the always genial Ed 
Ackerman, The Weekly Underwriter; 
the horseshoe pitching Wally Clapp of 
The Eastern Underwriter; the dignified 
Roger Kenney, United States Investor; 
Tom Casper, publisher of The Spectator, 
and John Burridge, National Under- 
writer, also a horseshoe pitcher, in fact, 
a prize winner in last week’s tournament. 

I missed my old friend, Clarence Ax- 
man, editor of The Eastern Underwriter, 
dean of insurance journalists, who has a 
host of friends and admirers around the 
country. 

Golf and Tennis Devotees 

Blessed as we were by perfect weather, 
the golf and tennis players among us 
made the most of it. Ed Gill, Glens 
Falls vice president, and Bob Bowen, 
Indianapolis agent, shared the honors 
as co-chairmen of the men’s golf tourna- 
ment, and Mrs. Howard Slayback, 
O’Hanlon Reports, New York, and Mrs, 
John C. Conklin, Jr., Hackensack, N. J., 
ran the women’s tournament as co-chair- 
men. Another agent, Victor D. Blakely, 
Topeka, defended his 1957 title of low 
gross champion and holder of the Earls 
Trophy. This was put into competition 
by Tom and John Earls, Cincinnati, but 
only John showed up this year. Tell 
Tom and Blanche that they were missed! 

Among the tennis devotees I noted that 
Bill Klinesmith, New Orleans agent, is 
still able to hold his own in doubles 
with much younger players; that Dick 
Wagner, assistant general manager, As- 
sociation of Casualty & Surety Com- 
panies, is still a formidable opponent, 
witness that he beat young Ed Cochran, 
Hagerstown, Md. in a singles match; 
and that Wilson C. Jainsen, president 
of Hartford Accident, keeps himself fit 
and trim with a regular routine of tennis 
and horseback riding. 

I mustn’t forget to mention Westray 
Leslie, gracious as ever, who presides 
over the household of Willian Leslie, 
Sr. A skilled equestrienne, she was a 
trim figure in riding clothes at White 
Sulphur. Speaking of the Leslies, Bill 
4s now a country squire. Shortly after 
As retirement as general manager of 
National Bureau of Casualty Under- 
writers, he and Westray moved to New- 








town, Conn. Here’s hoping you both 
have many years of relaxed living and 
happiness! é 

Young Bill Leslie, a chip off the old 
block, brought his vivacious wife to this 
convention. I understand that he’s off 
to a fine start as National Bureau’s 
general manager. 


Some Old Timers Who Were Missed 


Let me pause a minute to pay tribute 
to some old timers who could not at- 
tend our meeting. Ed and Gwen Allen, 
now living in Pass Christian, Miss., were 
surely with us in spirit as were Frank 
and Judith Bell of Charleston, W. Va. 
I took over the role of White Sulphur 
columnist from Ed Allen at the per- 
suasiveness of Wally Clapp, and I’m 
trying hard to keep them both happy 
in accurate reporting. 

Also missed were NACSA past presi- 
dent, Carl P. Daniel, St. Louis, and his 
wife, Helen. Here’s hoping that sick- 
ness will not prevent you from being 
with us next year, Carl. Another stal- 
wart past president among the missing 
was Wheaton Williams, who heads the 
Fred L. Gray Co., Minneapolis. 

I’m sad to record that death took Gene 
Harrington of Atlanta, Bob Thome of 
Baltimore and Pres Bowen, also of 
Baltimore, from our midst in the past 
year. Let’s never forget their valiant 
service to the American Agency System. 

Among company executives unable to 
attend and who were missed, were 
Clarke Smith, Royal-Globe Insurance 
Group; Ed Larner, Employees Group 
of Boston: Mort Sprague, Home of New 
York: Bill Bernhard, General Accident, 
and Charlie Conklin, Northern of New 
York. You'll be glad to know, Charlie, 
that your brother, Jack and his family, 
upheld the Conklin reputation for friend- 
liness and good fellowship. 


Among the Company Top Executives 


Company top executives who add pres- 
tige to this convention included W. E. 
“Bill” McKell, American Suretv, and 
an NACSE past president, and “Randy” 
Brown, his chief lieutenant. I have al- 
ready mentioned Beverly Mercer, Bob 
Alexander, and Bill Jainsen, all chief 
executives of their respective companies. 
Then we had Lester Kirk, Standard Ac- 
cident’s leader, who again showed his 
prowess in horseshoe pitching five ring- 
ers in his first round. His associates, 
Ed Warnica and Ted Sedwick, also at- 
tending, will join with Mr. Kirk and 
other Standard officers in celebrating 
Ngai 75th anniversary in May, 


From Orlando, Fla. came Walter Hays, 
president of American Fire & Casualty, 
and Charlene, his gracious helpmate. An 
inveterate pipe smoker, Walter has his 
own special brand of tobacco. Believe it 
or not, it’s a blend of seven different 
brands with just the right amount of 
rum added, the handiwork of his good 
wife who loves to do the mixing. 

From Reading, Pa. came Harold G. 
Evans, president, American Casualty, 
and Mrs. Evans. He is one of the few 
insurance executives, I believe, who has 
a private pilot’s license and uses his 
own company’s plane frequently on busi- 
ness. Another executive from Pennsyl- 
vania, Ralph Newman, National Union 
vice president, Pittsburgh, made himself 
generally agreeable as always. 

The only company executives from the 
Pacific Coast whom I saw here were Ted 
Long, London Assurance Group, who 
divides his time between San Francisco 
and New York, and Ray Ellis, vice presi- 
dent, Fireman’s Fund. Both were ac- 
companied by their wives. 

Another San Franciscan—John Farley 
of Griswold-Withofty-Farley Agency— 
was on hand for his first White Sulphur 
meeting and enjoyed himself thoroughly. 
He is a partner of my good friend, Jack 
Griswold of New York, whose brokerage 
firm is affiliated with W. R. Grace & 
Co. Jack, I’m proud to say. looks after 
the interests of Kansas City Fire & 
Marine in New York. 


More Company Executives 


The Indemnity Co. of North America 
was represented by Vice Presidents Jim 
Crawford and Reg Robins, but unfortu- 
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nately Frank Vanderbuilt of New York, 
and old timer at our meetings, couldn't 


make it. He was missed. 

The Reliance of Philadelphia sent Ad- 
dison “Bill” Roberts, full of pep after 
a hospital siege, and Secretary Joseph 
McDermott who heads its bonding de- 
partment. 

Continental Casualty’s representative 
was Frank V. McCullough, who won 
promotian to executive vice president 
early this year. 

From Hartford came Ed Knapp and 
Mrs. Knapp, Aetna Casualty & Surety, 
but where was Charlie Haugh, Travelers 
vice president, who always enjoys him- 
self at White Sulphur? We missed you, 
Charlie. The Travelers was represented 
by J. Donald Griffin, second vice presi- 
dent. 

Bill Pullen and C. B. Gamble, U.S. F.&G. 
executives; Walter Helm and Sewell 
Weech and Reid Johnson, New Amster- 
dam Casualty; Ed Castleton, Maryland 
Casualty, and H. L. Van Horn, Calvert 
Fire, constituted the Baltimore contingent. 
But I missed Bill Harper, NACSE im- 
mediate past president, who heads the 
Maryland Casualty, and Mrs. Harper, 
Please be with us next year, Bill. 

N. H. Wentworth, America Fore Loy- 
alty Group vice president, enjoyed his 
first White Sulphur meeting and so did 
Gil Kerr, retired vice president of that 
group, who is now vice president of 
Recording & Statistical Corp., New 
York. 

Other New York company executives 
on hand were Gibbs Slattengren, Sea- 
board Surety president, whose party in- 
cluded Vice Presidents Ray Smith and 
Frank Schiele; also Frank Bullen, vice 
president, United States Casualty, and 
Ed Lechner, who heads the General Fire 
and Casualty. It was a “first time” for 
him and Mrs. Lechner and they had an 
enjoyable and stimulating experience. 

I missed seeing my old friend, Arthur 
Greer of Ocean Accident, and his good 
wife, Alice. And I said a prayer for the 
late Floyd N. Dull of Rutherford, N. J., 
another old friend, who enjoyed so 
much White Sulphur attendance with 
his wife, Daisy. 

Some of the Newcomers 


Let’s put the spotlight now on some 
of the other newcomers at the conven- 
tion. IT noted with interest that NACSA 
elected to its board of directors two 
sons of well known agency leaders— 
Ed Cochran, Hagerstown, Md. and E. 
R. Ledbetter, Jr., Oklahoma City, both 
of whom are “comers” in our business. 
Also recognized by NACSA by election 
to its board were Ernest M. Cantrell, 
Atlanta; Thomas J. McCaffrey, Al- 
buquerque, N. M., and Frank H. Tor- 
moen, Kansas City, all newcomers. 

Much to his wife’s delight, Mr. Can- 
trell won first prize in the horseshoe 
pitching tournament, his partner being 
Ted Long, new United States manager 
of The London Assurance, who was 
back with us this year with Mrs Long 
after a three-year absence. Mrs. Can- 
trell, incidentally, did a fine job as score- 
keeper for the horseshoe pitchers. 

I was also glad to greet Harold W. 
McGee and Mrs. McGee of Los Angeles, 
this being their first White Sulphur con- 
vention with our group. Mrs. Jones and 
I recall meeting the McGees in Bangkok, 
capital city of Thailand, when we were 
on a round-the-world trip in 1955. 

From my home city of Kansas City 
came Frank McGee, partner with his 
brothers, Joe and Louis, in running the 
prosperous Thomas McGee & Sons 
agency. A friendly competitor of R. B. 
Jones & Sons, Inc., it is one of the 
largest agencies in our city. 

Birthday Surprise for Walter Sheldon 

I have to hand it to Louise Sheldon 
for her quiet efficiency in planning a 
surprise birthday party for her hushand. 
Walter, which was attended by 30 of 
their friends at the convention. An old 
friend of mine, Walter is one of the top 
vice presidents of W. A. Alexander & 
Co., Chicago. A founder of this firm, 
the late Wade Fetzer was NACSA’s firs: 
president back in 1913-14. 

Following this convention Walter and 
Louise spent several days in New York 
City and among other things, they en- 





Ladies’ Bridge Winners at 
White Sulphur Convention 


The following were the winners of 
table prizes in the women’s card party 
at the White Sulphur Springs joint cas- 
ualty-surety convention last week. Mrs. 
Sherman Drake (National Surety-Fire- 
man’s Fund) was chairman of the com- 
mittee and awarded the prizes. 


Mrs. Sam _ Beery, Denver, Colo., 
whose husband is Colorado Insurance 
Commissioner; Mrs. George W. Blos- 


som, Jr. (Fred S. James & Co., Chicago) ; 
Mrs. R. E Brown (American Surety); 
Mrs James B. Burr (Decker, Davies, 
Jean & Mackey Agency, Grand Rapids); 
Mrs. E. L. Castleton (Maryland Casu- 
alty, Baltimore); Mrs. George Foster, 
Jr., East Lansing, Mich.; Mrs. H. Mar- 
shall Frost (American International Un- 
derwriters); Mrs Joseph S. Gerber, wife 
of Illinois Director of Insurance; Mrs. 
Walter L. Hays (American Fire & Casu- 
alty Co., Orlando). 

Also Mrs. Frank Lang (Frank Lang 
& Associates, New York); Mrs. T. M. 
Leirs, guest of Mr. and Mrs. Holton 
R. Price, St. Louis; Mrs. Frank V. 
McCullough (Continental Casualty, Chi- 
cago); Mrs. Lyle S. McKown (Wirt, 
Wilson & Co., Minneapolis); Mrs. Rob- 
ert J. Noble (Wheeler - Kelly - Hagny 
Agency, Wichita, Kan.); Mrs. R. Lewis 
Patton (James J. Harris Co., Charlotte, 
NC.); Mrs. T. L Sedwick (Standard 
Accident, Detroit); Mrs Richard Wag- 
ner (Association of Casualty & Surety 
Companies, New York), and Mrs. Paul 
“ Whitbeck (W. R. Ryan Corp., Cleve- 
and) 


OVER 68 MILLION VEHICLES 

Federal Highway Administrator B. D. 
Tallamy this week estimated that mo- 
tor-vehicle registrations will reach 68,- 
398,000 by the end of 1958. Private pas- 
senger cars are expected to total 58.967,- 
000—a 1.9% increase over 1957. Califor- 
nia has approximately seven million reg- 
istrations, New York five, followed by 
Texas and Pennsylvania with over four 
million. 


WON AT HORSESHOE PITCHING 

White Sulphur Springs, W. Va., Octo- 
ber 13—The Convention horseshoe pitch- 
ing tournament here this afternoon was 
won by the team of Ted Long, London 
Assurance U. S. manager, the Ernest 
Cantrell of Spratlin Harrington Agency, 
Atlanta, and runners-up were Holton 
Price of Markham & Co., St. Louis, 
and John Burridge, National Under- 
writer. Mrs. Cantrell was the score- 
keeper. 











joyed the performance of “The Music 
Man”, a sell-out show on Broadway. 


Attending from New Jersey 


Another old friend, Harry Godshall of 
Atlantic City, N. J., was with us and 
brought along his wife, Helen. I'll al- 
ways remember him for his service to 
the New Jersey Association of Insur- 
ance Agents, both as president and 
legislative committee chairman. Stanley 
Stults of Hightstown, N. J., another 
stalwart, couldn’t make the trip this 
year, but Al Sinn, Clifton. N. J., also 
a NJAIA past president, did. 

Speaking of Terseyites, I mustn’t over- 
look Scott and Dorothy Harris (Joseph 
Froggatt & Co.), Bob and Mrs. Files 
(their daughter and son-in-law); Jerry 
and Mrs. Germain (Excess and Treaty 
Management Corp.) and their guests— 
Charlie and Mrs. Summers. I’m told that 
Terry has achieved four holes-in-one in 
his golfing career, no small accomplish- 
ment. Charlie Summers is a vice presi- 
dent of Bankers Trust Co.. New York, 
while Bob Files is making good progress 
with Froggatt & Co. 

Hailing from Roslvn, L. I. were Bill 
and Florence Amos (First Boston Corp., 
New York) who have a lot of friends 
in insurance circles. He is assistant vice 
president of First Boston. 

May I also present Shelby Cullom 
Davis, member of New York Stock Ex- 
change, who is one of the best informed 
insurance share analysts in the business. 
As usual he brought his attractive wife 
along. Somehow Shelby didn’t do so 





B. H. Mercer, New NACSE Head 


Beverly H. Mercer of Baltimore, who 
was elected last week at White Sulphur 
Springs as president of the National 
Association of Casualty & Surety Ex- 
ecutives, has had a distinguished career 
in the bonding field extending over 47 
years. He joined the Fidelity & Deposit 
in June, 1911, in its home office fidelity 
department after graduation from the 
University of Maryland with LL.B. de- 
gree. Rising through the ranks of the 
F. & D. he was elected its president in 
1950, and his able leadership of the com- 
pany in the past eight years is reflected 
in its operating results. 

A prominent figure in the business life 
of Baltimore, Mr. Mercer is a director 
of two of its leading banks—Fidelity 
Baltimore National Bank on whose ex- 
ecutive committee he also serves, and 
the Savings Bank of Baltimore, third 
oldest in the country. 

In addition Mr. Mercer is on the 
board and executive committee of the 
Monumental Life Insurance Co. of Bal- 
timore, now celebrating its 100th anni- 
versary year; a member of the executive 
committee of Association of Casualty & 
Surety Executives, and a director of 
Surety Association of America. 

Community and Civic Interests 

His interest in community and civic 
affairs is reflected in the time he gives 
to Johns Hopkins Hospital of which he 
is a trustee, and the American Red 
Cross, Baltimore Chapter, of which he 
is a board member. He also serves on 





Fabian Bachrach 
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the board of the Department of Admin- 
istration of the Episcopal Diocese, the 
Baltimore Association of Commerce and 
the Arundel Corp. His clubs _ include 
Maryland and Merchants of Baltimore, 
Metropolitan of New York and Balti- 
more Country Club. 

In his leisure time Mr. Mercer enjoys 
farming and his dogs. He is located at 
Ellicott City, Md., where he was born 
and raised. 





well in the horseshoe pitching tourna- 
ment and lost the championship he has 
held for the past three years. 


Among the Ladies 


Forgive me if I do not mention all the 
ladies who graced our meeting. To speak 
of a few, I was so happy to see Helen 
Sisk of Oklahoma City, as pretty as 
ever, whose husband, Paul, is now feeling 
fine; Gertrude Harrison and _ Louise 
Blossom, our matrons of honor at White 
Sulphur from the standpoint of long- 
time attendance; Lurline Bolton from 
Alexandria, La., always vivacious, whose 
husband, Roscoe, looks almost as youth= 
ful as when I first met him and _ his 
bride at the meeting many years ago; 
Mrs Guy Warfield, Baltimore, whose 
handsome husband is this year serving 
as chairman of the Council at Cornell, 
his alma mater, a top level post. 

I also enjoyed seeing again “Tuck” 
Price whose husband, Holton, is senior 
partner of W. H. Markham & Co., one 
of the leading agencies in St. Louis. 
(Holton was a horseshoe pitching champ 
this year!) Glad to note that his son, 
Holton, Jr., is a member of the .firm. 
Also Dot and Bill Smith from Louis- 
ville and Al and Mrs. Roloson, Balti- 
more. Al’s partner, Stuart Windsor, in 
Riggs, Warfield & Roloson, Inc., succeeds 
him on NACSA’s board of directors. Too 
bad that Ben and Eucela Voth couldn’t 
make it; also Nona and Charlie Talks. 

Agents to keep your eye on: Don 
Denton, Charlotte, N. C. who heads the 
insurance department of American Com- 
mercial Bank, that city. Don is NATA’s 
fidelity-surety chairman. Also Jack East, 
Jr., who hails from Little Rock, who 
has served in his state legislature for 
eight terms and is not up for re-election. 


“Official” Photographers 
This year we were fortunate in having 
two “official” photographers—Bill Moore, 


Wichita agency head, and Guy Fergason, 
Chicago, personnel and management con- 


sultant. Bill and Guy, are both tireless 
workers in pursuit of their hobby. 
Everyone was glad when Bill’s luggage 
turned up on Monday after being lost 
en route for two days. A similar tem- 
porary loss was experienced by Travis 
Bailey, San Antonio agent. 


The Reinsurance Contingent 


As always the professional reinsurers 
were well represented. They included 
E. Brandli, North American Reinsurance 
Corp.; Vice Presidents Bob Braddock, 
Jim Cathcart and John Madigan, all o 
General Reinsurance Corp.; Frank 
Proper, Employers Reinsurance  chiel, 
who had with him Vice Presidents Ed 
Trimble and Bill Hannon; Don Bryant 
and Jerry Germain of Excess and Treaty 
Management Corp., and Bill Delaney 
who heads his own reinsurance broker- 
age firm in New York. We looked for 
Charlie Pritchard of Pritchard & Baird, 
New York, but he couldn’t make it. And 
Harold Leonhart of Baltimore, another 
well known reinsurance ‘broker, had to 
cancel his reservation at the last minute 
because of sickness. 

Last but not least, I pay my respects 
to the inspection agency people, always 
welcome at White Sulphur. Among them 
were W. H. Stufflebeem, Retail Credit 
Co.; Howard Slayback and Quin Arpit 
of O’Hanlon Reports, New York; Jim 
Wilson, Hooper-Holmes Bureau, Nev 
York. 

It’s my sincere hope that we'll all be 
back next October at White Sulphur fot 
another enjoyable convention. May the 
good Lord spare you from sickness and 
sorrow until we meet again. 





TRANSFER NELSON TO DALLAS 

Thomas E. Nelson, Jr., has been trans 
ferred from the Detroit branch oi Cor 
tinental Casualty and promoted to lia 
bility underwriting manager at its 
las branch office. 
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Wicler’s Pamphlet on New 


Iidemnification Corp. Law 
New York Superintendent Julius S. 
Wikler this week announced the publi- 
cation of a 16-page booklet explaining 
the operation of the new Motor Vehicle 
Accident Indemnification Corporation 
Law (Steingut Bill). 

The pamphlet, in question and answer 
form, is designed to clarify the rights 
and obligations of individuals who are 
injured or the families of those who are 
killed as a result of an automobile acci- 
dent with an uninsured motorist. 

The new law is designed to close the 
gaps that now exist in the Compulsory 
Insurance Law. The Corporation as- 
sumes the risk of paying all legally en- 
forceable claims of innocent victims of 
accidents that are not otherwise covered 
by automobile liability insurance. 

Governor Averell Harriman has writ- 
ten an introduction to the brochure. 
Free copies of the pamphlet may be 
obtained by writing to the New York 
State Insurance Department, 123 William 
Street, New York 38, New York. 









N. Y. Laws to Stop Auto 
Dealers Padding Charges 











New York State laws designed to 
ichrach stop automobile dealers and finance 
: agencies from padding  time-payment 

contracts went into effect October 1. 
‘ They affect insurance charges that fre- 
Admin- § quently are made part of auto loans. 
»se, the The major provision sets a new, lower 
rce and § ceiling of $7 per year on the amount 
acl they can charge for insuring an auto 
i loan. The old law has allowed charges 
ltimore, # up to $13 a $100. Another change will 
| Balti- § require them to itemize each insurance 
charge. The law specifically bars vague, 
' lump-sum charges usually labeled “other 
| €NjOYS B benefits.” 
ated at Dealers or finance agencies also will 
is born @ have to give buyers a refund on insur- 
ance charges when loans are paid up 
ahead of time. 
tireless f Best’s New Edition of 
hobby. 
luggage Recommended Attorneys 
ng los The new 30th annual (1958-1959) edi- 
ir tem B tion of Best’s Recommended Insurance 
'ravis # Attorneys, a standard reference work for 
Insurance company claim and legal de- 
partments, is now ready for immediate 
at | li ee . 
delivery. 
nsurers This 1,196 page edition presents bio- 
ncluded # graphical data, a verified list of insur- 
surance # ance company clients, and lines of busi- 
uddock, # Ness specialized in for recommended 
all of § surance attorneys in every city and 
Frank § village of 10,000 or more population, plus 
chief, # hundreds of smaller towns. Both the 
nts Ed gf U.S. and Canada are completely cov- 
Bryant § ered. It is available at the home office 
Treaty § Of Alired M. Best Co., 75 Fulton Street, 
elaney New York. 
yroker- ee ee rere 
‘ed for 
Baird, ALLENTOWN SPECIAL AGENT 
t. And = Theodore R. Rogal has been appointed 
nother @ Special agent at Allentown, Pa., for the 
had tof Hartford Accident & Indemnity. His 
minute § territory embraces six counties. 
»spects 
always . 
y m 
the] = Non-Admitted Market 
* (Continued from Page 34) 
New best results for the policyholder, the 
broker, the domestic market and the 
all bef London market are all achieved by using 
ur for e two markets to complement the 
iy. the Special qualities of each other.” 
-¢ and =.‘ closing, Mr. Palmer said it is essen- 
7 tial for the progressive insurance man 
to know the non-admitted market. Of 
this, he said, again a little knowledge is 
LLAS dangerous thing. “There are, un- 
tate ortunately, far too many people con- 
cerned to some degree with the un- 


Corr authorized market who suffer danger- 
Dal ously from lack of knowledge,” he said. 
| or the knowledgeable the market is 
well worth using. 


First Meritmatic Policy 


Grand Rapids businessman, R. J. 
Richard, received the first Meritmatic 
automobile insurance policy written by 
the Zurich-American Companies. Robert 
J. Reagan, Grand Rapids agent of these 
companies, sold him the policy and com- 
plimented Mr. Richards on his car driv- 
ing record “as only the best-rated drivers 
can qualify for the Meritmatic.” Mr. 
Reagan is president of Grand Rapids As- 
sociation of Insurance Agents. 


State Farm Auto Plans 
Regional Office in Ohio 


State Farm Mutual Automobile has 
taken an option on a building site in 
Newark, Ohio, subject to rezoning for 
commercial use, President Edward B. 
Rust has announced. If the rezoning is 
approved and the purchase completed, 
State Farm proposes to erect a 60,000 
square foot regional office building to 
serve its Ohio and West Virginia policy- 
holders. 

State Farm’s Ohio business is pres- 


ently handled by a regional office at 
Marshall, Mich., while West Virginia 
business is handled by the Eastern office 
at Charlottesville, Va. Increased business 
in the areas serviced by those offices 
has created future space problems which 
will be considerably relieved by shifts 
to the new Ohio facility. 


Initial employment in the proposed 
office will be approximately 250 people, 
with a projected future growth to 450 
or more. Except for a nucleus of key 
personnel, most of the employes will be 
hired locally. 











THIS VITAL PROTECTION 


You know that fire insurance covers only the physical 
loss when important business records are destroyed— 
the mere cost of the paper itself. But how many of your 


clients know this fact? 


TELL THEM—and SELL them an American Surety 
Valuable Papers Policy which covers the cost of restoring 
the information on these papers that makes them valuable. 


Every business that has ledgers, blueprints, formulas, 
agreements, records of any kind, is a right-now prospect 


AMERICAN SURETY : 


FIDELITY * SURETY + CASUALTY * FIRE * INLAND MARINE 
COMPANY tomeowners - accountants LiaBitity + AVIATION 


422 Main Street, Buffalo 2 e 
100 State Street, Albany 7 e 


e 16 Main Street East, Rochester 14 
e 50 Washington Street, East Orange, N. J. 


copy. 


Recent issue of our ‘‘Mailroad to 
Profits” gives you the informa- 
tion you need to clinch the sale. 
Mail the coupon for your free 


AMERICAN SURETY COMPANY 
Agency & Production Department 
100 Broadway, New York 5, N. Y. 


Please send me a copy of ‘“‘Mailroad to Profits’, which features 
Valuable Papers and Accounts Receivable Insurance. 


for Valuable Papers Insurance. And, don’t overlook the 
market for Accounts Receivable Insurance, too! 














Name 
Agency 
224 Harrison Street, Syracuse 2 
111 John Street, New York 38 Street 
City 


Zone State. 
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Stanley J. Whiteman 
Granted Sick Leave 


BY TRAVELERS INDEMNITY 


Fred Gilbert Promoted San Francisco 


Manager; Cushman, Walker 
Also Named 
Three managerial appointments and 


two retirements in casualty, fidelity and 
surety lines have been announced by 
The Travelers Indemnity. 

Fred Gilbert, Jr. who has been man- 
ager at the Oakland office has been 
appointed manager at the San Francisco 
branch office. Mr. Gilbert succeeds 
Stanley J. Whiteman who has_ been 
granted a sick leave upon the advice of 
his physician. Ray Cushman has been 
named manager at the Oakland branch 
office to succeed Mr. Gilbert. 

Arthur C. Walker has been appointed 
manager at the Detroit branch office, 
succeeding John W. Callahan who has 
retired after more than 36 years with 
the company. 

Mr. Gilbert joined The Travelers in 
1930 at Seattle and in 1937 went to San 
Francisco. Two years later. he was ap- 
pointed assistant manager there and in 
1954 was promoted to manager at the 
Oakland office. 

Mr. Whiteman hecame associated with 
The Travelers in 1926 at Worcester and 
the following year went to Toledo. He 
served at Yonkers. N. Y. and Rochester, 
N. Y. and in 1936 was apnointed assistant 
manager at Rochester. Two years later, 
he was promoted to manager at Cincin- 
nati and later served in the same capacity 
at Tndiananolis and Buffalo. 


Mr. Cushman started his insurance 
career with The Travelers in 1946 at 
the Los Angeles office and in 1954 he 


was promoted to assistant manacer. He 
received his B.S. degree from the Uni- 
versity of Southern Califorinia. 

Mr. Walker joined The Travelers in 
1941 and was assigned to the Toledo 
branch office. In 1946, he was named 
assistant manager there and in 1953 was 
transferred to Detroit. 

Mr. Callahan became associated with 
The Travelers in 1922 and had served 
as manager at Detroit since 1930. 





Maryland Casualty Promote 
F. T. Hill, J. K. MacKenzie 


Francis T. Hill, assistant resident man- 
aver of Maryland Casualtv’s Boston 
office. has been appointed resident man- 
acer of the office, and J. Kenneth Mac- 
Kenzie. manager of the bonding denart- 
ment. has been named assistant resident 
manager. Both will revort to Henry W. 
Webster, resident vice president at 
Boston 

Mr. Hill has been in the Boston Office 
since he came with the company in 1921 
as a casualty underwriter. In 1937 he 
was made manager of the casualtv de- 
partment. He was anpnointed assistant 
resident manager in 1950. 

Mr. MacKenzie joined Maryland Cas- 
ualty in 1935 and served in the St. Louis 
and then the Kansas City office until 
1943 when he was assigned to the Harris- 
burg office. In 1950 he went to the 
Boston office as manager of the bonding 
department. 





Further Decentralization 
Cf State Farm Management 


Another State Farm Mutual regional 
office has been designated for autonomy 
under the insurance company’s decen- 
tralized management program. President 
Edward B. Rust has announced that the 
Southern California office at Santa Ana 
will convert to the new system of opera- 
tions January 1. When the conversion 
of the Santa Ana office is effected, four 
of State Farm’s 15 regional headquarters 
will be operating under the new system. 

Max White, executive assistant Cali- 
fornia state director for State Farm, will 
become regional vice president. Charles 
Q. Cox, who presently heads the Santa 
Ana office as resident vice president, will 
move up to deputy regional vice presi- 
dent. 





REPEAT PERFORMANCE 


for KEMPER COMPANY agents! 





fall television provides strong support... stresses 


AGENCY SERVICE and SAVINGS 


Kemper Insurance again backs its agents with the two nationally 
televised programs which proved so successful last fall and spring— 
KEMPER OOTBALL SCOREBOARD and NBC NEWS. 
Again, available to agents are specialized direct mail and promo- 
tional literature designed to tie-in with the shows. 
Eleven solid weeks of coast-to-coast television shows on NBC 
this fall: 


five Saturday afternoons on the KEMPER FOOTBALL SCORE- 
BOARD following the NCAA Football Game of the Week, featuring 
Russ Hodges, veteran sportscaster, and Otto Graham, former All 
League quarterback with'the Cleveland Browns and recent coach of 
the game-winning College All Stars. 


... eight telecasts of the top-rated news show, NBC NEWS, featuring 
the crack reporting team of Chet Huntley and David Brinkley. 


Each week millions of viewers will hear and see the story of inde- 
pendent agency service and the countrywide facilities, full line 
protection and savings opportunities through policyholder dividends 
of the Kemper Companies. , 

If you are interested in representin 
KEMPER companies, write Agency Pr 
Office, Chicago 40. 


one of the progressive 
uction Department, Home 





Divisions of KEMPER Insurance 
Chicago 40 





Brokers Hear Perils 
Of Under-Insurance 


BEN D. COOKE’S CHICAGO TALK 





Pres. of Agency Managers Ltd., of 
New York Sees Difficulties of Esti- 


mating “Complete” Coverage 





At a luncheon attended by sever 
hundred members and guests of the 
Insurance Brokers Association of Illinois, 
held in Chicago October 21, Ben JD 
Cooke, president of Agency Managers 
Limited of New York, warned insurance 
buyers and brokers of the danger of 
neglecting sufficient upper limit casualty 
insurance. 

“So far as the underwriter on this 
class of business is concerned” said Mr 
Cooke, “if he takes it at rates that are 
quite likely to bring him a loss, jus 
for the sake of getting premiums on his 
books, he is probably the kind of gamb. 
ler who goes out to the race track and 
bets on the horse on which the odds 
are 100 to 1, in the hope that the other 
ten horses in the race will all drop 
dead. ; 

“The insurance buyer, the insurance 
broker, and the insurance underwriter, 
all have one thing in common” said Mr 
Cooke. “That is, the desire to makea 
profit and remain in business. To use 
a word that in other areas has been 
sadly misused, each of us must be wil- 
ing not only for the others to co-exist, 
but we must bear in mind that the we 
fare of each one of us depends on the 
welfare of the other two. 














Scores “Cheap Insurance” 


“When an insurance buyer demands 
rates that experience indicates will bring 
loss to an underwriter, that buyer i 
automatically setting the groundwork 
for inability to get the kind of insurance 
protection he needs. When a _ broker 
abets his client in this endeavor, ani 
shops around for ‘cheap insurance,’ he 
is acting against the best interests of his 
client. 

“In view of the carelessness with which 
money has come to be regarded in re- 
cent years, plus the steady inflation of 
currencies of almost every country, plus 
the generosity of juries in awarding 
damages of hundreds of thousands oi 
dollars to one person, and millions 0! 
dollars to two or three, no one can say 
with confidence what complete cover 
age should be,” he warned. 

“One can be certain, however,” sail 
Mr. Cooke, “about what constitutes i- 
adequate coverage, If an_ insured ' 
carrying the same amount of casualty i- 
surance this year that he did last year, 
he can be sure that he is under-insured. 
If he is carrying the same amount 0! 
insurance that he did five years agi, 
then he is genuinely looking for trouble 
and he may encounter it in the form 0! 
disaster.” 















Notables Attend Atlanta 
Open House of Zurich-At. 


About 200 persons attended a recetl 
open house at the new offices of Zuricl- 
American’s Atlanta Branch, Guests !- 
cluded the Insurance Commissioners 
Georgia, Florida and Tennessee * 
well as other insurance notables, «ty 
officials, and the personnel of the Zuricl 
American Savannah and Birminghat 
service offices. A buffet dinner and tt 
ception followed at the Atlanta-Biltmott 
Hotel. 

The event marked the formal openimt 
of Zurich-American’s quarters in At 
lanta’s newest office building, the 19/ 
Peachtree Building. The move to largtt 
quarters was made necessary by tt 
increased activity and expanded facil: 
ties of the Atlanta Branch, which set’ 
ices Georgia, Florida, Alabama, and east 
tern Tennessee and reports directly " 
the head office in Chicago. 

Donald F. Farrer was appointed mam 
ager of the branch August 1. Prior " 
that, he was a special representative @ 
Zurich-American in Tennessee. 
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Flanagin Keynotes NAMIA Meet. 
With “The Agents of the Future” 


New York, Oct. 21-—Delivering the 
keynote address this afternoon on “The 
Agent of the Future” at 27th annual 


convention of National Association of 
Mutual Insurance Agents here in Com- 
modore Hotel, Norris C. Flanagin, pres- 
ident, Lumbermens Mutual Casualty and 
American Motorists, declared that by 
1968 the agent “will be much more a 
salesman and much less a collector than 
he is today; will take advantage of ac- 
count selling opportunities; will have 
to be. a more selective underwriter than 
today’s agents. Furthermore, he will 
spend substantially more in advertising 
in relation to his commission income and 





Fabian Bachrach 
FLANAGIN 


NORRIS ( 


will enjoy a market rich with pros- 
pects,” 

Mr. Flanagin thus saluted the agent 
of the future, picturing him as an in- 
surance expert thoroughly capable of 
counselling his clients, backed by sub- 
stantial advertising by his company. “He 
will aggressively develop his business, 
expanding his clientele year after year. 
His annual earnings on the average will 
materially exceed the earnings of to- 
day’s agent,” the speaker predicted. 

Pretty Picture Could Be Shattered 

Admitting that this is a pretty pic- 
ture, Mr. Flanagin said, however, that 
it could be shattered into a million pieces 
in the next ten years. “The threat comes 
not from competition of other types of 
companies,” he declared, “but rather it 
stems from two dev elopments, both polit- 
cal in character. The most serious is 
the inflationary spiral in which we find 
ourselves, and this could wreck the pri- 
vate insurance business. The other is 
the tendency of our people to fall for 
the philosophy of letting the government 
do more and more things that should 
be done by private business.” 

The speaker emphasized that “this 
battle must be fought with every weapon 
at our command. You are leaders of 
your communities. You can preach to 


your friends, your policyholders and 
your associates the need for economy 
In government, the dangers of infia- 


tion, the threat ‘of socialism and its evils. 
You can talk to your political leaders 
and you can work and vote for those 
Who feel as you do.” 
Feeling the Pulse of the Agent 

Lumbermens Mutual’s president then 
told about a questionnaire, distributed 
to larger producers of the Kemper com- 
Panies in the mid-west, east and New 
England, which produced frank opinions 
on a number of leading questions. The 
questions covered training and educa- 
tional development of future agents, 
Sales procedures and promotional activi- 





ties that could be expected by 1968, 
changes in office procedures and man- 
agement. 

Touching first on the training the 1968 


agent will receive, the speaker said: 
“A total of 95% of our agents ex- 
pect the companies to expand their 


educational facilities to encourage far 
more comprehensive training, and 93% 
believe that our schools and colleges will 
emphasize expanding facilities for in- 
surance education for young people.” 

As to company training in the future, 
the agents gave the most votes to in- 
creased emphasis on coverage, with sales 
methods second and administration third. 

Account Selling Trend to Continue 

Mr. Flanagin then said that the agents 
were practically unanimous in their be- 
lief that the trend toward account selling 
will continue, and that more and more 
agents will be serving the entire in- 
surance requirements of their clients. 
“Apparently, competent agents are not 
too frightened at the competition from 
the captive agency and direct writing 
companies,” he remarked. ‘ Furthermore, 

(Continued to Page 44) 


T. C, Morrill’s Talk 


(Continued from Page 35) 

We must provide him with service on 
call at any hour of the day or night, 
defend him in court and counsel him as 
to his interests.” 


Public Opinion of Claims Paying 


The insurance business, Mr. Morrill 
continued, must unfailingly meet its ob- 
ligations and in this respect, he said, it 
has a good reputation. Where the busi- 
ness tends to fall down in the eyes of 
the public, he believes, is in paying 
claims it does not owe. One person when 


interviewed, considered “the companies 
don’t care... it’s a business. They pay 
too much. If claims are padded they 


just raise the rates.” 

“Paying the claims we owe is vital,” Mr. 
Morrill remarked, “but paying the claims 
we do not owe makes us no friends.” 
Continuing he quoted a piece from an 
advertising campaign by “some of our 
contemporaries in agency ranks.” The 
ad in a national magazine made this 
selling point: 

“Claim Collection—When a car owner 


has a loss his independent insurance 
agent helps him file and collect his 
claim. The independent agent negotiates 


with company.” 


Mr. Morrill asked: “What does ‘negoti- 
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Ready to sell for you: The complete 
Sales Tool Kit that has been deliver- 
ing more bread-and-butter Dwelling 
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agents everywhere. A potent, pro- 
ductive new profitmaker! 
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” He added: 
“Tf it implies that negotiation is essen- 
tial to get a fair disposition of the claim, 
it does something less than justice to 
the fair and equitable claim policies of 
the typical company which such agents 


ate with the company’ mean ? 


represent, Yet many people on the man- 
agement side of the insurance business 
speak feelingly of agency pressures on 
doubtful or exaggerated claims, or on the 
waiver of exclusions. 

“Perhaps,” he suggests, “we ‘have not 
thought through the dangers of sur- 
rounding claim handling with an_ aura 
of intrigue, special privilege or favor- 
itism. It does the business no favor to 
suggest that insurance claims are a sort 
of grab-bag or lottery, or that you have 
to ‘know somebody’ to get a fair deal. 

“It is not enough to simply pay what 
we owe. We must so conduct ourselves 
that people will believe that the payment 
of benefits under insurance policies is 
founded upon principle, upon equity, and 
upon fair dealing. 


Control Fraudulent Claims 


“No one knows—and this may be 
fortunate for our own peace of mind— 
how many millions of dollars are paid 
out by insurance companies each year 
in fraudulent, padded and exaggerated 
claims. The control of this waste is a 
major problem of our business and part 
of our obligation as trustees. We can 
help control it by letting the public know 
that companies and agents alike will 
have no part in helping people collect 
money to which they are not rightfully 
entitled.” : 

Further along he said: “The agent 
becomes a trustee himself in the hand- 
ling of premium moneys. This is well 
understood and accepted. What is not 
quite as well understood and accepted is 
that at flat cancellations and free insur- 
ance, if done as a deliberate deception, 
can amount to mishandling of money as 
surely as if the premium had been mis- 
used. More to the point is that the 
‘something for nothing’ aspect of free 
insurance clashes with the role of the 
agent as the agent of a trustee. It runs 
counter to the concept of dependability 
and fair dealing. 

“The agent who adopts as his own 
standard of conduct the super-norm of 
the trustee will build for himself a place 
of respect in his community. In the proc- 
ess he will help build for insurance a 
more secure place in our private enter- 
prise system and contribute to our joint 
success as well as his own,” Mr. Morrill 
advised the mutual representatives, 

Concluding his address, Mr. Morrill 
declared: “Our business is a business 
of service to people. It takes applica- 
tion, competence, integrity, fair dezling 
and friendly, sympathetic interest in the 
needs of our customers. Management 
must possess these qualities in full meas- 
ure. Manz igement must set the pattern 
for integrity in the type of leadership 
it provides. But management must also 
find these qualities in its agents, for it 
is the agents who represent insurance 
to the public and who, in determining 
their own success, determine the success 
of our total enterprise.” 





D. G. VAUGHAN PRESIDENT 


Aetna C. & S. Secretary Installed Oct. 21 
as Head of American Society of 
Safety Engineers in Chicago 


Donald G. Vaughan, secretary, 
Casualty & Surety, was installed 
day (October 21) as president of Ameri- 
can Society of Safety Engineers. Mr. 
Vaughan, who heads Aetna Casualty’s 
safety engineering department, joined 
the society in 1936 and last year served 
as first vice president of the organi- 


Aetna 
Tues- 


zation. 

A graduate of Massachusetts Institute 
of Technology, Mr. Vaughan has been 
in safety engineering work since 1926. 
He joined Aetna Casualty 25 years ago. 
He is a director and former vice presi- 
dent for industry of National Safety 
Council. 

The installation ceremony was held at 
the society’s annual meeting at Conrad 
Hilton Hotel in Chicago. 
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_ Cravey’s Attempt to Suspend Approved 
Rates Upset by Georgia High Court 


In what is described as a clear cut and 
sweeping decision, the Supreme Court 
of ‘Georgia has ruled that the State In- 
surance Commissioner’s “ex parte order 
of February 6, 1958, purporting to sus- 
pend rate filings which had previously 
been approved by him and had become 
effective, was issued without authority 
and is invalid.” 

Petitioners in the case were the South- 
eastern Underwriters Association, Mu- 
tual Insurance Rating Bureau, National 
Automobile Underwriters Association 
and National Bureau of Casualty Under- 
writers. 

The case arose out of the 
Insurance Commissioner Zack D. Cravey 
when he wired the rating organizations 
on February 6 ordering them to hold in 
abeyance automobile and fire insurance 
rate increases that he had previously ap- 
proved and to keep the old rates in 
effect until after a public hearing to 
be held February 26. 

The rating organizations sought an 
order restraining the Commissioner from 
requiring them to comply with his pur- 
ported order of suspension and the 
trial court overruled the general de- 
murrers of the Commissioner. 

The rating organizations alleged that 
the Commissioner had no legal authority 
to suspend rates which had been ap- 
proved, and that the purported notice of 
suspension of the approved rates was 
void. They further alleged that they 
had expended large sums of money in 
putting the approved rates into effect; 
that the order suspending the rates 
pending hearing had caused confusion in 
the operation of the insurance companies 
and in the minds of the public; and 
that they were subject to penalties and 
the loss of their license if the Com- 
missioner found that they were wilfully 
violating his order. 


Basic Question Stated 


The basic question in issue was this: 
Does the Insurance Commissioner have 
the authority to suspend, modify or 
change existing rate filings by an ex 
parte order of purported immediate ap- 
plication without any notice of any is- 
sues or without notice of hearing to the 
petitioners and without any hearing and 
evidence and findings ? 

“We are of the opinion that he does 
not,” the Supreme Court stated, A 
careful reading of the statutes in ques- 
tion shows that once the Commissioner 
has approved rate filings and they have 
become effective by operation of law 
he may not modify or change them other 
than by giving to every insurer and 
rating organization whose filings are 
questioned not less than 10 days’ written 
notice of a hearing as provided in the 
rate of regulatory law, the Court said. 
The pertinent sections of the law pro- 
vide, according to the opinion, that if 
“the Commissioner finds that a filing 
does not meet the requirements of this 
Chapter, he shall, after a hearing held 
upon not less than 10 days’ written no- 
tice, specifying the matters to be con- 
sidered at such hearings to every insurer 
and rating organization which made such 
filings issue an order specifying in what 
respects he finds that such filing fails 
to meet the requirements of this Chap- 
ter, and stating when, within a reason- 
able period thereafter, such filings shall 
be deemed no longer effective. Copies 
of order shall be sent to every insurer 
and rating organization. Such order shall 
not affect any contract or policy made 
or issued prior to the expiration of the 
period set forth in order.” 


Says Statute Procedure to Be Followed 


The Court opinion stated: “The Com- 
missioner in his brief admits that the 
requirements of the statute were not 
followed, but submits the novel proposi- 


action of 


tion that the Commissioner has implied 
authority to do that which the statute 


says he may not do other than in a 
specified manner. While it may be the 
general rule, as he contends, that an 


administrative official has those powers 
necessarily inferred or implied from or 
incident to, the powers and_ duties 
granted or imposed on him, it is clearly 
the rule in Georgia that where the law 
authorizing that official to act, specifies 
the procedure to be followed in acting, 
he ‘is without power to disregard that 
procedure.’ 

“Thus the Commissioner’s ex parte or- 
der of February 6, 1958, purporting to 
suspend rate filings which had previously 
been approved by him and had become 
effective, was issued without authority 
and is invalid. 

“The Commissicner’s contention that 
the pet:tioners have not laid the proper 
foundation for class suits is without 
merit, under the view we take of this 
case, for they are seeking equitable r-- 
lief in their own right as well as in 


their representative capacities for the in- 
surers who are members of the various 
zssociations,” the opinion stated. “The 
statutes which provide for the licensing 
of these rating organization . . . authorize 
them to act in rate matters for the in- 
surance companies who are members of 
and subscribers to the associations. The 
suspension order of the Commissioner 
affected all alike. The order is either 
valid or void as to all. Clearly each 
of the petitioners as rating organiza- 
tions have an interest in common in 
challenging this order.” 

The Commissioner raised the argument 
that in any event the petitioners had 
failed to allege a proper case for the 
exercise of equitable jurisdiction in that 
they had failed to exhaust their admin- 
istrative remedies, and that their ap- 
peal to a court of equity was prema- 
ture. 

With respect to this argument the 
Court stated: “The doctrine that before 
resorting to equity one must exhaust 
his administrat:ve remedies, such as an 
appeal to the administrative agency to 
review 7n administrative order, does not 
apply where th: defect urged by the 
complaining party goes to the jurisdic- 
tion or power of the agency to issue 
the order. The complaint here is 
that the suspension of the rate order 
is void and not that the order is de- 


ficient from mere errors in passing on 
the merits.” 

The Commissioner further raised the 
contention that the petitioners were not 
entitled to the equitable relief sought, 
since it is shown on the faces of their 
petitions that an injunction in this case 
would involve interference with the ad- 
ministration of quasi-criminal laws. The 
basis for this contention was that the 
Commissioner is authorized to impose 
penalties up to $50 for a violation and 
up to $500 for a wilful violation of the 
provisions of Chapters 20 and 21, and 
to suspend licenses of any rating or- 
ganzation or insurance failing to obey 
any order of the Commissioner. 

Right to Enjoin Illegal Order 

“While the petitioners do allege that 
by refusing to obey the disputed order 
of the Commissioner, they would be 
subject to fine and the suspension of 
their licenses to do business, such allega- 
tions are merely incidental to the relief 
sought—the enjoining of an allegedly il- 
legal order to protect valuable business 
and property rights from irreparable in- 
jury,” the opinion stated. “Such is a 
good ground for injunctive relief what- 
ever may be the nature of the Commis- 
sioner’s discretionary power and the pos- 
sible exercise thereof.” 

The Supreme Court ruled that the 

(Continued on Page 45) 








This fall — Prudential continues its award- 
winning series, “THE TWENTIETH 
CENTURY”~— penetrating programs dealing 
with the people and events that have shaped 
this century in which we live. You will see 
exciting shows — shows of significance and 
importance—subjects such as: The Red 
Propaganda Machine - Mission: Outer Space 
- The Hungarian Revolution + Jet Carriers ° 
The Narcotics Problem + and many others. 





The Prudential 


INSURANCE COMPANY OF AMERICA 


Suxday Evenings, “THE TWENTIETH CENTURY,” CBS-7V 
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N. Y. Agency’s Sales 
Rewarded Gir] Friday 


IN FEDERAL L. & C. CONTEST 


Arnold & Yearwood of N.Y.C. Win Trip 
to Battle Creek H.O. for 


Amelia Failer 








The winner of Federal Life & Casu- 
alty’s “Queen for a Day” contest was 
recently entertained at the company’s 
home office in Battle Creek, Mich. A 
curious feature of the contest was that 





AMELIA FAILER 
Federal L. & C. Queen for a Day 


the winner (or any contender) was not 
an actual participant in the contest 
which earned this attractive award. 

Conducted during the normally quiet 
month of August, Federal Life & Casu- 
alty’s idea was to provide one of the 
140 agency contenders around the coun- 
try with an opportunity for its “Girl 
Friday” to be named “Queen for A 
Day.” On the basis of the greatest per- 
centage of increase in sales volume over 
August, the top agency would be de- 
clared the winner and allowed to send its 
contender to the home office for a three- 
day coronation celebration. 

The winning agency was Arnold & 
Yearwood, New York City. Its represen- 
tative, Mrs. Amelia Failer, has been with 
Arnold & Yearwood since 1941 serving 
in its billing and accounting sections. She 
was flown to Battle Creek where she 
met Federal L. & C. President John H. 
Carton and was presented with numer- 
ous valuable prizes. 

Co-authors of the idea E. H. Mag- 
Nuson, director of sales promotion, and 
Joseph Reisner, advertising manager, re- 
Ported that the contest was one of the 
most enthusiastically received events 
ever. The agents felt it was an oppor- 
tunity to do something for a member of 
their agency who does a fine job 12 
months of the year often without getting 
ull credit for her valuable contribution 
to an office operation. 





Norman S. Lane Promoted 
Norman S. Lane, Summit, N. J., has 
een appointed comptroller of Kemper 
Group’s eastern department. The an- 
houncement was made by William H. 
eineke, vice president in charge of the 
€partment, 
_ Mr. Lane joined the Kemper Group 
in 1949. He has been budget and pur- 
chasing supervisor in the Philadelphia 
accounting department and head of the 
ata processing department in Summit. 





National of Phila. Names 
W. F. Egan, Ad-P.R. Director 





WILLIAM F. EGAN 


The appointment of William F. Egan 
as director of advertising, sales promo- 
tion and public relations of the National 
Accident & Health of Philadelphia has 
been announced by President Thorn W. 
Mock. 

Mr. Egan, formerly of the merchan- 
dising department of the Kroger Com- 
pany, will be responsible for the devel- 
opment, coordination and administra- 
tion of the over-all merchandising and 
merketing operations, procedures and 
plans at National of Philadelphia. 

Mr. Egan received his undergradu- 
ate degree from Cornell University, ma- 
joring in Economics, and his Master of 
Business Administration degree, major- 
ing in Marketing, from the University 
of Miami, where he specialized in ad- 
vertising, sales promotion, sales man- 
agement and market research. 

As an officer in the United States 
Army, Mr. Egan served as Assistant 
G-4 on the General Staff at Fort Carson. 





Representatives Named 


North American Accident, Chicago, 
has named new representatives in 
Louisiana and Texas. 

The Steiner Insurance Agency of New 
Orleans now represents North American 
as a general agency writing both life 
and A. & H. Arthur A. and Edgar A. 


Medical-Insurance Relations Improve 


Miller Reports at HIC Fall Meeting 


Encouraging progress in improving 
doctor, hospital and insurance business 
relations on the local level was reported 
by Morton D. Miller, chairman of the 
Health Insurance Council, at the HIC 
annual fall meeting October 15 at the 
Biltmore Hotel, New York City. 

The state program of HIC dominated 
the all-day session which was _ high- 
lighted by a special forum for chairmen 
of the Council’s state committees. Reports 
of the Council’s standing committees 
were also read. 

Mr. Miller, second vice president and 
associate actuary, The Equitable Society, 
opened the meeting by examining some of 
the problems facing the health insurance 
business — legislative action, insuring 
older persons, and the continuing rise 
in medical care costs. 

“The magnitude and complexity of our 
task,” said Mr. Miller, “could be dis- 
couraging indeed if it weren’t for a 
number of hopeful signs. Doctors and 
hospitals are seeing the issues more 
clearly. The companies, as never before, 
are alerted to the importance of the 
struggle before us. 

“Wwe see the extent to which the coun- 
cil’s work is being recognized and sup- 
ported. Witness the enthusiasm for our 
state committees. Note also the number 
of companies appointing men to their 
staffs specifically to work on hospital, 
medical and health insurance relations.” 


Standing Committee 


Following Mr. Miller’s remarks came 
the reports by the chairmen of the 
standing committees. Arthur M. Brown- 
ing, vice president, New York Life, 
reported for the hospital relations com- 
mittee. Dr. J. Grant Irving, medical di- 
rector, Aetna Life, gave the medical 
relations committee report. Steven D. 
Williams, second vice president, Connec- 
ticut General, reported for the tech- 
nical advisory committee. 

The report of the uniform forms com- 
mittee, under the chairmanship of Ralph 
T. Heller, second vice president, The 
Prudential, disclosed that a growing 
number of companies are adopting the 
simplified claims form developed by the 
council to reduce paper work. A report 
was given on the council information 
program which is under the direction of 
Chairman Howard A. Moreen, vice presi- 
dent, Aetna Life. Arthur G. Weaver, 
second vice president, John Hancock, 
reviewed the budget as chairman of the 
budget subcommittee. 

The meeting’s afternoon session was 
devoted to a forum, “We Live at the 
Grass Roots,” presided over by the 
chairman-elect of HIC, E. J. Faulkner, 
president, Woodmen Accident & Life. 

Mr. Faulkner told the assembled state 





Steiner are partners in the organization. 

A Texan, John R. Braue of Midland, 
has been appointed a direct agent for 
A. & H. and life. 
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Wanted A. & H. Underwriter 


Fully experienced from ground up in underwriting, policy issuance etc. 


Also A. & H. Claims Opening 


experienced in hospitalization and disability claim processing, 
uation and payment to take over one-man claim department. 


These are excellent opportunities to advance 
with a progressive old-established Miami, Florida, 
company. Starting salary approximately $4,000. 


Male or female. Write giving full details of personal and business 
Full information about 
available, and salary desired in first 
President, P. O. Box 88, Miami 32, Florida. 


ourself and photograph, if 
etter, please. Address: Vice 
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MORTON D. MILLER 


committeemen that the drive to improve 
doctor, hospital and insurance relations 
“will be won or lost at che grass roots 
level (and) our shock troops are the 
state committeemen.” He added that the 
committeemen were “welding an effec- 
tive partnership” among the _ three 
groups. 

The forum consisted of three panel 
discussions. Louis A. Orsini, assistant 
director of information and research, 
Health Insurance Association of Amer- 
ica, and vice chairman of the Health 
Insurance Council, was moderator of the 
first panel, “The State Committee in 
Action.” Panel members were: Ken- 
neth Barrows, claims secretary, Bankers 
Life; Ardell T. Everett, second vice 
president, The Prudential; and 
Scott, first vice president, Great Ameri- 
can Reserve. 

The panel members discussed ways 
of setting up additional state commit- 
tees, techniques for contacting medical 
and hospital people, and the selection 
and organization of state committees. 


Moreen and Williams Panelists 


The second panel, “Effective Commu- 
nications—Key to Cooperation,” had two 
members, Mr. Moreen and James R. 
Williams, vice president, Health Insur- 
ance Institute, who offered a program 
to be followed by state committeemen 
in their meetings with doctors and hos- 
pital administrators. 

The final panel, “The Critical Issues— 
A Forum,” was moderated by Chairman 
Miller. Panelists included: Messrs. 
Browning and Weaver, and Albert V. 
Whitehall, director of health insurance, 
Life Insurance Association of America, 
and vice chairman of the Health Insur- 
ance Council. 

During the audience participation seg- 
ments following each session, panelists 
were queried on issues that arise in dis- 
cussions between state committees and 
doctor-hospital groups, such as exten- 
sion of coverage to the retired aged, 
continuation of individuai policies and 
underwriting approaches for writing in- 
surance for employer groups. 





A. & H. Grows in Florida 


Growth in A. & H. policies written 
in Florida was such that Insurance Com- 
missioner J. Edward Larson was moved 
to single out this line for comment. 
Premiums on A. & H. during the past 
year totaled $106,012,192. — J 

Commissioner Larson pointed out in 
his annual report that this amounted to 
an increase of 10,020% since 1940. 

& H. writings grew approximately 


A. 
22% from 1956 through 1957. 
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N. C. Flanagin Keynoter 
41) 


86% of the Kemper agents think that 
the introduction of life insurance facili- 
ties offers a great future; that the fire- 
casualty agent of 1968 will sell consid- 
eenbly more life than he does today. 

“Here, to me, is a most significant 
development, and one which we as a 
company believe to be of utmost im- 
portance,” said the speaker. He noted 
that 92% of Kemper agents think that 
more business will be sold on a monthly 
payment plan. Continuing he said: 

“Great changes are indicated in office 
procedures and in the field of manage- 
ment. Only 20% of our agents felt that 
the agent of the future would continue 
to write his policies and bill them as 
he does today. About 80% _ expect 
changes in this respect, and 79% said 
that the companies would establish ma- 
chine operations and streamline these 
jobs more efficiently, including direct 
billing. The same percentage, 79%, felt 
the future agent would be able to elimi- 
nate an appreciable amount of detail 
work, thus giving him more selling tim-. 

“Here is a controversial question. We 
asked if the agent of the future woul: 
receive on the average, higher, lower or 
approximately the same commission 
scale. Nine per cent said higher, 53% 
said about the same, 38% said lower. 

“Here is a most significant question. 
We asked if the one or two-man agency 
would be able to maintain its effective- 
ness, or would there be a trend towards 
individual producers banding together in 
an effort to reduce expenses in main- 
taining offices and merging their indi- 
vidual knowledge. Only 21% expected 
more small agencies , 79% expected more 
large offices.’ 

Semi-Captive Agency System 

Mr. Flanagin then said that perhaps 
the most significant information received 
from this study came from individual 
comments and the suggestions made by 
many agents in amplifying their answers. 
He was frankly startled to find several 
agents who believed a trend will develop 
toward a semi-captive agency system. 
“They expect,” he said, “that the agent 
of the future will represent only one 
insurance organization or group of com- 
panies, and that in exchange for his 
support of that one organization, the 
agent in turn will receive preprogatives 
and benefits which make the sacrificing 
of some degree of independence well 
justified.” 

Referring to horenty published views 
in the Standard of Boston of Harry Ash- 
more of Danbury, Conn., in respect to 
a franchise agency system, Mr. Flanagin 
brought out: “Here we have an inter- 
esting point of view. The belief on the 
part of some keen students of our busi- 
that the agent of the future will 
in many respects be similar to the pres- 
ent captive agent. Yet, what do we find 
when we examine carefully the trend 
among agents operating now under this 
system? The typical captive agency 
started with a specialty company, writ- 
ing one line only. The trend in these 
companies certainly has been toward ac- 
count selling. Yet what is one result 

of such a development ? 

“Always this type of selling leads to 
the need for a market for coverage or 
for types of risks not written by the 
company or companies available to the 
captive agent. The company inevitably 
is under increasing pressure from its 
producers to write the young sports car 
enthusiast, son of an excellent polcy- 
holder, or to handle a long haul ex- 
posure which is but a minor part of an 
otherwise desirable commercial account. 

“The experiments made by the Na- 
tionwide Insurance Companies of Colum- 
bus during the last year or two are am- 
ple evidence that this pressure does oc- 
cur. It may be, therefore, that we will 
see the franchise or semi-captive plan 
developing exclusive agents with certain 
well defined areas in which coverages 
may be brokered.” 

Some Personal Observations 


The balance of Mr. Flanagin’s talk 
was devoted to some personal observa- 
tions on the future agent. He believes 


(Continued from Page 


ness 





Inter-Regional 
(Continued from Page 31) 


Protection’ designed as an addendum to 
the extended coverage endorsement rules 
for applicability only in those rating 
jurisdictions where ECE No. 3 has been 
in effect. 

“In essence the substitute procedure, 
which has been recommended in the 
limited areas described, is felt to con- 
stitute an orderly and defensible treat- 
ment for risks which are of a higher 
caliber than average, but are not eligible 
for treatment under the Highly Pro- 
tected Risk Plan. 

Exclusion Clauses 

“During the last fiscal year the Dwell- 
ing Building(s) and Contents — Broad 
Form, the Dwelling Building(s) Special 
Form and the Extended Coverage ien- 
dorsement have been revised in impor- 
tant particulars. In each of these three 


recommended contracts a newly de- 
veloped ‘Water Exclusion Clause,’ pre- 
pared after painstaking consideration 


with loss executives and others, has been 
incorporated and appropriate Nuclear 


Exclusion Clauses have also been in- 
cluded. 

“In the case of the two broad dwelling 
forms the perils of ‘falling objects,’ 
‘weight of ice, snow or sleet’ and ‘col- 
lapse’ have been made subject to the 


application of the $50 deductible pro- 
vision. 
Electrical Equipment Claims 

“One of the more perplexing problems 
that has been faced by the Executive 
Committee has involved a situation in 
certain states, particularly in the South 
and Southeast which involves a multi- 
plicity of claims, allegedly by lightning, 
for damage to electrical equipment 
located in dwellings. The fact that the 
standard fire insurance policy, statutory 
in many jurisdictions, is a fire and 
lightning policy has created difficulties 
in undertaking to incorporate an exclu- 
sion with respect to lightning losses to 
dwelling electrical equipment. 

“Various means of attempting to meet 
this problem have been given much 
thought by the executive committee and 
concern has been expressed with respect 
to apparent tendency of the practice to 
spread to other parts of the country. 

“In each of the states falling under 
the jurisdiction of South-Eastern Under- 
writers Association, the fire and light- 
ning policies are ‘non-statutory’ and 
after conferences with counsel and care- 
ful consideration, our committee has 
acquiesced in a proposal of SEUA that 
a revision be made in the Electrical 
Apparatus Clause in that field excluding 
loss by lightning as well as by artificially 
generated electrical currents. The extent 
of the problem and possible means of 
meeting it in other affected areas is still 
under study.” 





that he will devote much more of his 
time to actual selling than most agents 
today find possible. On mass market 
lines Mr. Flanagin sees the time close 
at hand “when we no longer can afford 
teh luxury of paying the agent to act as 
a collector instead of a selaseman. He 
shares Kemper agents’ views that use 
of advertising will be increased substan- 
tially. 

As to the question of agency office 
location, Mr. Flanagin is convinced that 
many agents will locate in shopping cen- 
ters. However, this does not mean, he 
said, that their selling will be entirely 
to customers who walk in. He sees new 
office procedures drastically changing the 
business. “For example, within ten years’ 
time when you call yeur company’s of- 
fice, you may speak face to face with 
the underwriter by means of a television 
screen. Furthermore, the development of 
automation within insurance companies 
will increase rapidly. More and more 
work, particularly the billing of policies, 
can better be handled with this new 
electronic equipment in the companies’ 
offices than in yours. 

As to greater underwriting selectivity, 
the speaker summed up: 

“Competition is too keen to permit the 
type of accommodation underwriting 





New York A. & H. Club 
Hears W. DeV Washburn 
AT OCTOBER DINNER MEETING 
Nominating Committee Chosen Includes 


Ed Anderson, Fred Bumby, Bill Kick, 
Art O’Leary, Robt. Ryan 


William DeV Washburn, president, 
American Health Insurance Corp., Balti- 
more, delivered an outstanding talk, 


October 16, before the Accident & Health 
Club of New York on “The Future Out- 





WILLIAM DeV WASHBURN 


look for Hospital Insurance.” One of 
the keenest students in this field, Mr. 
Washburn minced no words in warning 
the New Yorkers of the pitfalls if, hos- 
‘pitalization insurance is unwisely under- 
written. 

This was the club’s October dinner 
meeting and the turnout of company 
underwriters, claim men and producers 
was particul urly good, Raymond C, Wil- 
liams, Mutual Of New York, president 
of the club, in introducing the speaker 
pointed to Mr. Washburn’s countrywide 
prominence in A. & H. circles. 

Fred Bumby of W. L. Perrin & Son, 
Inc., the club’s program vice president, 
was complimented by Mr. Williams for 
his alertness in obtaining such an excel- 
lent speaker as Mr. Washburn. 

W. B. Cornett of The Prudential’s 
home office A. & S. department was 
given the floor to talk about the ‘sales 
congress on October 30 to be staged by 
the New Jersey Association of A. & H. 
Underwriters at the Military Park Hotel, 
Newark. He extended a warm invitation 
to the New Yorkers to attend. Speaker 
Washburn, before commencing his ad- 
dress, took time out to heartily recom- 
mend the Newark sales congress, urging 
all who can to go and hear the key- 
noter Travis T. Wallace, who is presi- 
dent of Great American Reserve of 
Dallas, and of the Health Insurance As- 
sociation of America. 


Nominating Committee Members 
New York A. & H. Club members 


selected the nominating committee for 
the annual election of officers to be held 
in November. It is headed by Ed Ander- 
son, Commercial Travelers, immediate 
past president of the club. Nominating 
committee members chosen were Fred 
Bumby; Arthur O’Leary, Health Insur- 
ance Institute; William Kick, Fireman’s 





which today is all too common in mutual 
insurance. It may well be in this con- 
nection that the agent of the future will 
depend more upon contingent commis- 
sions than he does at present. In the 
competitive battle in which we find our- 
selves, it is going to be more important 
than ever that the agent select his 
business as though it was his money at 
stake in case of a loss.” 








Experts Acclaim New 
“Dollars for Health’ 


FILMSTRIP PREMIERE 
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Educators Say Filmstrip Prompts Ep. 
quiries About Health Insurance 
Coverages 

















Representatives of teacher groups, an¢ 
the press, saw the premiere of the film. 
strip, “Dollars for Health,” at a_recep. 
tion in the Belmont-Plaza, October 2) 
The occasion marks the initial contriby- 
tion by the Health Insurance Institute 
in the field of education. 

James R, Williams, vice president oj 
HII, announced the start of an educa. 
tional program on behalf of health ip. 
surance business and told the audience 
that “Dollars for Health” was produced 
in response to requests from teachers 
for health insurance teaching materials, 
It also serves to complement HII’; 
over-all program of public information 
and education. 

The aim is to give the well-rounded 
citizen a proper understanding and ap- 
preciation of family finances so he can 
make an intelligent approach in develop- 
ing a family budget. 
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The filmstrip approaches health prob-@ court « 
lems through the eyes of three high Mfilings 
school students. The first a vigorous he sul 
football player sustains a broken leg inffyere « 
a fall at his home. A dentist’s son comes “Suc 
face to face with the problem when his ff subject 
father is incapacitated through a heart Man att 
attack. A third student is made aware of Mftroduc: 
hospital expense when her married sis-§iitigati 
ter has to budget for the birth of her {opinior 
first child. sioner 

Panel Discussion Held instanc 

Following the showing was a panel —_ 
discussion “The Filmstrip as a Tool for a i 
Motivation and Evaluation.” Participants". 
were: Dr. M. Herbert Freeman, chair- r gy 
man, business department, State Teach- — 
ers College, Montclair, N. J.; Mr QU°,! 
Hamilton, chairman, social studies de- a 
partment, Milford High School, Cona, ae 
and Dr. Floride Moore, head, depart- a wt 
ment of home and family life, Columbia them,” 
University. The 

The filmstrip is to be commended par- fy, 
ticularly because it prompts its viewers maa 
to enquire further into ways of getting Atlant 
protection against the eventualities de- Meee 
scribed. Each episode is a simple, down eid 
to earth, demonstration of_ every-day Bpireay 
occurrences. The whole effect is tofyorn 
stimulate discussion among _ student Hina) 
groups. orhay 

Dr. Floride Moore expects “Dollars sol 
for Health” will be welcomed by home fe ‘ 
making students and teachers across the 
country—health protection being such 
an important segment of the domestic E.J.B 
budget. Dr. Freeman said it is worth- 
while from the purely economic, busi- Heads 
ness standpoint. Other panelists, and Anni 
speakers in the general discussion which 
followed, expressed appreciation of the Edwa 
literature published by HII, designed to the dey 
supply the answers to questions brought jamin 
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up by the filmstrip. 
Producer of the filmstrip was William 
P. Gottlieb, who spoke briefly at the 




















reception and spoke the commentary 
during the showing. 

k, vy 
Fund, and Robert Ryan, Royal-Globe gad me 
Group. Throt 





Mr. Washburn requested that his talk 
not be reported but suffice to say he 
was critical of the “blank check” prac 
tice on miscellaneous hospital expenses 
He maintained that hospital insurance 
can be written profitably if a compat 
will learn from experience of the pas 
and of other writers. He said: “My cot 
pany has been writing hospital, surgical 
and small groups for 16 years and “% 
have shown a satisfactory profit.” 
indicated that American Health does on 
have “volume-itis.” 


CLEVELAND CLAIM MANAGER. 

President L. K. Kirk of Standard Act 
dent has announced the appointmet! 
of A. Lester Illy to claim departmet! 
manager of the Cleveland branch office 
Mr. Illy joined Standard Accident in 1% 
as claim representative in Detroit. 
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Cravey’s Attempt Upset 


(Continued from Page 42) 
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ating Organizations were entitled to 
quitable relief and that the trial court 
{id not err in overruling the general 
demurrers of the Commissioner. 

“Equity will exercise its jurisdiction 
to restrain acts of public officers, boards 
and commissions which are ultra vires 
and beyond the scope of their authority, 
outside their jurisdiction, unlawful or 
without authority,” the opinion stated. 
‘The petitions, therefore, having made 
substantial allegations in, their petitions 
showing that such invalid order would 
york great hardship on them, causing 
irreparable injury to their business and 
property rights, and being without an 
idequate remedy at law, were entitled 
i equitable relief, and that trial court, 
accordingly, did not err in overruling the 
general demurrers of the Commission- 
er.” 

Amount of Rates Issue Not Germane 












The Commissioner also contended that 
the trial court erred in striking that por- 
tion of his answer which asked that the 
court determine whether or not the rate 
flings originally approved by him, which 
he subsequently attempted to suspend, 
were excessive. 

“Such request was not germane to the 
subject matter for the petitions and was 
an attempt by the Commissioner to in- 
troduce new and distinct matter into 
litigation, and such he cannot do,” the 
opinion stated. “It is for the Commis- 
sioner and not the courts in the first 
instance to determine whether the rate 
flings are excessive. The rates in ques- 
tion had already been approved by him, 
and were lawfully in effect at the time 
he issued his purported order suspending 
them. The legality of that order was the 
issue in dispute and would not be af- 
fected by the question of the adequacy 
of the rate filings themselves. The stat- 
ute provides a remedy for those ag- 
grieved by excessive rates to contest 
them.” 

The SEUA, the National Bureau and 
the NAUA were represented by Trout- 
man, Sams, Schroder & Lockerman of 
Atlanta. Gambrell, Harlan, Russell, 
Moye & Richardson of Atlanta repre- 
sented the Mutual Insurance Rating 
Bureau. Watters & Donovan of New 
York were associate counsel for the Na- 
tional Bureau and the NAUA. The At- 
torney General of Georgia acted for the 
Insurance Commissioner. 








E, J. BOHNE GENERAL CHAIRMAN 





Heads Committee in Charge of 75th 
Anniversary Dinner of Society of 
Medical Jurisprudence 
Edward J. Bohne, superintendent of 
the department of policy claims, claim 
fxaminers division, Equitable Life As- 
‘urance Society, was in the spotlight 
the evening of October 20 as general 
chairman of the dinner committee for 
the 7th anniversary of the Society of 
Medical Jurisprudence. The affair was 
held at the Waldorf-Astoria Hotel, New 
ork, with many members of the legal 

and medical professions attending. 
Throughout its long career the So- 
“ety has worked diligently to advance 
ihe science of medical jurisprudence and 
"0 attain a higher standard of medical 
‘pert testimony. Many speakers of 
hrominence in the legal and medical pro- 
“sions have addressed the Society. 
he timeliness of their subjects is evi- 
‘need by the titles of two recent talks 
flivered: “Atomic Energy Detection 
and Control of Peace Time Hazards,” 
; egal _Problems Involving the Physi- 
fan with Special Reference to Mal- 
Practice Actions.” 
At the 75th anniversary dinner Dr. 
free W. Slaughter of New York was 
re ad and entertainment committee 
‘rman, and speakers were Dr. George 
ck, also of New York, and Judge 
ret 'C Dawson of United States Dis- 
on ourt, Southern District of New 
- Edward T. Welch, New York 












lawyer, served as toastmaster and pre- 
sented medallions to the living past pres- 
idents of the Society in recognition of 
their services. Messrs Bohne, Slaughter 
and Welch are among the past presi- 
dents. Mr, Bohne is also a past presi- 
dent of International Claim Association. 





All American L. & C. Showed 


Continued Growth in Sept. 


All American Life & Casualty recently 
reported writings for September which 
show “a phenomenal growth pattern.” 
September production by the company 
follows: 





AGENTS’ TRAINING COURES 

The Mutual Insurance Institute of the 
Kemper Insurance group has announced 
its 44th agents’ training course, begin- 
ning October 27 for a four-week period 
in Chicago. There have been 1,017 grad- 


uates since the inception of this course 
in 1946, 


Total paid A. & S. premiums were 


APPOINT HINE AGENCY MGR. 

All American Life & Casualty has ap- 
pointed Henry F. Hine, CLU, as agency 
manager in Denver. Mr. Kline was with 
a large Eastern company for 27 years. 


$294,183, as compared to $236,427 in Sep- 
tember, 1957—an increase of 24.42%. ber, 
Regular Life business was $3,907,000 
as compared to $3,146,000 for the same 
month a year ago—an increase of 24%. 
Group Life was $2,087,500 in Septem- 





1958, as compared to $584,500 a 
year ago—an increase of 257%. 

New A. & S. premiums were $127,742, 
as compared to $109,974 a year ago—an 
increase of 16%. 


















Hospital—Medical—Surgical 


Provides insurance for you and your 
family against hospital bills, medical- 
surgical fees, emergency accident care, 
polio, and other miscellaneous expenses. 


The family plan includes maternity benefit 
after the policy has been in force 9 or more 
months. There are no age limitations, no 
termination age, no waiting periods. Bene- 
fits payable in addition to other insurance. 





How Combined’s Wholesale Group Plan Protects You 
































Special Disability Income 


Combined’s Disability Income Protection 
has been designed to help pay your every- 
day living costs when y Macheck stops 
because of accident o 












This flexible plan can 
individual needs for cow 
job, off the job, or both. 
also payable in addition to 
ance. There is no confinemé 








AcH coverage that sells and renews! 


Looking for a profitable A&H package? 


Here’s one with unlimited sales possibilities . . . 
that you can sell in your between-appointment 
hours .. . coverage so valuable to the insured 
your renewal commissions are almost automatic! 


Combined’s Wholesale Group Plan fills two 
important needs; provides small-business 
employees with hospital-medical-surgical coverage 
and disability income protection. The prospect 


COMBINED 


GROUP OF COMPANIES 


W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 


First National Casualty Company, Wisconsin 








can buy both — or either one. Employer contribution 
is optional. 


Practically all small businesses in your community 
are prospects for this low-cost Plan .. . designed by 
and backed by Combined — second largest exclusive 
accident and health company in the world. 


If you’re a general agent interested in high earn- 


ings in the A&H field, find out what Combined’s 
remarkable Wholesale Group Plan can do for you. 


Combined Insurance Co. of America, Dept. 127 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please tell me how I can qualify 
to sell Combined’s Wholesale Group Plan. 


Name. 





Address 








City State 
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Grants to Study Progress of Disabled 
Workers Renewed by North American 


At a luncheon and press conference 
held in the Waldorf-Astoria, October 16, 
-Herbert P. Stellwagen, vice president, 
Insurance Co. of North America an- 
nounced renewal of substantial grants 
in aid for research by Human Resources 
Corp., the research subsidiary of Abili- 
ties Inc., Albertson, N. Y. 

The Philadelphia company will allow 
$30,000 in 1959 and an additional $20,000 
in 1960 to these two remarkable business 
and humanitarian operations. Abilities 
Inc., which employs 300 severely disabled 
persons, some 65% of them work from 
wheel-chairs, make electrical units, me- 
chanical assemblies, aircraft components, 
radio and recording equipment, and dic- 
tating machines. 

From its president and founder Henry 
Viscardi, Jr.. (who is legless) all the 
workers at Abilities Inc., are disabled 
but not, they are quick to point out, 
necessarily “handicanped.” In proof of 
this, Abilities Inc., since it was founded 
in 1952 has not had a single loss of 
time accident, and in fact has received 
a 21% reduction in its insurance rates. 

Mr. Viscardi, speaking at the press 
conference, indicated he does not sub- 
scribe completelv to the slogan “Hire 
the Handicapped, It’s Good Business.” 
He does not consider himself, a top 
executive, or any of his staff at Abilities 
Inc., to be “handicapped.” In fact, they 
have certain advantages — these people 
who have suffered hardshin. They are 
resourceful, careful, well adjusted, work- 
ers. Their company handles orders from 
such giant concerns as Sperrv Gyroscope 
Corp., Grumman Aircraft Engineering 
Corp.. G. E. and other countrywide in- 
dustries. The disabled turn out precision 
finished instruments, the equal of any. 


Studies of Abilities Employes 


At the press conference was offered 
sane, documented evidence that in many 
cases the disabled worker — no matter 
whether he is a severe heart patient or a 
quadruple amputee and no matter when 
he last worked—can be absorbed into 
industry swiftly and economically. 

Not only that, the companv reported 
that most of the disabled persons in its 
employ lead normal lives: they marry, 
have children, own their homes, drive 
cars and even sail their own boats. 

The findings were contained in three 
reports that raneed from the psycho- 
social and medical asnects to the on-the- 
iob mechanical nroblems of employing 
the disabled. The studies challenced 
age-old misconceptions and_ prejudices 
and hold out new hone for millions of 
disabled men and women. 

The reports, first in a series, climax 
three years of intensive study and in- 
vestigation by Human Resources Corn. 

One of the most startling findings is 
the fact that these disabled men and 
women, given gainful emplovment, lead 
normal lives mich like their non-disabled 
counterparts. Instead of wasting away 
in a wheel chair, existing on equal parts 


of pity and pensions. these disabled 
workers are building families and fu- 
tures. 


Work Beneficial to Heart Patients 


The reports also showed that con- 
trary to widespread belief. the severe 
heart patient, lone considered an emplov- 
ment risk. can work and that in many 
cases work is beneficial. The studies 
indicated, too, that many persons, lone 
out of work and with little or no work 
experience, can be emploved produc- 
tively mbdving into the work pattern 
with surprising ease. 

As for the mechanical obstacles of 
fitting the man to the machine and the 
machine to the man, the studies show 
that these problems, too, can be over- 
come wtih resourcefulness at a minimal 
cost. 


Herbert Stellwagen’s Remarks 


Mr. Stellwagen, in a broadcast talk an- 
nounced the renewal of the grants, re- 
called his astonishment some years ago 


when he discovered that a North America 
agent had taken the workmen’s com- 
pensation on this factory which em- 
ployed only the disabled. It prompted 
Mr. Stellwagen to go see this wonder- 
ful institution and there, going around 
with Abilities Inc., President “Hank” 
Viscardi, he found that human ingenuity 
is limitless. An efficient production plant 
was being operated by these severely 
disabled persons who were able to hold 
their heads high and take a normal place 
in the community. 

At the luncheon Mr. Stellwagen de- 
clared that Insurance Co. of North 
America is “proud to have a part in this 
unique venture, this study in human 
engineering.” 

The findings of the study were con- 
tained in three separate reports: (1) a 
psychosocial study of the characteristics 
of disabled workers; (2) a medical study, 
and (3) a mechanization study of the 
adaptability of men and machines. 

In his preliminary report, Harold E. 
Yuker, Ph. D., director of research for 
HRC, and his staff of psychologists and 
sociologists, explored the emotional and 
social charasteristics of the disabled men 
and women at Abilities to see what 
changes occur after they have been 
gainfully employed, to see how these 
characteristics compare with disabled 
persons who are receiving public assist- 
ance and to see how they compare with 
the non-disabled worker in competitive 
employment, 

Leading Normal Lives 


The findings are in striking contrast 
to the stereotyped picture of the handi- 
capped person, who at best is thought of 
as a sympathetic figure turning out wick- 
er baskets in a small, public-sponsored 
shop. 

For example, more than half of all 
Abilities employes studied (61.6%) are 
married and a majority (four out of five) 
of these, have children. In addition al- 
most two-thirds of the employes live in 
private houses, with one-third of the 
total owning their homes. 

The study also showed that more than 
half (61.4%) of the employes own cars; 
more than two-thirds (70.6%) own tele- 
vision sets, and many employes own and 
sail their own boats. 

As far as the ability of these men and 
women to shift from long periods of 
unemployment or hospitalization, Dr. 
Yuker’s 24-page report lists these find- 
ings: 

(1) Many apparently severely disabled 
persons who were hospitalized for long 
periods of time are able to work produc- 
tively. (2) Many severely disabled per- 
sons with little or no work experience 
or with long periods of unemployment 
are able to work productively. (3) Most 
employes had relatively little work ex- 
perience. One of every nine had never 
had a job previously and one out of 
every three had, at the most, one other 
job before coming to Abilities. 

(4) Almost all Abilities’ employes come 
to work by car. About half of them 
drive their own car; another 40% are 
members of car pools. Most spend from 
30 to 45 minutes traveling to work. 


Study of 19 Cardiac Cases 


In the second report, Dr. Alvin Slip- 
yan, medical research director for HRC, 
found in a study of 19 cardiac cases that 
work actually proved beneficial in many 
cases and in no case proved harmful. 
Outstanding in the fifidings was the fact 
that there was not a single compensable 
accident among the 19 cardiacs during all 
the combined years they have been on 
the job—some of whom have been work- 
ing at Abilities for as long as five years. 

_What makes the study particularly sig- 
nificant, Dr. Slipyan said, was that at 
least half of the subjects studied would 
be considered “unemployable” by com- 
mon standards of industry. 

However, Dr. Slipyan reported, the 
study shows that the cardiacs have out- 
standing attendance records—six of the 


Attended ALC Annual Meeting 





Robert R. Neal (left) and C. O. Pauley 


A happy reunion of two long-time 
friends—Robert R. Neal and C. O 


Pauley—took place at the Chicago an- 
nual meeting of American Life Conven- 
tion. Mr. Pauley, now retired, is one 
of the deans in the A. & H. industry and 
his advice is still sought on a consulta- 
tion basis. He was managing director of 
the old Health & Accident Underwriters 
Conference following Harold R. Gordon’s 





most severe patients haven’t missed a 
day at work since they were hired—and 
that they bear up surprisingly well under 
regular, full employment. He said that 
while none of the 19 subjects have been 
doing heavy labor, many have jobs that 
call for considerable activity, responsi- 
bility and concentration. 

While it is too early to draw any 
definite conclusions, Dr. Slipyan said the 
“study makes one wonder whether the 
dictum that the severe cardiac requires 
constant rest and should retire from 
employment should not be revised.” He 
suggested as a new philosophy: “Em- 
ployment in a compatible job can, in the 
specific case. be beneficial.” 

The third study considered adapta- 
bility of these workers. It was found 
indeed that “necessity is the mother of 
invention.” Resourcefulness and ingen- 
uity are substituted here for missing arms 
and legs and for lack of sight and lack 
of hearing. 

Dr. Howard A. Rusk, director of the 
Institute of Physical Medicine and Re- 
habilitation, New York University-Belle- 
vue Medical Center, and an _ interna- 
tionally recognized authority on rehabil- 
itation, called the three research reports 


“milestones” in the field of rehabilita- 
tion. a8 
Dr. Rusk, principal speaker at the 


luncheon, said the findings were “provo- 
cative and significant.” He said they may 
some day “change many of our present 
concepts on the employability of severely 
handicapped workers.” 

Dr. Rusk quoted from a tape recording 
taken of a 12-year old boy, blind from 
birth but of extraordinary intelligence 
and a curious seeking mind. The boy 
suggested that more than anything the 
disabled need a sense of direction. They 
must be shown a path to travel. 

The boy apparently out walking in 
familiar grounds recently stumbled into 
bushes and lost his cane. For a while 
he was terror struck and had to crawl 
blind on hand and knees until he came 
upon a familiar land mark. 

He thought on this later and naturally 
contemplated the lot of famed catcher 
Roy Campanella who met with personal 
tragedy last January. Campanella, the boy 
felt, must have been lost for a while after 
his accident. Now he is finding useful 
employment—limited activity compared 
to his years of travel. meeting people and 
leading tremendously active life day 
after day but satisfving and useful to 
him personally and others. 
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death. Prior to that he served as presi- R 
dent of that association as well as Inter- 
national Claim Association. Mr. Pauley 
will mark his 80th birthday next Feb- 

ruary 7. 

“Bob” Neal, who was in Chicago for 
HIAA executive sessions, is now pre- Ga 
paring his organization’s Individual In- é 
surance Forum, set for October 27-29 at and : 
Drake Hotel, Chicago, at which he wil 4Ss!s 
make welcoming remarks. objec 
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FAVORS SELECTIVE SELLING ker, 

John F. Furniss Says, in Address to Ame 
Aetna Casualty & Surety Sales addre 
Course Graduates ing « 

John F. Furniss Jr., a representative off of I; 
the Aetna Casualty & Surety at Lan-J by th 
caster, Ohio, advocated selectivity in in-f Othe: 
surance selling in a talk at the recenth inclu 
graduation dinner concluding the I7Istl Chas, 
session of the company’s sales course§ mick, 
at Hartford. Globe 

“Don’t try to sell everything to every-f Wals! 
one,” warned Mr. Furniss, a partner inf agenc 
the J. F. Furniss & Co. agency. “Select G Jo 
your clients with care, and be extra Assoc 
selective in offering them the kind off ~ 
high-quality insurance they need.” 

Mr. Furniss, who has been an ott- Wit 
standing producer since he was grtadu-f vice | 
ated from the home office school, alsof presid 
told his audience not to overlook thel speak: 
changing insurance needs of presenth dent | 
clients, remembering that the small § BR; 
buyer today may become an important Rober 
client in the future. A tional 

Wide open opportunities exist, sa Georg, 
Mr. Furniss, for the agent informed Mf New Y 
the Aetna’s new Salary Budget A. & HE vice p 
Plan, the latest developments in packag¢§ Arthur 
policy plans, and the many other broad agents 
form coverages now available to both Mezey 
personal and commercial policyholdets§ Dorset 

The class was led by Gene A. Yate Casual: 
of Jackson, Miss. Other blue ribbonf talks 
winners for high scholastic standing} appear 
were Edward G. Leap of Merced, Calild issue. 
John T. Alexander Jr. of Jacksonville represe 
Fla., and Harold D. Haynes of Maniste¢g ing, 
Mich. Mr. 

aim sit 
x In this | 
S. B. Inspector Law Hearing} be said 

An amendment which _ eliminate) a. 
American citizenship as a requiremen 
for the job of insurance company ste@ 
boiler inspection in New York Stat] ean 
was the subject of a public hearing hel ‘ 
by the Board of Standards and Appea Fire De 
in Albany October 21. 4 

The amendment takes out the, wo Brokers 
“citizens of the United States” ! 3 
that section of Industrial Code Marine 
#14—the State’s worker—safety regu 
tions concerning steam boilers—wit’ Casualt 
lists requirements for persons who mus é 
obtain a certificate of competency tf Accider 
inspect steam boilers. (nial 





